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“A Profit on Every Sale”—the New 
and Better Slogan 


John J. Holden 


Merchandise Manager and Shoe Buyer for Oppenheim Collins & Co. 


Mr. Retailer finds it harder 





ANNERS, leather job- 

bers and shoe manu- 

facturers are extend- 
ing too much credit. 

Shoe manufacturers are 
accepting cancellations and 
returned merchandise that 
retailers should be forced to 
pay for or get out of busi- 
ness. 

Manufacturers re-sell too 
many shoes. 

The percentage of re-sold 
shoes is entirely too great, 
and it is undermining the 
true value and worth of all 
shoes. 

The reasons for manufac- 
turers having to sell shoes the 
second time is that in order to find 
a market for their merchandise they 
extend credit to merchants who are 
not entitled to it. 

That is what a great many manu- 
facturers are doing, and in conse- 
quence, when their bills are due, 
they are being paid for with re- 
turned merchandise. 

More than ever, manufacturers 
are taking credit risks that are not 
consistent with good business, to 
say the least. 

Why not let the banks or money 
lenders take these risks? 

Tanners and snoe manufacturers 
are in business to make money, but 
why should they make their profit- 


Q“The facts are, I believe,” says 
Mr. Holden, “that we have too 
many retailers and too many 
manufacturers for the good of 


the business. 


¢ “If we all pay less attention to in- 
creasing our volume and more to 
making a profit on each sale, I 
am sure the industry as a whole 
will be in a much better condi- 
tion in a very short period than 


it is now.” 


to get his profit, and Mr. 
Manufacturer finds it harder 
than ever to get his price for 
the quality that Mr. Retailer 
expects, as the shoe buying 
public want to buy their 
shoes at less than the manu- 
facturers’ cost, because of the 
quality of shoe that is finding 
it’s way to the bargain 
counters. 

Also, there is too much 
over-loading on retailers by 
manufacturers, and when the 
unscrupulous department 
store buyer or store owner 





able accounts pay the cost of carry- 
ing their own undeserving unethical 
and incompetent: competition. 

This practice is serving no good 
purpose. 


HE good customer is obliged to 

pay his pro-rata share of second 
sales expense, and the losses that 
result from too liberal credit allow- 
ance are all figured as over-head by 
manufacturers, and passed on to the 
retailer who under this system is 
obliged to support his unethical 
competitor. The successful shoe 
manufacturer in turn is obliged to 
pay the cost of the poor credit risks 
of the tanner. 


awakens to the fact that he 
is not related to “Houdini,” 
and is not capable of exchanging his 
shoes for cash without first finding 
a customer, he begins to unload on 
Mr. Manufacturer for the reason 
that “shoes are not up to sample, or 
the leather is not up to standard”— 
or “the sauterne lot fit, but the 
brown kid does not.” 

It matters not that they were 
made on the same last and that the 
pattern is the same, but the truth 
is—the demand for brown is off. 


E also cancels all merchandise 
as it becomes over-due, regard- 

less of what it is. 
This means that these shoes (in 
full runs of sizes) are to be offered 


[CONTINUED ON PAGE 68] 
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How Reed Makes His Stock Worth 
100 Per Cent—Always 


H. REED of Abilene, Texas, 

is a remarkable young man 

® with a remarkable story. 

His shoe stock is worth one hun- 

dred cents on the dollar this min- 

ute, and will have that same valua- 

tion one week, one month or ten 

years from today, regardless of 

what may come. Systems for almost 

everything have been invented, 

from breaking the bank at Monte 
Carlo to raising children. 

Reed’s system is no vague dream, 
but an actual, every day, workable 
sort of plan. It is more of a series 
of automatic checks and guides, 
than a complicated out and out, so- 
called system. He is a keen young 
man with an inquisitive turn of 
mind, who is always seeking the 
reason for things. When he ap- 
plied the Law of Averages to his 
store, the usual natural business 
worries became just memories. This 
is his story: 

“I have something that is worth 
something, at least it has helped 
me in my business. It is the re- 
sult of studying all the systems 
from all over the country. The most 
important thing for a merchant to 
know is his daily standing. By 
means of the five charts that have 


resulted from my studies, I know 
exactly what my daily net earnings 
are, together with the profits made 
on each separate department in the 
house. This is no complicated af- 
fair, as one girl can do all the neces- 
sary work for my three stores, in 
a few hours each morning. The 
trouble with the average merchant 
is that he does not KNOW exactly 
what he is doing. Many stores are 
overloaded with bad sizes and gen- 
eral unsalable merchandise. My 
idea is a preventative. We don’t 
buy undesirable shoes or bad sizes. 


ss MERCHANT is in a bad con- 

dition if he buys from guess. 
He must know. For example, we 
have two stores within 75 feet of 
each other that have entirely dif- 
ferent runs of sizes. One store will 
sell an average of five pairs of 2Bs 
a month, while the other store never 
carries a single pair. The big thing 
is to have the sizes the customers 
will buy. 

“It is hard to undo a thing after 
it is done, so we use the preventa- 
tive before we use the cure. With 
so much money tied up in dead 
stock, isn’t it better to know 
enough not to buy those shoes, 


rather than to try and force them 
on the public through sales, P.M.s, 
etc? Seventy-eight per cent of our 
size buying is known to be safe. 
We have twenty-eight sizes that 
seventy-eight per cent of the buyers 
of this community wear. Conse- 
quently, we always have a shoe to 
fit every customer. Last year 6% 
per cent of our women’s sales were 
size 5144 B, so every purchase is 
made in that ratio. 

“Lasts, heels, sizes and grades 
can be standardized, and so buying 
can be determined in advance, by 
knowing precisely what the com- 
munity will buy. A man’s 5 B is 
not carried by the average store, 
but we found that there were 
seventeen 5 B customers in our 
county. At first we sold only three 
of them, but now we have every 
one of them buying their shoes here. 

“To get the per cent of profit on 
every line in every department, ac- 
cording to grades, is decidedly 
necessary, so we have divided our 
store into eleven departments, as 
follows: 

“Women’s high, Women’s low, 
Men’s high, Men’s low, Boys’ high, 
Boys’ low, Children’s high, Chil- 
dren’s low, Hosiery, Findings, Mis- 





a ee ee ee ee ee, a ee ee ee 








5 








March 6, 1926 


cellaneous. in «the Jatter class are 
grouped all shoes that are not regu- 
lar, such as tennis, house slippers, 
rubbers and athletic footwear. 





‘“ REVOLVING inventory is 

f kept for each department and 
is set for a ninety day turn. Every 
department must turn every ninety 
days, at least, or an average of four 
times a year. If a bad buy does not 
sell inside of the first forty-five 
days, we have forty-five more days 
in which to clean it out. No shoe, 
stocking or finding stays in the 
house over ninety days, regardless 
of what it is. They are sold at 
some price, even if we have to sell 
a twelve dollar shoe for one dollar. 
Each department has a pre-ar- 
ranged ideal stock, based on the 
number of pairs necessary to do 
the volume of business decided on. 
In this way we do not wait until 
the end of a six months period to 
clean house, as that is being done 
automatically every day. Last year 
our stock showed a pair turn of 
four and a half times—a dollar turn 
of five and a half times. 

“To my way of thinking, the pair 
turn is the true way of figuring. 
The dollars will take care of them- 
selves. 

“One master sheet shows the 
day’s operations and the day’s earn- 
ings. Four other sheets carry on 
the work from that one. The in- 
formation gained from these sheets 
is used in buying. We buy because 
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When Harry R. Terhune, 
Field Editor of the Boot 
and Shoe Recorder, whom 
you see seated at the left, 
talked with C. H. Reed of 
Abilene, Texas, at Fort 
Worth, he sensed a story 
that was worth, to get it, 
a trip of 175 miles. 

Mr. Reed believes that 
there is no business that 
offers as much opportunity 
for a young man as the 
shoe trade. His first ex- 
perience was in the bank- 
ing business and he has 
applied the same methods 
to retail merchandising. 
What is more, he lives 
with his business, spends 
a lot of time on the floor 
meeting all customers and, 
after four years in the 
game, has three stores to 
his credit and a business 
worth over $200,000. 
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we -have the trade waiting to pur- 
chase what we buy. Also we buy 
for this specific purpose, not be- 
cause we have money to spend. 
One can always buy more shoes, 
but cannot always step out and sell 
more shoes. Traveling men will 
look at our size sheet as though we 
were crazy, but we know that we 
are right, because we have figured 
it from every angle. There are 
many ways in which departmentiz- 
ing a store will help, but I will cite 
only two instances. 

“One line of men’s shoes had to 
be forced each period, due to the 
fact that our customers would not 
buy $15 shoes in sufficient quanti- 
ties, to make them worth while to 
carry, so the obvious thing to do, 
was to discontinue them. The 
women’s comfort shoe business was 
admitted to be dead. Spasmodic 
calls for this type of shoe, caused 
us to make a survey of the town, 
which revealed the fact that no one 
was carrying shoes of this descrip- 
tion. An order was first placed for 
two hundred pairs of Martha Wash- 
ington shoes, with the result that 
today, we buy them as we do bread, 
making and netting us good money 
each month. If you have what cus- 
tomers want and make them know 
you have it, it is easy to get their 
money. We are open to try any line 
on which we can make a profit, also 
to kick out any line that does not 
turn in ninety days. 

“IT am not much of a believer in 
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the standardized sales or the idea of 
having stated times for holding 
sales, such as End of the Month, or 
Season, or Year. Customers will 
simply outguess you and wait for 
your sale. Instead of having a sale 
to clean out merchandise, I believe 
a sale held twice a year for the pur- 
pose of educating customers to wear 
a better grade shoe than they are 
accustomed to will benefit the indus- 
try in the long run. 

“We have a complete record of 
every sale that is made in the store 
and use it in such ways as these. 

“We will select customers who 
wear $10 shoes, say 200 of them, 
sending to each one a letter offering 
our $12.50 shoes at $10. The $8.50 
customer may buy $10 values and 
the $6 customer will have a chance 
to try out the $8.50 grade. If Mrs. 
B. is buying four pairs of shoes a 
year, she should, by the law of aver- 
ages, buy twelve pairs of stockings, 
so if our records do not show that 
she buys that number of pairs from 
us, we immediately commence to 
work on her. If we are not getting 
all the customer’s money for foot- 
wear, stockings and findings, it is 
no one’s fault but our own. 


OST sales are treated in a some- 
what unusual manner. The cus- 
tomer is drawn out on some other 
subject than shoes, and a note is 
made on the card record of some 
hobby or subject in which they are 
[CONTINUED ON PAGE 60] 
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Color is King for Spring 
ONG experience has shown the shoe man that 
you can’t go wrong if you follow nature. It 


is the most natural thing for people to welcome 
the sunshine in spring time and to correspondingly 


lighten up the colors of their raiment. It is the 
natural thing to follow along with white in mid- 
summer, because it is the coolest of all colors. Then 
when fall returns the brown of the leaves brings 
about a corresponding brown family of colors to 
harmonize with the golden shades of harvest time. 
In winter black has its place. Thus we complete 
the cycle of color, that nine times out of ten is 
right year-in-and-year-out. 

The cycle of gray that is so prominent now comes 
from a perennial desire to dress in lighter colors 
in spring time. One merchant made the statement 


March 6, 1926 


that for thirty years he has had gray for Easter 
and for thirty years he has made no money on 
them, but this year he hoped to change his luck. 
Whether he does or not, the feminine public will 
want gray in its season and the shoe merchant 
must have it, profit or no profit. 

It is an unusual and unfortunate thing when 
some man made impulse of fashion destroys this 
orderly round of fashion-demand for footwear in 
its season, and in the color best suited for that sea- 
son. 

It is unfortunate that a publication of the stand- 
ing of one of the feminine fashion publications in 
its March 1 issue state that “coloured kids have gone 
the way of all extreme fashions and are no longer 
chic.” S. W. Napier of Omaha, one of the outstand- 
ing merchants in the country, queried us as to the 
facts in the case, amplifying his statement, “Ii 
their statement is true, that light colored shoes ‘are 
no longer chic’ most of the shoe merchants through- 
out the United States are going to suffer disastrous- 
ly from this turn in the style trend, as practically 
all of them have purchased more than 50 per cent 
of coloured kids for spring.” 

For the benefit of Mr. Napier and merchants na. 
tionally, that statement is as unfortunate as the 
spelling that publication uses. The American word 
is “colored” and in the use of words of a foreign 
flavor to an American reader such as “colored,” 
let’s be charitable and term it an affectation. 

We place no great reliance on a few words tucked 
in a page of “fluffy-writing” calculated to catch the 
eye of a very few of the high-style-hoppers who 
invariably jump to anything new when they feel 
that the American public is getting an appreciation 
out of a smart thing currently in fashion. 

Undoubtedly there are makers of black costumes 
and materials who have a wish “that is father to 
the thought” that they would like to see black 
again, because it means business for them. Take 
it from the authority of the BooT AND SHOE RE- 
CRDER and a cross reference with many shoe man- 
ufacturers, many tanners and some sixty retail 
dealers who have answered our telegrams, all to 
the effect that the greatest colored kid spring lies 
ahead for the American public. Tanners are even 
today working more blond leather than they did 
the first of February. Colored kids will sell all 
through the summer months—make no mistake 
about that. The wardrobes of the American wom- 
en are so full of black type footwear that they wel- 
come a color movement, particularly one that is in 
such good taste and selection as the national move- 
ment in colored leathers this spring. Blacks we 
have with us a full 50 per cent of stock always— 
why not give color a chance for expression. If the 
item were on high colors, reds, greens, blues, etc., 
we might say that it was not only pertinent, but 
belated information. 
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Fluffy Style Funididdles 


HE trouble with some of the feminine-fashion 

journals is that they work on the assumption 
that there are only a dozen well-dressed women in 
the world and they write accordingly. We are 
about fed up with this constant blah-blah about 
Paris and its influence on purchases of the average 
American woman. In due course of time some of 
the good things proposed in Paris do become ac- 
cepted by American women, It hasn’t got the speed 
of fashion dictatorship indicating that today such- 
and-such is good and next week it is “no longer 
chic.” 

The truth of the matter is that it takes time for 
style to trickle down to where it is interesting to a 
large number of people. It is a process of weeks 
and months and is subject to Miss America’s O.K. 
on every item. 

Now all that we say may be flushing the feath- 
ers of the American eagle, but what we do know 
is that the American shoe manufacturer, tanner 
and shoe merchant are less and less looking to 
Paris for style leadership. American good taste 
has developed a fashion demand of its own. 

In Europe there are only two sharp divisions of 
fashion—the top crust, the nobility, people with 
money, and those that ape-the-fashion who do have 
wonderful things made in small custom shops, but 
they are individual and patterned precisely for the 
person buying the article. The other class in 


Europe is the great lower class without much 
money and the volume article is produced for them, 


mostly through the stress of necessity. In Ameri- 


ca catering to a top class 
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it. Easter is a few short weeks ahead. See to it 
that every woman has an opportunity to buy these 
pretty new shoes (and mark our word for it) the 
colored vogue is just beginning. There is too much 
drabness in the world anyway. What we need is 
colors, for then we have more shoes sold per person 
to the satisfaction of the public and the profit of 
the merchant. 


Trouble with Men’s Shoes 


HAT is happening to men’s shoes? Why the 
slack tide of sales? Why the constantly re- 
ceding retail price? 

Manufacturers meet, talk, dine, formulate reso- 
lutions, declaim against conditions and return to 
their half empty factories to wonder what will be- 
come of business. 

It is like Mark Twain’s humorous reference to 
New England weather. It is a case of everyone 
talking about it but no one doing anything about it. 

Meantime, women’s shoes seem to be doing 
pretty well. Meantime, other things like automo- 
biles, radio, cosmetics, candy, jewelry, tobacco and 
hundreds of luxuries sail along at a billion dollar 
gait. 

The lower prices of men’s shoes is not due en- 
tirely to a demand for lower prices by the men. 
It is largely due to the attempt to stimulate busi- 
ness, to force a lagging market. One manufac- 
turer, in a desperate mood, reduces his prices. 
Another imitates him. Retailers begin to join in 
the merry game. Consumers get the notion that 

prices are coming down. 





doesn’t fill many pay envel- 
opes. The great middle 
class keep factories and 
stores operating at a profit. 
The shoes up to $20 a pair 
fill the demand of this class 
in millions of pairs. It is 
the portable strata of busi- 
ness—God bless it for they 
couldn’t exist without it. 
This great wholesome 
buying public wants col- 
ored shoes and considers 
them the very latest in 
fashion and most appropri- 
ate for spring and summer 
wear. Have faith in the 
shoes that you have bought 
and don’t try to “kill the 
goose that lays the golden 
egg.” It is too often the 
habit of the shoe trade to 
go sour on what it has pur- 
chased before it has made 
a real effort to merchandise 


Out where men are men, hats and boots are 

top demand—now Hovey E. Slayton tells us 

the sale of summer weights has already begun 
proving style-do-move. 


They begin to wait and 
defer purchases in order to 
reap the benefit of the low- 
ered prices. ; 

One larger operator of 
chain stores puts on a clear- 
ance sale right in the midst 
of the best selling season. 
Individual dealers stam- 
pede and follow the lead of 
the big fellow. Soon de- 
moralization is upon the 
trade. Stores that have 
steadily held shoes at 
higher prices cannot stand 
the strain and down go 
their prices, from ten to 
eight, from eight to seven, 
from seven to five, and- so 
on in an endless round of 
destructive competition. 

Habitual buyers of a cer- 
tain line of men’s shoes de- 
clare that they never buy 
at the regular. prices. 


TRA 
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Picturing the postures assumed in walking with 
extreme high heels 


Three Inch 
Heels a Problem 


Difficult to Find Proper Lasts— 
Only Few Can Wear Them 


patterns and materials were not enough to keep 

shoe men awake nights, some bright genius had 
to give heels the thyroid treatment and cause them to 
grow to enormous heights. “Thinner and higher’ seems 
to be the battle cry of the modern heel makers. 

The 24/8, or three inch, heel undoubtedly is with us. 
Heels of that height are being sold in smart shops in 
rather larger quantities than one would expect. Various 
notables in the trade have been credited with inventing 
this monstrosity, but when they are charged with the 
honor, if such it is, they modestly deny it. 

“Eddie” Cohen, that genius who has put the Saks- 
Fifth Avenue store decidedly on the shoe map and in 
one of the most prominent spots, too, is the man whose 
name is most frequently associated with the three inch 
heel vogue. “Eddie,” however,’ vehemently denies 
having been the first to introduce the “stilt” to the 


\ S if the dizzy whirl of changing fashions in 
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The vertical white line shows the even distribu- 
tion of the weight of the body when moderate 


heels are worn. 


This is known as the Meyer line 
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Showing where the Meyer line falls when eax- 
tremely high heels are worn—a very uneven dis- 
tribution of weight 


Note particularly how the knees are thrust for- 
contemplated 


ward as though a jump was 


American public. He says he doesn’t know where it 
came from—and doesn’t care. But, seriously speaking, 
Saks-Fifth Avenue is selling more three inch heels than 
any one store in the country, probably, and is even 
selling more of them than Mr. Cohen expected, when 
he introduced them in his department. 


OW this doesn’t mean that, like the pyorrhea adver- 
tisements, four out of five Saks’ customers get 
three inch heels. They don’t. Most of the customers of 
this store demand 20/8 heels and a great many of them 
insist on still lower heels. The three inch heel business 
is only a very small part of the total volume. 

“They are freakish,” says Mr. Cohen, “and as freaks 
they have a place. I can handle them here, and a few 
other people in the shoe business also can handle them, 
but for 99 out of 100 merchants, the three inch heel 
is a bad proposition.” 

That seems clear enough, doesn’t it? 

But that isn’t all of the story. The three inch heel 
is not only enough of a freak to make its handling 
dangerous, from a business standpoint, but it presents 
a multitude of other difficulties. The extremely high 
heel, and this goes for all heels above 20/8 to some 
extent, brings a new problem in fitting. 

There is a theory that has some background in fact, 
that the elevation of the heel 24% to 3 inches above the 
ball of the foot, throws practically all the weight of the 
body on the ball and so prevents the normal extension 
of the foot in walking. Leading shoe men in New York 
assert that this is true. The tendency of the high heel 
to “shorten” the foot is so strong that the usual two 
size extension in fitting, recognized as the proper thing 
on a 14/8 heel shoe, or lower, is not necessary in the 

[CONTINUED ON PAGE 65] 
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Getting more men’s 

shoes sold right— 

summer weights 

and summer type 

footwear in every 
store 
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Put more “desire” 
into men’s foot- 
wear — make a 
showing that indi- 
cates a new season, 
and the necessity 

of new footwear 


Art photo by Underwood 
and Underwood, N. Y 


Emphasize Summer-W eights 


An Opportunity for the Shoe Merchant Through a 
Better Understanding of Men’s Shoes 


A HE outstanding and monu- 
mental error in the shoe trade 
is that men are entirely unap- 

preciative of their shoes. They are 
utterly unconscious of shoes. They 
buy shoes as covering for their feet. 
They buy at the best prices offered 
them. They buy straw hats at a 
certain time because the hat men 
have educated them to do so. They 
buy dinner coats because they have 
been told that dinner coats are the 
hot stuff. They buy new suits of 
clothes because the clothing men 
have told them that certain styles 
are out of date and to be seen 
wearing a four-button sack is a so- 
cial crime when the three-button is 
all the rage. 

A man will spend an extra hun- 
dred on junk for his automobile and 
wear a shabby pair of shoes until 
they fall off his feet. 

The automobile people have out- 
smarted the shoe trade. The acces- 
sory dealers have led the van. Look 
into the average tool kit of a car 
owner and see the dozens of useless 
doo dads. Look at the tire holder 
and see the extra tires. Examine 
the car closely and see what other 
extra things you can find. Take a 
look into any garage and see how 
much money is being spent for 
washing, varnishing, dolling up the 
autos. 


Almost eyery house has a radio. 
The radio people have done a better 
job of selling than the shoe men. 

Cosmetics, paint, powder, rouge, 
lip sticks, so-called beautifiers and 
youth restorers sell into the billions 
of dollars annually. 

Men and youths, especially col- 








The RECORDER was first to 
emphasize summer weight 
shoes for men. Great trade 
movements do not come in a 
day or in a season. Look back 
to our issue of March 8, 1924, 
and see what we said on pages 
100 and 101, as follows: 

Try by every means to sell in 
mid-summer lighter weights in 
materials in men’s footwear, for 
otherwise we are going to sell a 











man one pair of shoes per year 
for the inherent qualities in good 
shoes today give that lifetime to 
an ordinary price pair. 

Put your best foot foremost— 
in the store. Have every clerk 
in new shoes for Easter, for com- 
parison is sales-making stuff to 
the customer in doubt. 

Men’s shoes for spring and 
summer selling will command a 
lot of attention. They’re smart- 





looking; lines are trimmer and 
leathers in all shades indicate 
there will be more than one sale 
to the average man. 


lege youths, spend enormous sums 
for cigars, cigarettes, pipes, smok- 
ing tobacco and other things. 

The manufacturers of cosmetics, 
tobaccos, cigarettes, etc., have done 
a better job of selling, too, than the 
shoe men. 

What’s the answer. As Irving 
Berlin asks in his song: “What’ll | 
do?” 


HY, wake up! Get alive to the 

conditions. Go out after busi- 
ness as the leaders of other business 
have done. Bring men to a better 
understanding of shoes. Make them 
conscious of their shoes as the 
clothing men have made them aware 
of clothes. Create a better appre- 
ciation of shoes. Take a leaf out 
of the straw hat man’s book. Copy 
some of the doings of the automo- 
bile man. 

Heretofore, men’s shoes have been 
sold only as shoes at a price. They 
have not been sold as articles of 
stylish wear or accessories to good 
dress. There is no longer any sea- 
son for buying certain types of 
shoes. Men wear black shoes all 
day, or tan shoes for every occasion. 
Only when the wives. decree that 
evening dress be worn does the 
average male turn his thoughts to 
black shoes. 

There is hope in the summer 


[CONTINUED ON PAGE 63] 
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ERALDING the _ foot- 

millinery age we find 
that footwear for the dance, 
has developed an_ interest 
in high riding ankle straps. 
Any strap that will keep the 
back of the foot from slip- 
ping and any pattern that 
emphasizes the heel will be in 
stylish demand this summer. 
Unusual shoes and novelty 
materials make women want 

more shoes than hats. 


HE present is a time when 

a shoe must fit the purpose 
for which it is worn and both 
shoe and hose must harmonize. 
Important elements of individu- 
ality in pattern, correctness in 
color, and proper height of heel 
are first requirements in shoe 
selection. The tendency now 
is for all over white patterns, 
though two or more materials 

may be used in white. 


noon footwear, and here we . 
have a moire silk novelty, 
buckle fastened, that is de- 
signed to prevent the sides 
wrinkling. Ribbons and laces 
in bright‘ colors, and with 
fancy end pieces in wood or 
ivory, are worn as accessories 
to hold pumps to the foot. 
Summer footwear gives unlim- 
ited opportunity for designing 

talent. 
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HE three-inch heel for the 

smart little woman who 
has been accustomed to high 
heels is about the prettiest 
thing that has ever been de- 
signed in footwear. Watch 
the proportioning of your last 
and be careful in fitting. High 
heels make imperative the 
wearing of a number of 
heights of heels during the 
day, for the high stilts can 
only be worn for a very few 

hours at a time. 


fy 
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ITH high heels comes an 
interest in colonial 
Some extremely high 
tongues are appearing in 
afternoon footwear. These 
tongues are paneled and 
fringed and are in a wide 
variety of materials. The 
goring behind the tongue gives 
better fitting value, especially 
if the heel is high. The cus- 
tom lines in the colonial here 
shown are emphasized by three 
tones of brown leather. 
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HE first shoe of this char- 

acter was an all over 
polka dot. Then the variation 
of the holes, with an underlay 
of gold or silver kid and we 
have a D’Orsay high heel pat- 
tern that is unusual, particu- 
larly if the design is all on the 
outside. The term generally 
used in the trade is lop-sided 
pattern. The underlay gives 
an opportunity for the use of 
patent, thus making a diver- 

sity of materials. 
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HE appliqué has made pos- 
sible greater style varia- 

tion than any other effect in 
shoemaking. Here we have a 
lop-sided pattern in a bois de 
rose kid, with the floral design 
in a contrasting color, the 
stem and strap making the 
shoe distinctively original. In 
afternoon footwear look for 
many lop-sided patterns, each 
having a reason for its vari- 

ation. 


PORT shoes will be at 

least 60 per cent more in 
demand this summer than ever 
before. Shoes for sport wear 
were formerly chosen for 
their adaptability for the 
playing of a certain game. 
This season one pair of sport 
shoes won’t fill the bill, be- 
cause each pattern and color 
has its harmonizing advan- 
tage. Snake leather trimmings 

are styleful. 


LLOVER reptile grains 

have finally reached 
America. Eighteen months ago 
they were in English sport 
demand in the natural reptile 
skins. Now the arts of the 
tanner have made possible 
reptile grains in all of the 
colors. Some of the light 
blondes and grays are bound 
to be summer favorites. Look 
for new patterns with ap- 

pliqué decorations. 
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ITH white as a _ base 

sport step-ins will have a 
great summer demand. The 
plain pastel suedes have a 
look in if trimmed with calf 
appliqués. Fitting rooms and 
factories are jazz parlors for 
stitching machines are forced 
to follow imaginary lines in 
all. sizes. Watch carefully 
that a 4 B sample won’t look 
grotesque when thrown up to 

a@ seven. 
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ODERNISTIC patterns 

are supposed to express 
some definite thought. On a 
white base black calfskin and 
patent leather is made to run 
in queer outline. One style 
has a chain lightning effect in 
black kid over champagne. This 
zigzag side effect and fancy 
toe is supposed to make the 
shoe look two sizes smaller 

than it actually is. 








IGZAG patterns are pro- 

duced by appliqués on a 
solid white ground, and no 
store should have too many 
styles on a pattern. One of 
the most sought leathers for 
trimming at the present time 
is gold snake, which is used 
on shoes as a sport suggestion. 
The reptile skins in colors 
open up a complete new field 

for shoe designing. 
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INKING and edging, rib- 

bons and braids, are the 
unusual decorative features of 
summer footwear. Every 
month of the year is style 
month when afternoon foot- 
wear employes new themes, 
such as sweeping lines, bright 
colorings, gold and silver kid- 
skin bands and piping. Some of 
the ‘tanners have produced 
fabric weaves even as compli- 
cated as plaids in new leathers. 
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OR promenade wear with 

sport costumes, and when 
walking is actually being done, 
some measure of style is com- 
bined with practical patterns. 
Here we see a parchment kid 
vamp, quarter and strap, and 
an imitation cretonne panel in 
the center with a duplicate of 
the leather in the center of the 
strap, under which is con- 

cealed gore for adjustment. 


SO Jul 
ethods that 


PORT type footwear is 

more jazzy than ever. The 
shoe trade has taken up Pan- 
ama straw, raphea and flex- 
ible straws of a basket weave. 
Many sandal patterns have in- 
serts in the vamp and quarter. 
Color combination and irregu- 
larity of appliqué is something 
to expect in fancy footwear for 
summer. In the “mid-day a 
mid-height of heel—that’s the 

order of the day. 
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Blond calf is the 
latest leather on 
summer weight 


TheSwagger 

line pattern fol- 

lows the trouser 
line. 
































N expression of thanks on the part of the men’s 
Az industry is due the man who first devel- 

oped blond calf as a colorful innovation in 
leather for men’s shoes. What we need now is a 
new name for “blond”..in men’s footwear. The 
RECORDER gives a $10 box of cigars to the man who 
suggests a word to take the place of “blond” in 
men’s footwear. Some mannish terminology is 
needed to make advertising and publicity by the 
retail merchant more effective, on this new and 
smart summer color. 

The men’s shoe style situation for spring gives 
conflicting impressions; first, one sees “doggy” pat- 
terns, more extreme lasts, and light shades of leather 
hitherto not even considered possible in men’s shoes, 
and then one sees plain, undecorated patterns, cus- 
tom lasts, and conservative shades of leather. A 
careful study of the situation, however, reveals to 
the style analyst a very firm opinion that the ten- 
dency for shoes retailing above $8 is toward the 
regular custom and narrow custom lasts and simple 
patterns, while shoes retailing below $8 have 


MAN ST 


shorter, wider and rounder lasts and tricky lines in 
the patterns. Some New York shops catering to 
young men are showing novelty patterns, the lines 
of which are so extreme as to have been termed 
freaks a short time ago. Some of these shoes carry 
checkered laces in gaudy, brilliant colors. 

Up to the present the style trend in men’s shoes 
in nearly all grades has been in the same direction. 
Style changes were more noticeable in the cheaper 
shoes, but changes in the same direction were 
noticeable in the better shoes also, so it seems 
hardly possible that the style tendency in both 
grades can now be directly opposed, but a study 
of the elements governing style reveal that there 
is a reason. 

We are living in an age of jazz, and youth must 
be served with jazzy footwear from last and pat- 
tern to laces. The young men are the volume buyers 
in shoes up to $8 and for that reason the style 
trends of shoes in that grade are governed by 
their ideas. 

The wearers of high grade shoes, on the other 
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MORE COLORFUL FOOTWEAR, 


HS ABOUT TIME! 
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Doggy effects in 

patterns in sum- 

mer weight ox- 
fords. 


Embossed Snake 
leathers for jazz- 
bo shoes 





























hand, have always selected the most conservative 
leathers and plainest patterns, and paid their money 
for fit, quality of materials, correct proportions and 
the smartness gained by having their footwear at- 
tractive but inconspicuous. When young men were 


demanding their shoes heavier and heavier, high 
priced wearers accepted the semi-brogue, 


built 


heavier and broader than the shoes to which they 
had been accustomed. They followed the young men 
to a certain point, but have now halted and made 
a right about face to the conservative styles. The 
reason for this is not because this class of trade 
is becoming old fashioned, but their sense of fitness 
revolts at the jazzy styles shown for the younger 
element, and dictates that plain styles are correct 
for dress and business wear, while in sport or leisure 
hours they may satisfy the desire to array the foot 
in unusual, extreme styles. 

Thus for spring we will see custom effect the 
dominating factor in high grade dress shoes and a 
large increase in sport shoes involving fancy leath- 
ers, stream line patterns, punches and pinks. The 
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young man has neither the tifme nor the money 
to frequently array himself in sport costume, so in 
keeping with the spirit of the times he finds himself 
obliged to wear extreme footwear to dress his age 
and keep up to date. 

Retailers would be wise to make a survey of the 
sport shoe possibilities in their community and check 
their stock and purchases, because spring will bring 
a greater demand than we have ever before expe- 
rienced. 

To say the summerweight idea will be popular in 
shoes retailing over $8 is a safe statement. The 
idea has been tried out and has met with sufficient 
response to enable many dealers to sell them through 
the winter months. We might say the summerweight 
is established and this spring these shoes should 
sell freely. At the present time it seems unlikely 
that the college boy or young man will accept light 
weights as this class of trade is not ready to leave 
the he-man type with exotic lines and trimmings. 
Sport shoes will be in larger demand than ever before 


this summer. 
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Jungle Leathers for Jazz Shoes 


All Reptile Grains Find a Place in Fancy Summer Footwear 


tanner. Once his job was to 

take the skins of cattle, kids, 
sheep and horses and make them 
available for footwear in a few 
standard colors. Today the tanner 
may have going through the works 
at one time skins from reptiles out 
of the jungle, fish out of the sea, 
cattle out of every pasture and to 
complicate the thing, a little bit 
further, every color of the rainbow 
in every group of skins. 

The RECORDER had thought of 
bringing chameleon leather into 
vogue invoking the science of chem- 
istry and tannage to see if it were 
possible to make the leather take 
any hue desired by the customer. 
For example, if a girl stood on a 
red rug the shoes absorbed the har- 
monious color and so on all through 
the spectrum of colors. That is not 
such a far cry when you see patent 
leather in iridescent colors. 

Somebody worked out the idea of 
gold and silver splashed on leather 
and then the printer came into the 
business and you can get colored 
polka dots, magnificent . Scotch 
plaids and a thousand and one fab- 
rie textures printed on leather. 
With the aid of stamping mills the 
leather is embossed with every 
known grain in imitation of the rep- 
tiles of the jungle, the weave of a 
basket and even the smoke of a 
cigarette. 

Nothing is impossible to the tan- 


(Visser. the plight of the 


ner these days and as a result we 
are getting millinery footwear, the 
like of which was never known 
before. The cycle for cutouts 
slipped by and appliques took its 
place. You will see silver and gold 
effects in street wear shoes, Pana- 
ma hats in sports shoes, and fine 
needlework and embroidery in 
evening shoes. Any feminine wish 
that cannot be satisfied by the 
shoes of the summer of 1926 is re- 
spectfully referred to search 
through nature for something new 
that can be put into shoes and we 
defy them to find it. 

Appliques, now so fashionable, 
introduce a new step in the art of 
designing and making shoes, so 
that folks may have finer footwear. 

Take any pair of shoes, of the 
applique design, and consider what 
is in it, in the way of materials and 


With every die hole costing $5, 
consider what it costs to give you 
a fresh pattern daily 


workmanship; then are some new 
marvels of American workmanship 
revealed. 


E have the applique, scarcely 

more than a ribben of leather, 
yet of leather most ingeniously made; 
the design of the pattern, the cut- 
ting of the applique by one of the 
finest of steel dies, and the stitch- 
ing the applique to the leather by 
the sewing machine, that is one of 
the mightiest engines of civiliza- 
tion. 

Yes, our shoe industry deals in 
big powers; even though a pair of 
shoes may seem but a trifling article 
of merchandise, yet it is in shoes 
that people march along to progress 
and prosperity. 

Among leathers 
were noted these: 

Lizard, reptile, snake, leopard, 
pin seal, pigoat, hair, hand-made 
lace, cob web, moiré silk, flower pat- 
tern, Russian antique, Oriental de- 
sign and a score and more other 
patterns, not forgetting gold and 
silver kid and iridescent patent 
leather. Surely we have a wealth 
of material on which to draw for 
the trimming of shoes. 

The manner of making this deco- 
rative leather may be simply ex- 
plained. A tanner may take a real 
wild skin, that of a lizard, an alli- 
gator or a snake and tans it to a 
natural finish. Valuable stock is 
this. For instance, a water snake 


for appliques 
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skin is rare and costly, like a blue 
diamond. But more often it is the 
case that a tanner takes a familiar 
skin, kid, calf or cow hide and em- 
bosses it with a fancy grain. This 
embossing is much like printing, 
for the figure of the grain, engraved 
in a metal plate, is pressed down 
into the leather by a powerful 
press. 


UT the making of the leather is 

only the beginning of the ap- 
plique trimming. The first step in the 
shoe factory is that of preparing 
the design of the applique. The 
pattern man draws a design, a 
straight, a scroll, a flower, a saw 
tooth, or other design, such as may 
be seen on most any pair of stylish 
shoes. 

This design is sent to a die maker 
who reproduces it in steel, even to 
the sharpest corner or the most 
graceful curve. Some of these cut- 
ting dies take a week of work for 


Next comes the stitching of the 
appliques. Keep in mind the fact 
that these appliques are often of in- 
tricate design; then it becomes ap- 
parent that the stitching of them 
is an intricate task. 

The machines not only have to 
stop and start frequently as they 
sew the applique to the shoe, but 
they often have to sew around 
sharp curves, or sharper corners. 
Imagine, if you can, a stitch sew- 
ing an applique to a point as fine 
a 1/100 of an inch. Then it is evi- 


the perfection of their detail and | 


cost as much as $150 each. This is 
one reason why applique patterns 
are expensive. Bear in mind that 
the edges of this die must be sharp- 
ened like a razor, no matter how in- 
tricate the pattern. 

When this die gets to the fac- 
tory the cutter places it on his 
fancy leather and striking it a blow 
with a mallet, he cuts from the 
leather such applique patterns as 
are commonly to be seen on shoes. 





Lucky Shoes 


Baby needs a new pair of shoes— 

come seven—every heel an ace— 

she wins in a walk at the race 
track 


March 6, 1926 


dent that stitching appliques re- 
quires much skill. Keep in mind 
that if the stitcher should run her 
needle off the narrow applique trim 
that she would spoil the shoe. 
While appliques in themselves 
require but a little leather or any- 
where from 1/10 to 3/10 feet of 
leather to a pair, yet this leather is 
usually costly and the cutting of it 
is expensive, because there is much 
wastage to it on account of the pe- 
culiar shapes of the patterns. Be- 
sides, the making of applique pat- 
terns, especially the stitching of 


. them, requires workers of the high- 


est skill and such labor costs more 
than ordinary labor. 

Applique styles in shoes ought to 
be worth more money than mer- 
chants are getting for them. 

Folks have worn plain apparel, 


’ from hats to shoes, for many years, 
, and now are turning to fancy ap- 


parel. Hence applique styles in 
place of plain shoes. 

Applique patterns break up the 
lines of length and sometimes the 
lines of width of shoes. They make 


the feet look smaller. This point is 
' much desired by well dressed wom- 


en, especially with apparel of pres- 
ent styles. 

But the big reason for appliques 
is that they ornament the feet. 
They add to footwear lines and col- 
ors, the like of which has not been 
seen before. They adorn the feet 
and that is what women want. 


How Reed Makes His Stock W orth 
100 Per Cent—Always 


interested. Two days later a letter 
is mailed. Shoes are not mentioned, 
just a few words acknowledging 
their presence in the store and re- 
gretting that they could not be 
suited, then going on to talk about 
the new car, fishing or anything 
else. The thought behind this is 
that people like those that are inter- 
ested in the same things that they 
are. 

“A demand is created for new 
shoes that are on their way to the 
store. People ask us if we have a 
certain pattern or material, because 
they have read and seen pictures in 
the reading matter of the local 
paper that certain things are to be 
good. 

(And where does the newspaper 
get all this good information, to- 


[CONTINUED FROM PAGE 45] 


gether with the cuts? Better ask 
Reed.) 

“Mind you, we do not try to fool 
our trade. When we say a style is 
good, it is good, for we have the 
big crazy trade of young college 
girls. They know. Regular news- 
paper advertising and letters are 
also used to tell the story of the 
store.” 

Three parting thoughts: 

“If you will departmentize your 
business, you will find big improve- 
ments in every department. 

“Quit lines that do not make 
money for the house, but be sure 
you know exactly. 

“Do not get stampeded by a little 
good business, go by the Exact Law 
of Averages.” 

Some of the amazing things about 


Abilene, Texas. The number of 
young business men in town, men in 
their thirties that are bank presi- 
dents, heads of important stores, 
etc. This city has tripled its popu- 
lation in the last ten years. The 
last census gave it 10,000, while the 
conservative estimate was 25,000 
January, 1926, and probably several 
thousand have been added since 
that time. Good schools are attract- 
ing well to do people, so with 40 
per cent of the population having a 
steady income from oil royalties, 
trade is not seriously affected by 
uncertain farming conditions. Three 
good colleges have a total enroll- 
ment of 4,000 students, who spend a 
goodly amount of money in Abilene 
for their snappy shoes and clothes. 
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Bright,Sunny Days Influence Style 


The Sport Motif Leads at Southern 


ee E sun shines bright” on 

that important strip of land 

known as the sunny South, 
and its brilliant rays are focused 
right now on the fashion scene at 
the resorts. Floerida’s white sands 
have become the testing ground for 
all newly launched styles, and this 
is no less true of footwear than it 
is of apparel. In fact, two foremost 
fashion writers recently have com- 
mented at length on the variety of 
smart footwear and its importance 
in the costume ensemble as seen at 
Palm Beach and Miami. But it is 
well to bear in mind that because 
Florida days are play days her fa- 
vorite fashions are dedicated to 
frivolous hours. With the exception 
of shoes worn for travel and welt 
shoes for actual sports there are 
very few in the 
staple class. 

To appreciate 
the fashion picture 
in the Southland 
you must imagine 
the typical pro- 
gram of a typical 
day. Following a 
late breakfast 
there may be a 
short swim or a 
leisurely walk 
along the beach; 
perhaps a round or 
two of golf. After 
luncheon the smart 
world goes to the 
races or to the 
sports events at 


“Music is one 


and aspiratiens. 


Coolidge 


the oldest modes by 
which man has ex- 
pressed his emotions 


Style Testing Grounds 
By a Recorder Style Scout 


you will see smart costumes; and re- 
cently there have been openings of 
exclusive new clubs in both Palm 
Beach and Miami, with orchestras 
on the sands, tea served under bril- 
liant awnings and beach umbrellas, 
and a gaiety and brilliance gener- 
ally quite typical of Florida. It is 
well past eight o’clock before you 
can watch the procession of South- 
land evening modes, as everyone 
dines late. Then they go to the 
movies—this year for the first time 
to the “Follies’—then comes danc- 
ing at the Cocoanut Grove. 

With such a program you might 
imagine that women spend most of 
the time changing from one costume 
to another. But in reality there are 
just three types of costume seen 
against the background of cerulean 


cles 





of “co Sige ere Glorifying the dance 
ee is 


Ned 


hobby. 
It that the Charleston 
brings pl ae” oe strengthens the mus- 
probably more people 
than any other one 
of the arts.”—Calvin 


makes ankles slim- 
mer and é 
the joy of living is 


sea, swaying palms and white sands 
—the sports costume, the formal 
afternoon costume and the evening 
costume. With these costumes are 
three types of footwear—the typical 
summer shoe, with its close ally, the 
sports shoe, the decorative afternoon 
shoe and the elaborate evening slip- 
per. 

Of the first type the smartest shoe 
by far is a combination of white 
with any of the reptiles—alligator, 
snake, lizard—with ostrich, baby 
leopard, galuchat or any of the 
myriad other stamped leathers. It is 
usually on 13/8 or the new 14/8 
Cuban heel. Woven kid sandals in 
more sophisticated versions of the 
old Deauville sandal are very popu- 
lar this year in both Miami and 
Palm Beach, and there are as many 
all-over reptile 
shoes in turns as 
in welts. For ac- 
tual sports wear 
they choose the 
trimmed models, 
or all-over white 
welts of the En- 
glish type. There 
a scarcity of 
white kid shoes— 
usually women 
wear gray or 
parchment models 
with white dresses, 
because the latter 
are usually 
trimmed with 
color. 

The real Palm 


Weyburn’s 
He says 


of the foot, 


increases 








the favorite clubs. 
From mid-after- 
noon until five is 
the popular bath- 
ing hour when 
everyone is on the 
beach, and after 
that tea is the 
thing. The Royal 
Poinciana, the 
Alba, the Ever- 
glades Club, the 
Miama-Bilt- 
more and the Fla- 
mingo are favorite 
tea places where 


AND 


trade 
whole family 
because the 


the moment. 


There wus once a 
time when the shoe 
designed 


styles in footwear 
Tango 
became a dance of 
Isn’t 
there another oppor- 
tunity now with the 
Charleston? 








Artist Boyd, who is 
ey ( responsible for this 
a avira | series of i 
of PF. tions on the Charles- 
ton indicates in the 
last 
dancing means some- 
thing to the shoe 
merchant in oppor- 
tunity and profit 


Beach shoe is the 
one worn with in- 
formal sports cos- 
tumes of the pic- 
ture variety—“in 
the picture but out 
of the game.” And 
the most popular 
summer costume 
seen at Miami 
Beach. and Palm 
Beach is the one- 
color crépe with 
matehing hat and 
shoes. The 
printed crépe is 


illustra- 


picture that 
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not as prevalent as it was last sea- 
son—prints are reserved for sheer 
fabrics in formal afternoon modes. 
The shoes that match or harmonize 
with the new soft blues, subtle 
greens, deep rose and pale orchid are 
in pastel fabrics. Shoes that match 
beige are in sauterne or blonde:kid, 
and there are gray shoes with gray 
or white costumes, and parchment 
shoes with white or 
colored costumes. 

The smart fabric 
shoes seen recently 
in the Poinciana and 
at the Miami-Bilt- 
more were trimmed 
with collars, pipings 
or bindings of match- 
ing kid, and a few 
had heels of the 
leather. The favorite 
style is the one- 
strap, occasionally 
with open shank, and 
there are D’Orsay 
pumps and a few 
gored pumps' with 
colored enamel 
buckles. Heels are 
always very high. 

Panama _ straw 
shoes and fabric 
shoes in natural 
linen color have 
taken away the 
honors from blonde 
satin. In connection 
with these fabric 
shoes it is worth 
noting that very few 
ef them are _ real 
linen and to call 
them linen is untrue 
and misleading. There 
are some linen shoes in pastel colors 
on the market, but the majority of 
manufacturers are using a cotton 
fabric woven like “linene” or cotton 
repp. The name “Florida Cloth” 
used by one manufacturer of the 
fabric is desirable as descriptive of 
the material. 

Kid heels and trimmings are al- 
most always noted on the Panama 
straw shoes, and there are a few 
models in a straw like leghorn, with 
small hats to match, evidently im- 
ported. On the boardwalk at Palm 
Beach recently was an outfit in cool 
greens with parasol, hat and shoes 
of natural straw! In the Poinciana 
lobby at the tea hour was a young 
girl in printed chiffon worn with a 
picture hat, and straw shoes in a 
one-strap style with insets on vamp 
and quarters of raffia woven in floral 
patterns. These models are all in 
the custom class and too high priced 
to be generally popular. 

Colored suéde rather than the 


Pasi wit 
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pastel doeskins of last year is an- 
other material in shoes worn with 
formal afternoon costumes. They 
are simple in cut but look very 
elaborate because of their color— 
red, green, blue—and some of them 
have gold heels. The most popular 
style, again, is the one-strap. There 
is a new-looking instep tie I have 
seen in these materials, evidently a 


b ERS eR a F 


THE Boot AND SHOE RECORDER has long maintained that all of the 
arts can find expression in footwear. One of the designers of Whiting 
& Davis Company takes gold and silver mesh bag chain and makes it 
suitable for heels in silver, gold and enamel, as well as for vamps 
The idea may be for a woman to match her heels and bag. At any 
rate, a new avenue of style expression is opened by the RECORDER’S 
first introduction of chain mesh as a spot of beauty on fine footwear. 
The younger generation of shoe men are going to see footwear up to 
$50 a pair sold in every worth-while city and town in this country, for 
pretty footwear has taken the eye from the hat to the foot 


copy of Greco’s tie of the past fall, 
made on a modified French last with 
a heel 20/8 or even 24/8 in height. 
It fastens with narrow ribbons or 
cords tipped with wooden orna- 
ments. 

Even the most casual observer of 
fashion at any smart rendezvous to- 
day cannot but remark on the com- 
plexity of shoes styles in general. 
This is most apparent at Palm 
Beach, where women choose the 
most bizarre and unusual accessories 
to be worn with their very simple 
frocks. In reality shoes are simple 
in cut, but their trimmings and 
actual materials give them an elab- 
orated appearance. 

Thus the simplest of one-straps 
and high-cut step-in pumps assume 
a “dressed up” look when made with 
high heels of red, blue, green or gold 
kid. These very shoes in pastel 
kids, parchment, gray or sauterne 
kid, colored satins and suédes, are 
flashing bits of gay color as they flit 
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to and fro in hotel lobbies at the tea 
hour. 

Other Palm Beach novelties are 
Regent or D’Orsay pumps in kidskin 
or fabric, with tiny ’kerchiefs of 
chiffon to match, which are passed 
under the arch and tied in a deft 
knot over the instep: The plain ox- 
ford in the French manner, with 
extremely high heel, of black or 
blonde satin, is an- 
other. The very new 
“Faceted” heels of 
French origin with 
the five sides cut to 
give a slender look, 
have been seen on 
shoes _ presumably 
from Parisian bot- 
tiers. 

Between the for- 
mal afternoon and 
evening shoe mode 
there is not such a 
straight line drawn 
at the resorts as 
there is in the cities. 
Thus, a slipper whica 
has been seen often 
at tea in Miami and 
at Palm Beach has 
been worn with equal 
suitability with chif- 
‘| fon dance frocks. It 
é is a Perugia adapta- 
tion with square heel 
and toe, made entire- 
ly of diamond-shape 
patches of vari-color 
leathers. The same 
is true of an extreme 
novelty made with a 
four-inch tongue cut 
in tri-leaf pattern 
and formed of three 
shades of kid—the third being gold 
to match the heel. 

Of all the new shoe trimmings | 
have seen in the Southland the geo- 
metric patches, in the manner of 
Perugia, are quite the newest and 
smartest. They reflect the “mod- 
ernist” idea launched at the Deco- 
rative Arts Exposition in Paris last 
summer, and were featured in shoes 
from French designers this autumn. 
In Palm Beach styles they usually 
take the form of triangles, darts and 
diamonds of pastel or high-color 
kids on satin or kidskin bases. 
Sometimes gold or silver kid is used, 
occasionally colored and iridescent 
patent. The greatest discretion 
must be used in cutting the geo- 
metric shapes for the patches, and 
the colors must be combined by an 
artist or the effect is muddled. 

Of Palm Beach and Miami Beach 
evening footwear modes, it might be 
said that everything is good, since 
everything is worn. 

[CONTINUED ON PAGE 64) 
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Cooperation—Keynote of Ohio 
Valley Convention 


Start Move for Regional Association 


HE value of organized effort 
in the shoe trade was empha- 
sized to an extraordinary de- 

gree at the sixteenth annual con- 
vention of the Ohio Valley Retail 
Shoe Dealers’ Association, held at 
the Neil House, Columbus, Ohio, 
March 1, 2 and 3. Tentative plans 
were laid for the organization of a 
regional association to embrace 
merchants in the States of Indiana 
and Michigan as well as merchants 
in Ohio, Kentucky and West Vir- 
ginia, already in the Ohio Valley 
association. 

The convention opened with a 
luncheon meeting at the Neil House 
on Monday, with Perry W. Smith as 
chairman. He called attention to 
the 120 lines of shoes on display ir 
the hotel and asked the visiting mer- 
chants to give them close considera- 
tion. Mayor James Thomas of Co- 
lumbus extended the welcome of his 
city to the shoe men. Approxi- 
mately 250 shoe merchants and 
traveling salesmen were present at 
the initial meeting. 

President Charles Seidenfeld, in 
his annual address, viewed with 
optimism the year ahead. “During 
1926,” -he said, “we will see the 
great benefits of the cooperative 
movements among tanners, shoe 
manufacturers, wholesalers, and re- 
tailers. The manufacturer must 
operate his factory and he cannot 
do so if you do not buy in some 
regular method, on some budget sys- 
tem. The manufacturers and whole- 
salers will cooperate with you to 
make your business profitable, and 
you, on the other hand, must co- 
operate with them in order that they 
can build their businesses properly 
and serve you.” 


OHN J. BAIRD next reviewed the 


benefits to merchants in joining 
the national organization of which he 
is president, followed by George M. 
Spangler, who outlined the indi- 
vidual benefits offered by the na- 
tional association and pointed out 
some of the evils resulting from lack 


to Include Five States 





New Officers of Ohio Valley 


Association 


President—P. J. Meyer, Dayton, O. 

Ist Vice-President—J. J. Henry, 
Huntington, W. Va. 

2nd Vice-President—H. B. Zavitz, 
Columbus, O. 

3rd Vice-President—Earl T. Smart, 
Marion, O. 

Treasurer—L. M. Wright, Spring- 
field, O. 

Secretary—W. J. Kinstel, Colum- 
bus, O. 


Directors 


J. C. Felder, Jr., Louisville, Ky. 

J. J. Baird, Columbus, O. 

Seaton Alexander, Wheeling, W. Va. 
George Bunn, Salem, O. 

Charles Seidenfeld, Murray City, O. 








of knowledge of overhead expense 
plus buying from too many lines. 

L. P. Bergman, buyer of women’s 
shoes for the Pitts Shoe Store, Co- 
lumbus, gave an interesting talk on 
styles and urged the sale of colored 
shoes for spring, believing that the 
blonde and sauterne shades will be 
popular along with patent leather, 
with trimmings of parchment or 
other contrasting shades. Mrs. Mc- 
Clure, buyer for the children’s de- 
partment of the Edward R. Wren 
Co., Springfield, gave an interesting 
talk on children’s styles and her ex- 
perience in operating a _ successful 
children’s department. 

Monday morning and late after- 
noon, following the meeting and all 
Monday evening was given over to 
inspecting shoe displays. 

The following nominating com- 
mittee was appointed: Earl _ T. 
Smart, chairman; John  Rosino, 
Mrs. H. F. Ball, Austin Herrman, 
Henry Hagemann and P. J. Myer. 

Tuesday morning the registration 
showed about 120 merchants in at- 
tendance. The second session of the 


convention followed the noon lunch- 


eon, with John J. Baird presiding 
and Eddie Rickenbacker, the famous 
aviator and automebile manufac- 
turer, the guest of honor and a 
speaker for the separate air defense 
program being contended for by 
Colonel Mitchell. Vice-President J. 
J. Henry took charge of the meet- 
ing and introduced Clarence Stein, 
secretary of the West Virginia 
Council of Retail Merchants, who 
explained the sales tax law imposed 
upon merchants in West Virginia 
due to lack of organized effort to 
oppose it at the outset. He urged 
Ohio merchants to join hands with 
the Council of Retail Merchants in 
preventing the passage of such a law 
in Ohio, 


EATON ALEXANDER, in 

answering the question, “What’s 
Wrong with the Shoe Business?” 
said: “I have been in the game long 
enough to have seen the first’ shoes 
made over right and left lasts, the 
first button shoes, and the first ma- 
chinery for making shoes, and I do 
not see anything wrong with the shoe 
business. But I do see a lot of people 
in the game that are wrong, espe- 
cially those merchants not in this 
meeting and not backing up the or- 
ganization that has done more for 
them than anything else. They are 
the men whom you cannot get to co- 
operate, yet if they came here and 
mixed with you fellows they would 
get helpful ideas. 

“One merchant of this type recent- 
ly found he had 6000 pairs of shoes, 
most of which were boots, an accu- 
mulation of many years, for which 
he was. offered 10 cents per pair. 
Refusing the offer, he put them on 
sale in his town of 6000 population; 
this accumulation of ancient styles, 
if sold would be one pair to each 
man, woman and child, thus hurting 
his own and other dealers trade. 
He would have been better off had 
he given them to the Near East Re- 
lief. This man refuses to become a 
member of this association. 

“Another merchant I know, is 
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carrying an $18,000 stock and doing 
a $22,000 business and is slow pay- 
ing his bills. He cannot see the value 
ef association work where he would 
get ideas that would help him be a 
better merchant. He is wrong. 


‘TN my own case, I attribute 90 

per cent of my success not to my 
own good judgment and ability so 
much as to the contracts with mer- 
chants all over this country from 
whom I have drawn helpful ideas. 

“No man has the right to operate 
a shoe store who is not strong enough 
with his banker to make loans to 
pay bills of the manufacturer from 
whom he buys. By depending upon 
the manufacturer for 30 to 90 days, 
the slow pay retailer makes it harder 
on all others who do pay bills 
promptly. 

“Profits from the shoe business 
are pwood and as much as we are 
entitled to get, but no man is making 
money in the shoe business, who, at 
the end of the month cannot take 
money out as he goes along, including 
a good salary plus a profit besides 

“Clearance sales are harmful be- 
cause they are evidence of ver- 
buying. If you do not know you 
are overbuying then you do not know 
your business. No manufacturer 
nor his salesman wants you to over- 
buy. We have not had a sale in our 
store for four years, because if a 
shoe has not moved within three 
weeks after coming in, we mark it 
down and add a PM. Even on 
shoes reaching the short line stage, 
which are never over six months old, 
we cut the price but it still carries 
a small profit over the cost. Even 
where the proprietor pays himself a 
PM, which he should do, it will result 
in forcing him to watch his stock 
better. I have no sympathy with the 
man who doesn’t make money. 

“Through association and coopera- 
tive contracts, merchants with open 
minds will bring the shoe business 
to be a really first class business. 


ARTIN MURRAY of Wilkes- 
barre, Pa., treasurer of the 
national association in what he said 
was his first speech gave an interest- 
ing outline of his start in the mines 
and then his progress as an iron 
moulder and next a shoe clerk, after 
which he took over a shoe store with 
a $6,600 debt and now, after 30 years, 
has never had a clearance sale and 
has. never advertised, because he 
didn’t know how to write the adver- 
tisements. He added that if he had 
advertised he believes he would have 
been a millionaire. His success in 
keeping his stock clean is due to 
eareful buying and loyal help of his 





three salesmen who have been with 
him 10 to 30 years each. He said 
it pays to learn early that the money 
drawer is not yours, but that it be- 
longs to the manufacturer from 
whom you buy shoes. 

“Get the habit of leaving it alone 
until you really get in a position 
where you are justified in taking 
money out,” he said. My plan is to 
draw down money. during the good 
months and place it in a savings ac- 
count and then during the lean 
months borrow from that account as 
needed. If you are careful in your 
buying and careful with your money 
you are bound to succeed.” 








A mule “translated” into a smok- 
ing shoe, with a real “kick.” 


“Kd” Ruggles, shoe buyer at 
Shepard’s Shoe Department, Bos- 
ton, recently equipped a black 
satin, green satin lined, boudoir, 
with black and gold kid patch 
pockets, cigarettes, matches, sand 
paper ’n all the fixin’s for the 
flapper 





Cleve C. Hall of Youngstown, in 
answering the question, “what’s 
wrong with the men’s shoe busi- 
ness?” said, “generally speaking, it 
is the most difficult department in 
which to increase sales or profits. 
I think the trouble is with men and 
not the shoe business. You men here 
probably have one pair of shoes you 
wear continuously. Men have to be 
educated to wear shoes for the 
occasion, using tans for the day and 
blacks after six o’clock. Most all 
shoes are good and wear too long, 
therefore we must sell for the oc- 
casion in order to sell more. 

“There is room for improvement 
in profits, for the tendency is to sell 
too close. We should get a good 
mark up, for odds and ends can 
quickly cause a loss of profit if 
buying is not done right. My rule 


of three is to educate men to wear 
shoes for the occasion—sell good 
shoes at a sufficient profit and—turn 
any stock often.” 

Under the heading “I want to 
know” a number of questions were 
read covering every problem touch- 





ing the operation of a shoe store, 
some of which were discussed. 
Competition is making itself evident 
in the increasing interest retailers 
are showing in the subjects of care- 
ful buying, percentage of mark up to 
cover mark downs, net profit and ac- 
curate business records of store 
operation, with every evidence that 
overhead is being studied closer 
than ever. 


ISITING ladies were guests of 
the association Tuesday after- 
noon, at a musical and tea party at 
Heaton’s Hall and Tuesday night 
were entertained by the Pitts Shoe 
Co. at the store with music, bridge 
and dancing. Election of officers and 
report of committee constituted 
Wednesday morning’s closing ses- 
sion with a dinner dance Wednesday 
night. 


Bright Sunny Days 
Influence Style 


[CONTINUED FROM PAGE 62] 


kid pumps and sandals, pink satin 
slippers and other favorites of the 
season are seen in quantity. Out- 
standing new models are high-color 
brocades, with gold or silver heels 
of amazing height, high-color vel- 
vets and satins with gold or silver 
appliqués and heels, satin pumps and 
one-straps to match or contrast with 
frocks. It is noticeable that new 
black frocks are sprinkled among the 
white, rose, green and red gowns in 
chiffons, lace, net and brocade, at 
the Cocoanut Grove. These black 
frocks are worn with brilliantly 
colored slippers, often with gem- 
studded heels, and with red or green 
satin pumps. 

Patterns for evening most highly 
favored are simple one-straps and 
front-strap sandals, often with 
rhinestone buttons or buckles. Plain 
satin pumps are not as highly fa- 
vored now as one-straps, and there 
are many open-shank models. Plain 
satin slippers are ornamented with 
rhinestone arrangements on throat 
and front strap. 

To call any of these Palm Beach 
footwear modes “theatrical shoes” 
is far from true. Actually they are 
part of the costumes with which 
they are worn, and the simple two- 
piece frocks and knitted outfits, 
white coats and pastel shaded crépe 
dresses, are chosen no more care- 
fully than the shoes accompanying 
them. Only when Susie and Nancy 
on Broadway and Main Street wear 
them with any old thing may they 
be dubbed theatrical shoes. 
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Three Inch Heels a Problem 


extremely high heeled variety of 
footwear. 

However, there is some disagree- 
ment on this point, which brings us 
to another phase of the question. 

Let’s hear what Mr. Cohen has to 
say on this subject: 

“The real nub of the three inch 
heel shoe,” he says, “is in the last. I 
won’t tell you with how many lasts 
I experimented before I found the 
proper one to carry a three inch heel. 
Not only must the pitch be right, 
but the distribution of the entire 
cubic contents of ‘the last must be 
exactly right. It is no easy task to 
find the proper last, but when it is 
found there is no need of short fit- 
ting. A woman who wears a 4 B 
in an ordinary shoe can wear a 4 B 
in a three inch heel shoe, that is, if 
she can wear a three inch heel at all, 
which very few can.” 

The RECORDER did a bit of experi- 
menting with the three inch heel to 
find out just what happened -when 
it was put on the foot. The accom- 
panying pictures show the result. 
The model selected to wear the shoes 
has a perfect 54% B foot and is used 
to wearing fairly high heels. 

A pair of 5% B black satin opera 


[CONTINUED FROM PAGE 49] 


pumps, carrying a three inch heel, 
was put on her feet. They felt as 
comfortable as her old shoes until 
she stood up. Then she complained 
of a strain in the leg muscles. Her 
knees sagged forward and the whole 
position of her body was changed. 
It was only with a decided strain 
and effort that she could stand in an 
erect posture in the three inch heels. 
The picture illustrates the posture 
she was compelled to take in order 
to be comfortable in the extremely 
high heeled shoes. A picture show- 
ing the posture in a 14/8 heeled shoe 
is shown by way of contrast. 

This throwing of the body out of 
alignment persists not only in stand- 
ing, but in walking as well, as shown 
in the pictures taken at intervals 
during the completion of a single 
step. 

Now, here are some further words 
of wisdom from Mr. Cohen: 

“About the only women who can 
wear the three inch heel are small, 
light’ women weighing not much 
above 100 pounds, and those who by 
years of wearing high heels have 
formed such an arch in their foot 
that they can stand the strain. A 
toe dancer can wear three inch heels 


with some degree of comfort, but 
even then they will not be as com- 
fortable as a 20/8 or lower.” 


Fit Three Inch Heels 
Short and Wide 


In fitting it is necessary to give 
the customer a half inch longer size 
and a width wider. Three inch, or 
24/8 heels, are not designed for.a 
sports shoe, even in its dressiest 
terminology—but a shoe for the 
dance or for high-style indoor func- 
tions. Just at present they are 
shown for the most part in the plain 
pump variety; however, in the opin- 
ion of the buyer interviewed, ““When 
these three-inchers come in a little 
doggish—or with trims of silver, or 
gold, or reptile—Oh, boys—they will 
top the shoe world.” 

It is interesting to note that a 
lowering of 4/8 in the heel. heights 
—or 4 20/8 instead of a 24/8, does 
not require the shorter and wider 
fit. Comparing two shoes in the 
same grade—one with a 24/8 and 
the other with a 20/8, the latter 
would be fitted longer rather than 
shorter. 


Block Letters on Draped Background 


real city is something to remember. Then when the merchants of the city go still further and 
foot high—it’s going some. Here is what Earnest C. Jordan of Monnig’s, Fort Worth, did to greet 


his fellow 


shoemen. Isn’t there a good idea here for almost any civic event? 
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Many Merchants in Buying Mood 


What Is So Rare as a Picture of a Merchant 
Eager to Buy—and a Salesman Who 


Mr. and Mrs. L. F. Tuffly of Hous- 
ton. Lou may be president of the 
Texas Shoe Retailers’ Association, 
but that isn’t proof that he is boss 
everywhere 


George F. Baum of Corsicana pre- 
dicts the biggest white season ever, 
so he gave H. K. Dunn of Krippen- 
dorf Dittman a corking good order 
for this white kid Saudra pump 


Is Camera Shy? 


HERE are many stars in the 

“Lone Star” State. In search 
of talent the camera finds many a 
merchant buying shoes from his 
salesman friend, and here we have 
them—in the life. 

One of the outstanding features 
of the Texas-Oklahoma Association 
is that women folk play an impor- 
tant réle. An auxiliary association 
functions and no Texas convention 
is complete without the presence of 
the ladies. We pay tribute to this 
close interest on the part of shoe 
women in the activities of shoe men, 
because as the shoe business becomes 
more and more a millinery proposi- 
tion the advice and counsel of shoe 
women is more and more necessary. 
The women share the joys and sor- 
rows of the shoe business and by 
their example are a stimulant to the 
business. The last word in shoe 
style was not in the showing on the 
runway because most of those shoes 
were of a theatrical character, but 
the shoes as worn by shoe men’s 
wives and daughters, which indicated 
a feminine interest in pretty shoes. 


A. W. Smith, Austin, and M. A. 
Daniels of Fort Worth agreed that 
this high riding ankle strap of 
Atmosphere kid with a heel strap 
and tip of lizard that Bob Moody 
and Harry L. Hunter of the Tra- 
viso Shoe Company showed them 
was all to the good 


Mr. and Mrs. J. H. Scoggins of 

Krupp & Tuffly, Houston, look: like 

honeymooners, after a married life 
of five years 


M. M. Johnson of San Angelo, Tex., 
buying a new spring tan oxford 


from A. C. Ludman of Edwin 

Clapp & Son, Inc. Small towns in 

Texas sell a — of high grade 
shoes 
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True to Life Pictures of “How We Buy” in a National Feature of ““Who’s Who” in Shoe 


Retailing—Eleven Reasons Why Easter and a Big Shoe Business Have Something 


M. F. Rundell, San Antonio, liked 
this three-strap, so reordered a 
bunch more from F. M. Maatsch 


“Men are demanding good looking, 
good wearing shoes, even work 
shoes, so these Harsh & Chapline, 
Milwaukee made shoes, just fill the 
bill,” said C. H. Nevhut of Terrell, 
Tex., to W. F. Wheeler 


in Common 


Harry Katz of Wichita Falls, Tex., 
brought Joe Max, his advertising 
man, along as a body guard. W. D. 
Whybark asked them how they 
happened to select Allen A. hosiery. 
“Because they wear so well, match 
any color or style, are carried in 
stock, and are the means of making 
many repeat sales,” was the answer 


Sam Mintz of Houston, giving an 

order for a Fan Tan model to the 

Murphy & Saval Company. A to- 
morrow style sold today 


Jack Kelley of Roswell, New Mezx- 

ico, sells a lot of golf and young 

men’s dress shoes that he buys 
from the Weyenberg Shoe Co. 


J. A. Ramsey of Shreveport buy- 
ing a three button affair made by 
W. B. Coon Company 
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and Better Slogan 


to the public at less than manufac- 
turers cost, and the loss is saddled 
on the successful retailer who does 
business along ethical lines and 
from whom the manufacturer de- 
pends for his profit. 

What is the answer? 

More shoes for the bargain coun- 


ters, and more shoes to be sold at - 


less than manufacturers’ cost. 

What becomes of the account that 
is favored? 

Does the buyer come back so that 
the manufacturer can get an even 
break? 

Say! Remember one thing, nobody 
dropped that kind of a sharpshooter 
on his head when he was a baby. 

He is well aware of the fact that 
in the Brooklyn district there are 
ten factories, and that one has about 
four hundred branches and the man- 
agers are not on speaking terms, 
and he just goes from one to the 
other pulling the same old tricks. 

You all know the ethics of this 
individual, and yet a great number 
of you continue to do business with 


Emphasizing Summer 
Weights 
[CONTINUED FROM PAGE 50] 
But there 


must be concerted action. All shoe 
merchants must get on the band 


weight shoe for men. 


wagon. There must be an organ- 
ized movement in every town and 
city just as there is an organized 
movement in straw hat selling. 

Most of all, there is a crying need 
for educational propaganda. It 
must begin with the manufacturers 
and pass down the line to the re- 
tailers. An expenditure of some 
real money to tell men something 
about shoes will stimulate trade and 
restore better prices and better 
selling. 

The trade is faced with a stern 
necessity for awakening. Lethargy, 
purblindness, close-fisted policy, op- 
position to change in methods, 
doubt, hesitancy, deep-seated pre- 
judice to publicity and advertising 
have brought the men’s shoe busi- 
ness into the Sargasso Sea. There 


[CONTINUED FROM PAGE 43] 


him to the detriment of the industry 
as a whole. 

Manufacturers should make the 
bargain counter pay them a profit, 
but if they don’t make the grade, 
they should sell their shoes so that 
they will stay sold, and to the type 
of a merchant they should be sold to. 

There are many merchants whose 
credit is good, and it was made good 
because they made manufacturers 
sell their shoes the second time. 

Profits are not always made by the 
means of two fires and a failure, but 
this combination has often been the 
only way some retailers get a good 
rating. 

A failure to-day is the means by 
which a great many get in business 
so that they can make a profit. 

It is a very noticeable fact, that 
the financially strong shoe manufac- 
turers do not play with the unethical 
or financially weak retailer, and 
their percentage of returned mer- 
chandise is far below the average. 

Nine out of every ten instances 
where shoes are returned to the 


is a way out of the doldrums. It 
means courage and long-headed- 
ness. 

Who will start it? The RECORDER 
stands ready to help. We await the 
Moses. 


Conditioning Shoes 

More than one shoe clerk would 
like to know what is meant by con- 
ditioning shoes. The phrase is vague. 
Ordinary inspection of shoes that 
have been conditioned may show no 
change in them. But closer inspec- 
tion will reveal them to be of better 
shape and of fine style. 

In brief the conditioning process 
is like this: 

Bottom stock, like soles, counters, 
and box toes, if the boxes are of 
leather, are wetted to make it work- 
able. Leather can always be worked, 
or moulded, to shape to best advan- 
tage when it is wet. Remember the 
ancient art of tooling leather, which 
provides that leather first be wet 
and tempered before it is tooled. 

After the bottom stock is fitted to 


manufacturer he is wrong in accept- 
ing them, but he does not want to 
run his poor credit risk into bank- 
ruptcy and be forced to accept 20 
cents on the dollar when he knows 
he can get 30 cents from the bar- 
gain counter buyer. 

The facts are, I believe, that we 
have too many retailers and too 
many manufacturers for the good of 
the business. 

What we need is an amalgamation 
of factories for the purpose of elimi- 
nation so that we can properly 
conduct our business and do away 
with the extravagant waste that is 
being caused by too much indi- 
vidualism. 

Reports for years past of the 
Harvard Bureau of Business Re- 
search show that one of the most 
unprofitable industries is the “shoe 
industry” and it’s various branches. 

If we all pay less attention to in- 
creasing our volume and more to 
making profit on each sale, I am 
sure the industry as a whole will be 
in a much better condition. 


the last, the shoes are put in a con- 
ditioner.. This conditioner is an 
oven, heated by electricity, gas or 
steam, and usually a combination of 
the two, so that the conditioner can 
be used day and night, electricity 
being used after the steam from the 
factory power plant is cut off at the 
close of each day. 

Thermostats regulate the degree 
of heat, and a time clock cuts off the 
heat when it is no longer required. 
The heat dries the wet stock uni- 
formly, and to the exact shape of 
the last. A blower fan pulls the 
moist air from the conditioning oven 
as the moisture comes from the 
shoes. So the shoes are dried per- 
fectly. nd 

They aré more true to the lines of 
the last. Hence more style. Besides, 
the conditioning method saves time. 
Shoes dry slowly when dried in or- 
dinary atmosphere, especially if the 
day is wet and rainy. But when the 
conditioning method is used, shoes 
are made on schedule time, and, 
often, two or three days are saved 
in the production schedule. : 
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Electrical Advertising 
Costs Less Than 
Many Think 


To feature your name and business on a Flexlume 
that—both by day and by night—will emblazon your 
message a long distance up and down the street, 
means but a modest investment in dollars. 


Spread over the years of its service, the original 
cost for a Flexlume Electric Sign becomes almost 
negligible. 

Operating expense also is low—because a Flex- 
lume, in spite of unusual brilliancy, uses fewer lamps 
all of which are inside the sign, protected from 
breakage and exposure. 


There is no obligation in letting us submit a de- 
sign and figures for a sign that will prove as profit- 
able for you as it has for others. Write for photo- 
prints and literature. 


We also build exposed ge Ag other types of 


electric signs for those prefer or require 
them. 


FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 


“Flexlume”’—aAll Principal Cities 
Factories also at Detroit, Los Angeles, Oakland, Calif., and Terente, Can. 
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Jor Spring 1926 


Tiger Tan 
Golden Rod 
Nobby Tan 
Sample cuttings sent free on request 
Nobby Brown is a vigorous brown or tannish color, which gives just the 
right background to the nobby broad toe style now popular with HE-COL- 
LEGE men. It has a fine flat grain, and a high lustre. Its deeper red tone 


than Nobby Tan (which has more of the orange tints) will be desired by the 
more conservative type of young men, who like the darker shades in clothing, 


hats and footgear. 

Nobby Brown looks great in the new streamline foxing effects in men’s foot- 
togs, decorated: with pinkings and perforations, made over the broad toe lasts. 
Ask your manufacturer to show you samples in this rich Nobby Brown tan 
shade for your shoes to sell during the spring. 

You can cover thé full range of tan color customer demand for spring with 
the FOUR NEW SPRING COLORS IN LUXOR CALF: 

1. Tiger Tan 2. Golden Rod 3. Nobby Tan 4. Nobby Brown 


Correspondence with progressive merchants is invited. 


The OHIO LEATHER COMPANY 


GIRARD ~<QOHIO 














No. 278——Made of either Nobby 
Tan or Nobby Brown. Spring Color, 
Luxor Calf, Lace Oxford, Mel Last. 
Base Price 


LEVIE SHOE CO., CHICAGO 


HE-MEN 
STURDY SHOES 
HUSKY LEATHER 


Luxor Calf Is a Sure Base for 
Quality Footwear 
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P acema hers 


One buyer calls these shoes ‘‘the 
pacemakers of the $5.00 Retailers*”’ 
Of course he knows the line—that 
our style ideas are re-checked by 
the judgment of the many large 
retailers who buy from us regularly 
—that the shoes themselves meet 
the test of comparison with the 


product of any manufacturer in 
this grade. 


Mitchell-Wrelch ShoeCo. 


163 Commercial St. West Lynn, Mass. 
44 Boston Salesroom: 89 Bedford St. 


*Sold in cases of 
36-pairs-on-a-width. 
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Good Looks 


Broad color range 
gives greater op- 
portunity for style 
attraction, there- 
by creating oppor- 
tunities for extra 
pair sales. 
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Long Service 


We have never 
seen a pair of 
SPORT WILO 
shoes that have 
broken through in 


wear. 











Which remains 
during the life of 
the shoe—PlJus 
perfect foot venti- 
lation. 
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Soft Comfort 


SPORT 


“THE LEATHER THAT 
cy = ae (0) -4 2 0) 























Start selling 
SPORT WILO 
shoes, and you 
start an endless 
chain of mothers 
recommending 
SPORT WILO 
shoes to one an- 
other. 











Be sure you get the genuine 


COFFEE 
and 
LIGHT SMOKE 


Continue to Be The 
Most Popular Shades 
for Next Season 


The Complete List Includes 


Coffee 

Almond 

Light Smoke 

Camel Smoke 

Dark Smoke 

Log Cabin 

Tangerine 

White 

Black 

Olive 

Chocolate 
eige 

Red 

Blue 

Green 

Silver Gray 

Dark Gray 





—eshecially 


CHILDREN’S SHOES 





C. D. KEPNER LEATHER CO. 


139 South Street, Boston, Mass. 












Stock SPORT 
WILO shoes in 


several different 
colors, and you 
will find that 
mothers will often 
buy two or more 
pair to harmon- 
ize with their 
children’s clothes. 





—BRANCHES— 


10 Spruce Street, New York 
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231 West Lake Street, Chicago, Ill. 308 Leather Trades Bldg., St. Louis, Mo. 
200 Davis St., San Francisco, Cal. 





.—— 
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°Fat. Vamp and foxing- 
“Parehment Kid Under- 
laying a Mech of? 
“Patent effi pe-Adaptable 
to Many Com binationes 


Sey 


CThe Neweert acer to 
Areh and Vamp Effect. 
Eerpecial ly Deerigned For 
I6 to 20/8 Heele- 








ohaneren Brose 
Shoe &. 


SAINT LOVUIc? 


SRS RIS RI RIS RS RIES LUI NS RS RI BI RSI AS AS SUIS VS OOS 
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Patent ee 19/8 Spike—AA to C 
Black Sa tin DrOrsay,_ 19/8 Spike — 
$4.00 
White “Levor’s”, 19/8 Spike—AA to C 


Grey Lizard, 19/8 Spike—A to C 
8: 


AA, 5-8; A, 4-8; B, 3-8; C, 2%-7 





Patent, with Grey Lizard Collar! 
Patent, with Blond Lizard Collar 
Black Satin, with Black Lizard Collar 
Spike Heels, Kid Lining 
A, 4-8; B, 3-7; C, 2%-7 


$4.25 


Patent, with ae — Sateeg (Spike 

an ub. 

Patent, with Grey Kid. Undesey (Spike 
only) 


$3.85 


Grey Kid, with Lighter Grey Underlay 
(Spike only) 
Spike Heels, A-B-C; Cuban, B&C 
A, 4-8; B, 3-7; C, 2%-7 








My Best Bets For Immediate Buys 





again complete. Is yours? 





demand, Every shoe will clean out before Easter. 
your stock, and get your orders in as early as possible. 


Just let me say a word about Blacks—either in Patent or Satin. 
want ’em, as indicated by the volume of reorders we’ve been getting. Our stock of Blacks—and Colors—is 


I’m showing, herewith, another group of mighty smart patterns—in the smart colors which continue in high 
(They’re In-Stock, of course.) I advise you to check up 


Yours truly, 
Geo. M. Rosen, Gen’l Mgr. 


’Tis somewhat surprising how many women 








MERCHANTS SHOE CO. 


57 Lincoln Street 


Boston, Mass. 





*“Martha’”’ 


Blond Kid, with Gold. Brown Kid Trim 
(Spike and Cuban) 

Grey Kid, with Darker Grey Kid Trim 
(Spike and Cuban) 

All White Kid (Spike Heel Only) 


Patent, with Grey Lizard Trim (Spike 


only) 
Patent, with Black jLizara Trim (Spike 


only) 
Patent, with Blond Kid Trim (Spike 
and Cuban) 
Spike Heels in A-B-C; Cuban in B&C 
A, 4-8; B, 3-8; . 2%-7 


$3.60 





“é . 99 
Marcia 
Patent Strap, Spike and Cuban Heels 


Black Satin Strap, Spike and Cuban 
Heels 


Patent D’Orsay, Spike and Cuban Heels 


Black Satin D’Orsay, Spike Only 
A, 4-8; B, 3-8; Cc, 2%-8 


$3.60 


“May” 
Black Satin, Spike Heel, A, B, C 
Black Satin, Cuban Heel, B & C 
French Blond Satin, Spike Heel B & C 


Patent, with Combination Bow, Spike 
A, B, C 
A, 4-7%; B, 3-7; 


$3.60 


C, 2%-7 
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1 lat and square, measure 2'> 
wis tT inches long Thts shoe is now im existcn 


Lhe legend of Sir Walter Ralcigh’s 


When Raleigh Protected "egos e po grr 


acrass it dryshed, may well be true 


Elizabeth’s Satin Shoes i Mek Coop 


her stu kings, whieh wer di 


plaved by her ample and hooped 


and sich a remeanii csture 


The queens of old, like the smart woman of today, - Raleish's 'p 

‘ ‘ s eae : Tt harm te Heign Ss peosttion 

favored satin footwear for its regal beauty. Sir Walter at court. cven though, aller a period 
Ralcigh knew how his sovereign prized her satin shoes. . < oe sega ene 


Even more interesting than the number of history’s 
famous women who wore satin slippers and shoes, is 
the fact that so many of their shoes have been pre- 
served in museums and private collections. Nothing 
more cloquently proves the interest in lovely footwear. 

Skinner’s Shoe Satin is the favorite material for 
fashionable shoes today because of its enduring beauty 
and extraordinary wearing quality. Shocs made of 
this material make the foot look smaller and hold 
their shape longer. 

In buying slippers and shoes, ask for those made of 


Skinner's Shoe Satin to make sure of satisfactory servic: 


WILLIAM SKINNER & SONS, Established 1848 
New York, Chicago, Boston, Phila.—Mills, Holyoke, 


Skinner's 
Shoe Satin 


Mas 


“LOOK FOR THE NAME IN THE SELVAGE” 











One of a series of advertisements on Skinner’s Shoe Satin appearing 
in the Ladies’ Home Journal, Vogue, Harper’s Bazar, and Photoplay 
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Bertha 


A black satin step-in pump which 
offers in each pattern detail an ir- 
resistible invitation to the smoothly 
stockinged foot. A high heel adds 
the needed echo of Paris. Kid ap- 
plique on the vamp and a fancy 
quarter stitching complete the grace- 
ful picture. 


DO 
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BLACK, BRIGHT or WHITE? 


This is the triangle of style confronting sure. White will dominate. 
every buyer of Easter shoes. 









But because no man can tell what the 






Black Satin—Patent or Whites? quota will be, we have safeguarded our 
customers with a complete and charming 
A question of material rather than form. line including all three materials. 











That a considerable percentage of each We illustrate one model of each herewith 
will be worn this Summer we are now to facilitate early orders. 






Diana 












There’s a nice blend of appearance 
and summer comfort in the “Diana,” 
a white one-strap with kid applique 
decoration. A fine, narrow strap 
and unusually pretty stitching add 
charm and quick sale possibilities 
to this spring number. 


















Helen 


The “Helen” one-strap in Patent 
leather is typical of the American 
girls who will wear it by the thou- 
sands. Well-groomed, lithe, and 
good to look at—that’s the “Helen.” 
Please notice especially, the good 
shoemaking exemplified in the nar- 
row strap and the straight line sides 
without curve or bulge. 














Gushman-Hollis Go. 


SALES ROOMS—ALBANY BLDG. 
BOSTON, MASS. 





FACTORY AND HOME OFFICE 
AUBURN, MAINE 
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LADIES FINE TURNS EXCLUSIVELY 


“The Portia” 


A popular step-in with an 18/8 Spike 
heel. Made of atmosphere kid with 
blonde kid trimming and heel. Also 
made in other popular shades of the 
season. 


































TO ORDER ONLY 







Travaso Styles in all their beauty and grace, are 
meeting with a dealer-acceptance far beyond our 
anticipations. America’s best shoe merchants are 








responsible for this. 






Prices submitted upon request. 










A : 



























TRAVASO SAOE ComPANY 
«6 - OP CREATORS MANUFACTURERS 
The Portia Ladies’ Fine Turn Shoes 
1908 Locust Street SAINT LOUIS 









7 

















WE HAVE NEVER 
SHOWN MORE POPULAR 
STYLES IN 


3W’s Lenox Shoes 
Than the Two Illustrated Here 
IN STOCK AFTER MARCH 20th 












PATENT LEATHER 
COLONIAL BUCKLE 


es ee: Oh OR, TID soo oo cic ce Fed Hoan dE tee 

Bee Beem; BET. OS B, BOOMER. «cc ccces cesvcccccdccess 2.10 
6502 Growing Girl’s, 2% to 6, Broadtoe.................. 2.50 
7502 Growing Girl’s, 2% to 7, Mediumtoe................ 2.50 
Women’s, (Cuban Heel), 2% to 7, Mediumtoe........ 2.5 



















SAMPLES SENT 
AT OUR EXPENSE 








PATENT LEATHER, ELASTIC 
FRONT GORE, STEP IN 


4503 Child’s, 8% to 11, Broadtoe............-..-..++-++-$1.90 Weimer, Wright & Watkin Co. 


5503 Misses, 11% to 2, Broadtoe............ ceeccecceeee 2.10 


6503 Growing Girl's, 2% to 6, Broadtoe...... P dane ae 39 SOUTH SECOND STREET : 
7503 Growing Girl’s, 2% to 6, Mediumtoe......... ...... 2.50 PHILADELPHIA, PA. 


8503 Women's, (Cuban Heel), 2% to 7, Mediumtoe........ 2.50 
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N RUBY KID we give our 

allies, the shoe manufacturer and 
retailer, a BLACK GLAZED KID 
that is not only as good as ex- 
perience and ability can produce, 
but (more important still), con- 
tinues as nearly as possible the 
same, year after year in shoe after 
shoe. 

Its two most appealing factors 
are,— 


Ist. A bronze black that makes it the 
blackest black—also the most bril- 
liant. 

2nd. Its very light but also very durable 
finish permits an extraordinary high 
polish on the grain of the skin, 
which never dulls during the life of 
the shoe. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Beanches in All Principal Shoe Centers 
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AXIMUS represents the utmost 
in PATENT LEATHER. 

It goes far beyond giving most 
satisfactory results in the lasting room 
—it gives the customer the fullest 
measure of comfort, elegance of ap- ‘ 
pearance and durability in service. 

To give MAXIMUS its charac- 
teristic satiny feel and kid like ‘‘creas- 
ability’’, we sacrifice at the outset of 
the tanning process 10% of the hide 
surface. 


Then the MAXIMUS elastic finish 
—so fine a coating that the full grain 
of the leather shows plainly through 
—gives a comfort almost like kid. 


These are only two reasons why MAXI- 
MUS users find it to be a powerful yearly 
sales increaser. 

JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Branches in All -Principal Shoe Centers 



























de NEIGE 


SKIN OF SNOW ) 






GKIN OF SNOW 


N no other kind of shoe is the 
beauty and surface of the leather 
more likely to be remarked and re- - 
membered than in WHITE KID 


~ shoes. 
; And since our great underlying 
thought in making EVANS 
LEATHERS is to help our users sell > 
more shoes from year to year, we tandardize on 
have taken special pains to attain the . 
utmost perfection in WHITE . Evans Brands 
GLAZED KID through CUIR DE 
NEIGE. 

A uniformly pure white in case 
after case—rare beauty and elegance 


in shoe after shoe —that is what 
comes of standardizing on CUIR DE 





NEIGE. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Branches in All Principal Shoe Centers 


























PEACOCK 
COLORS 


VANS PEACOCK COLORS are 
made on most carefully selected skins 
and tanned in their separate unit plant. 


The utmost regularity possible in run 


of color and service is a natural result. i . 
tundardize un 
The list of PEACOCK COLORS in- € FE } } / 
4Vans Drands 


cludes every fashion prescribed shade. 


GOLD ASCOT TAN 
SILVER OPAL GRAY 
PARCHMENT RUGBY TAN 
CHAMPAGNE NUT BROWN 
SAUTERNE BRONZE 
BOIS DE ROSE 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Beanches in All Principal Shoe Centers 
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Back of the Superiority of 
“U.S.” Spring-Step Rubber Heels 


Give your customers the benefit of 


‘Sprayed Rubber” 


Ow thattherubber heel hasbeen 

_so universally accepted, a shoe 
dealer can make an important sell- 
ing point of the quality of the rubber 
heels with which his shoes are 
equipped. 

Today, “Sprayed Rubber”—an ex- 
clusive development of the United 
States Rubber Company—is recog- 
nized as the greatest achievement of 
years in rubber manufacture. It is the 
purest, toughest and most uniform 
rubber ever produced. It is this rub- 


in their heels 


ber which forms the foundation of 
every “U.S.” Spring-Step Heel—the 
better heel to walk on! 


Greater cushioning effect—longer 
wear—better appearance —that is 
what this master heel product of the 
world’s largest rubber manufacturer 
offers your customers. 

Specify “U. S.” Spring-Step Heels 
on your next order of shoes. Give 
your customers the benefit of 
“Sprayed Rubber” in their heels. 


United States @ Rubber Company 


Trade Mark 
1790 Broadway, New York 
Sole and Heel Stocks in our following branches: 


Boston Chicago New Orleans New York ‘Cincinnati St. Louis Pittsburgh Portland,Ore. Los Angeles San Francisco 
® as for shoe manufacturers only 


~ Sprine 


STEP 


Rubber Grol! 
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i Boece: summer brought. 


retailers a demand 
poe en their 


an deur _more pairs of 
WE ITE “GLAZED KID 
sSHOES could have been 
“sold: by. the average 
dealer, ee ? 

Every passing ‘year est- 
ablishes more firmly the 
universal acceptance of 





GLAZED IA I D 


WHITE GLAZED KID. 
because women have 
found it makes the most 
satisfactory of summer 
shoes. 


Place your orders early; 
do not underestimate 


demand—specify shoes 
of F B &C WHITE 


GLAZED KID “with the 
glaze that stays.” 


AMALGAMATED LEATHER COS., Inc. 
319 Arch Street, Philadelphia, Pa. 
Factories, Wilmington, Del. 
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SHOE TRAVELER NEWS 
Conducted by Helen M. Haney, Associate Editor 


“Back Up Merchandise with Enthu- 
siasm”—Clark’s Slogan 


President of Iowa Shoe Travelers’ Association Hits Nail on Head 
in Convention Speech 


é¢ JACK” CLARK, reelected president of the Iowa Shoe Travelers’ 
Auxiliary, was one of the “hits” of the recently held Iowa Shoe 


Retailers’ Association Convention. 
the “Major Domo” of the entertainment features, while Secretary-Treas- 
_urer Carl P. Ortlund “carried off the honors” on the Style Show. 


He was much in evidence as 


In 


“Jack Clark’s talk to the retail] shoe merchants at one of the sessions 


he said in part: 


“Time means much to the travel- 
ing man, therefore we all appreciate 
it when you merchants give us the 
opportunity to show our samples, get 
your order and get on to the next 
town. Traveling men are not making 
the money they need; to think right 
and live right we must make money. 


Style “Game” Easy 


“The style game is not difficult if 
you give a little time and some 
real thought to its study. A style 
that is good in New York will even- 
tually reach Chicago, and a bit later 
will be good in Iowa. Watch your 
trade papers and keep an open eye 
for style. You merchants must have 
confidence in the traveling men seek- 
ing to sell you shoes. Don’t buy 
shoes of too many houses. When 
you place orders for too many lines 
in the same grade, each salesman 
will, of course, sell you every pair 
possible. 

Don’t Oversell 


“If the dealer believes in your trav- 
ing men and your line, you must 
give him the best in you, and don’t 
oversell him. It is appalling how 
merchants duplicate, by buying the 
same styles from different manufac- 
turers. May I urge you retail mer- 
chants, when you go home, to put 
in some kind of a system so you will 
know where you are ‘at’ in your 
buying. Don’t carry fashion shoes 
90 days, for after two weeks selling, 
the old PM should be applied to clean 
’em out. Live and let live. Don’t 
scatter PM’s all over the store. 
Group ’em and they will work off. 


Steer Sales “Ship” Steadily 


“IT have been selling shoes for 
thirty-three years. I have noticed 


often that shoes well bought by the 
merchant are often not well sold by 
the clerks. What percentage of clerks 
really give satisfaction in selling 


Lou D. Ream, recently elected 
president of Iowa Shoe Travelers 
Association 


shoes? Only about three out of ten 
customers buy what they come in 
and ¢all for. What does it matter? 
Keep on showing them shoes. Back 
up the merchandise with your en- 
thusiasm. Your salespeople should 
be thoroqughly sold on the shoes you 
have bought, and it’s the fault of 
the boss if they are not. Steer your 
ship right or it will flounder. It’s 
up to each of you. 

“Fashion shoes? Sell yourself on 
a style. It may be just as good as 
one you’d pick with which to replace 
it. Sell the shoes you have, and don’t 
buy any more than you need. Stand 
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in with the credit man of the factory 
from which you buy. Buy often, and 
don’t buy too many of a number. 


« owa Travelers Change 
Name | 


At the annual meeting of the 
former Iowa National Shoe Travel- 
ers’ Association, it was decided to 
change the name of the association 
to the Iowa Shoe Travelers Associa- 
tion, dropping the name “National.” 
This bunch of boys are still strong 
boosters for the N. S. T. A., but felt 
that the name “National” was su- 
perfluous. 

The election of officers for the 
Iowa Travelers Auxiliary and the 
Iowa Shoe Travelers Association re- 
sulted in “Jack” Clark being re- 
elected president of the Iowa Shoe 
Travelers Auxiliary, while Lou Ream 
was elected president of the Iowa 
Shoe Travelers Association, Con 
Quinn vice-president, and Charles 
Clark secretary and treasurer. 

The proposal to condition the ac- 
ceptance of exhibits at the annual 
meeting each year upon membership 
in the National Shoe Travelers As- 
sociation was voted down. 

Jack Clark represents the Sher- 
wood Shoe Co.; Con Quinn, Selby 
Shoe Co., and Chas. Clark, the Flor- 
sheim Shoe Co. All are well known 
and popular travelers. 

Carl P. Ortlund, the retiring sec- 
retary and treasurer, has resigned 
from the sales force of the Connolley 
Shoe Co., of Stillwater, Minn., to 
represent the Miller-Lerch Shoe Co. 
line of Columbus, Ohio, in Iowa. 


Frank Weber Visits Boston 


Frank J. Weber, past president of 
the National Shoe Travelers’ Asso- 
ciation and_ recently appointed 
chairman of its legislative commit- 
tee, visited Boston recently. Mr. 
Weber is a-strong believer in the 
right approach in shoe salesman- 
ship, especially in its reference to 
the retail shoe store. He divides 
shoe selling into two classifications, 
“Positive” and “Negative,” and 
states that where so many shoe 
store sales to the public are lost is 
through the negative. variety. 

[CONTINUED ON PAGE 89] 
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Men’s *5.00 Retailers $3.35 
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" E N DW E Big LI N E Genuine = ’ os Calf uppers 


First quality plump full grain outsoles 


LEADING $5.00 retailers from stock shades of Light Tan. Also Black. 
are carried in kip leathers. Sample cases or pairs sent on order. 
This remarkable “Endwell” line is (Shoe shown above is No. 686— 
made only in full grain first quality Golden on Bag Last. Widths C and 
high-grade Calfskins. D. Sizes 5 torr . . . $3.35. 
Latest patterns and lasts; newest No. 687—Black . . . $3.34.) 


ENDICOTT- JOHNSON 


Makers of popular-price dress shoes for men 
Jersey City, N.J. ~~~‘ ENDICOTT,N. Y. St. Louis, Mo, 


Complete stocks carried in warehouses in the above cities to make quick deliveries 
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Men’s 4.00 Retailers $2.75 
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“MAIN STREET” LINE <u solid lather 


Carried in Light Golden and Black Uppers of first quality small kips 


Tue only line cut from genuine kips Ask for the “MAIN STREET” 
that retailers can buy in this price Line—carried in newest patterns and 
range from stock for immediate lasts—if you want to beat your 
delivery. hardest competitor. 


Compare this upper with u- Sample cases or pairs sent on order. 
lar $5.00 retailers and you will { d (Shoe shown above is No. 7538— 
it is the same as used in leading Golden on Balloon Last. Widths C 


lines priced to the retailer at $3.15 and D. Sizessto1r .. . $2.75. 
to $3.50. No. '7539—Black . . . $2.75.) 


ENDICOTT -JOHNSON 


Makers of popular-price drés shoes for men 
Jersey City, N. J. ENDICOTT, N. Y. St. Louis, Mo. 
Complete stocks carried in warehouses in the above cities to make quick deliveries 
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This being true it pays dealers to push merchandise 
that turns quickly. Whittemore’s Superior Shoe 
Polish turns rapidly and pays a percentage of profit 
worth getting. This is the best known shoe polish 
and is known as the best. . 


| Whi omore's 


Specializing on the 
sale of Whittemore’s 
Superior Shoe Polish 
makes mark downs 
and sacrifice sales 
unnecessary, as the 
possible acc um u- 
lation of miscellane- 
ous brands, for 
which there may be 
little or no call, ig 
thus prevented. 


The Shoe Polishes Illustrated and Described Here Are Superior in Every Particular 
for Black and Fancy Leathers Now So Very Popular 


BOSTONIAN SHOE CREAM for cleaning SHUCLEAN has everything else stopped 


and renewing color and finish of kid and calf 
leather, received highest endorsement of 
tanning interests conducting experiments to 
determine the polish best adapted to tannages 
now. produced. An assortment of Black, 
Tan and Neutral will give you wide selling 
advantages. Per Gross $24.00 


when it comes to restoring beauty to white 
kid footwear. Highly polished or nappy 
surfaced leathers respond with equal prompt- 
ness to its cleansing properties. ‘“Shuclean” 
will not burn or otherwise harm the finest 
tannage. Per Gross $21.00 


Prices Quoted Are Subject to Trade Discounts 


OIL PASTE is for the customer who specifies 
a paste polish to clean, polish, and preserve 
leather footwear. There are those to whom 
the round tin and Oil Paste will particularly 
appeal. ‘Put up in Black, Russet, Brown and 
Oxblood. Per Gross $12.00 


OILYCREAM is up to the minute. The con- 
venience of the tube form of packing and the 
merits of Oilycream gives you a_ selling 
argument that will pull trade. Put up in 
colors. Per Gross $24.00 


WHITTEMORE BROS. Shoe Polish Manufacturers Nearly a Century CAMBRIDGE, MASS. 


When writing to advertisers please mention Boot Ano SHoe RECORDER 





March 6, 1926 


R. H. Turner of Kansas City, who 

responded for the traveling shoe 

salesmen at the Edwin Clapp & 
Son, Inc., banquet 


The Salesman of Tomorrow 


Charles W. Evans, president of 
the National Shoe Travelers’ Asso- 
ciation, talked closer cooperation, at 
the Texas-Oklahoma Shoe Retailers’ 
Association. His address was called 
“The Salesman of Tomorrow,” and 
in “ straight - from - the - shoulder ” 
style. 

President Evans made many 
strong statements which proved to 
all that from a salesman’s viewpoint 
a change in method is necessary. 

President Evans stated, in part, as 
follows : 

“There are manufactured each 
year practically as many shoes in 
dollars and cents as are being re- 
tailed; consequently the result is 
overproduction. This brings up the 
question, what can be done to meet 
this condition so that a sufficient 
volume may be secured to make a 
profit to both manufacturer and 
salesman? 

“My answer is, first, closer co- 
operation between manufacturer and 
salesman, with the knowledge that 
there are no secrets in our business; 


that any salesman who makes a 


study of his business can learn to 
figure cost, as well as-can the manu- 
facturer. We have arrived at the 
time when only the salesman who 
knows, he who has been willing to 
give of his time to his shop or fac- 
tory, to produce what he has to pre- 
sent to his customer, can survive. 
The salesman. who .js willing to do 
this is securing volume enough to 
make his business profitable, but he 
who fails to get well equipped to do 
his work will soon be compelled to 
seek other lines of endeavor. . 


“T-urge every member ‘of ‘the N. 
S. T. A. to fall in line and help 
pull our business out of ancient ruts 
and help line it up to meet the new 
demand. If this is done, they will no 
longer know you as a shoe traveler, 
but as a merchandiser and builder 
of shoes, for I forecast that will be 
the requirements of The Salesman 
of Tomorrow.” 


Edwin Clapp “Folks” Hold 
Big “‘Get-Together” 


The semi-annual conference of the 
Edwin Clapp & Son, Inc., salesforce 
was held at the factory on Feb. 
23-25, winding up “gloriously” with 
a banquet on the latter date. The 
affair was one of those typically e::- 
joyable Edwin Clapp get-togethers, 
for which this organization is fum- 
ous. R. H. Turner of Kansas City 
represented the salesmen at the post- 
prandial exercises. Gus Ludlam 
came all the way from “The Lone 
Star State” to “sit in” with the rest 
of the Clapp “family” of shoe 
hustlers, and brought with him all 
of the enthusiasm of the Southwest. 
George Farrar, from the factory, 
made a timely talk. George W. R. 
Hill, first vice-president of the Boot 
AND SHOE RECORDER, entertained. 
Mr. Hill has for many years been 
one of the big “hits” at the Edwin 


Four hundred new rooms have 
been added to the Hotel Roosevelt, 
New. Orleans, making it one of 
the largést and finest hotels in the 
South. Shoe travelers are partic- 
ularly interested in the fact that 
three entire floors have been re- 
served as sample rooms and one 
of the boys “making Dixie” states, 
“The George L. Webre super 
brand of personal friendly hos- 
pitality is still being served as 
only Mr. Webre can serve it” 
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Jerome E. Lane, who covers 

Pennsylvania for the Hand Made 

Shoe Co. of ume Falls, 
is. 


Clapp after-dinner exercises. Joseph 
L. Crowley also represented the RE- 
CORDER on this occasion. 


Philadelphia Boys Meet 


The Philadelphia Shoe Travelers’ 
Association held a meeting on the 
evening of Feb. 23 to hear the re- 
ports of their delegates to the N. S. 
T. A. Chicago convention and to talk 
about the N. S. T. A. group insur- 
ance plan. 

The loving cup, which was 
awarded to Philadelphia on account 
of the largest increase in member- 
ship during 1925, was duly installed 
in a position of honor, where the 
Quaker City boys say they may 
often gaze upon and receive there- 
from fresh inspiration for renewed, 
progressive efforts and _  achieve- 
ments. 


Lane with Hand Made Shoe 
Co. 


Jerome E. Lane has joined the 
salesforce of the Hand Made Shoe 
Co. of Chippewa Falls, Wis. His 
territory is Pennsylvania, the terri- 
tory he covered for some time for 
the Menzies Shoe Co. and later for 
Sawyer Boot & Shoe Co. Mr. Lane 
is a member of the Boston Shoe 
Travelers’ Association. He is a 
hustler, and says that despite his 
serious illness of a few weeks ago 
he is now as “fit” as ever and as 
“Hunkidori” as his line. Mr. Lane 
adds: “Besides Hunkidoris, I sell 
Chippewa welt and nailed work 
shoes and pacs—all wonderful sell- 
ers. I expect to ‘put over’ an excep- 
tionally. good trip.” 
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AN AID TO 
SALESMEN 








A good shoe salesman knows his 
goods. He can talk shoe values 
all the better when he can talk 
leather. 


The public today is interested in 
leather. Send us your name and 
address and we will mail you a 
booklet describing how sole leather 


is made. 


THE UNITED STATES LEATHER CO. 
17 BATTERY PLACE 
NEW YORK, N. Y. 


Nothing takes the place of 


LEATHER 




















W orld’s largest tanners of sole leather. 
Tannages famous for generations and 
found in most of the best shoes made. 
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J. “Jack” Karger, who with Wil- 

liam G. Logie will cover the big 

trade of the country with 

Huntington ar & Leather Co.’s 
‘ine 


J. “Jack”? Karger with 
Huntington 


J. “Jack” Karger has joined the 
sales organization of the Hunting- 
ton Shoe and Leather Co. He will 
assist William G. Logie in the distri- 
bution of the Huntington product to 
the chain store, large department 
store, and wholesale buyers. Mr. 
Karger needs no introduction to the 
shoe trade. “Jack’s” old friends will 
be glad to learn that he is about to 
visit them with his new line of men’s 
solid leather popular priced calf- 
skins. With Mr. Logie, “Jack” will 
cover the entire United States. 


Many Tributes to National’s 
Father 


The late John E. O’Brien, “the 
father” of the National Shoe Re- 
tailers’ Association, was buried with 
many honors on Feb. 19. Besides 
being prominent in N. S. T. A. ac- 
tivities, Mr. O’Brien was the first 
Grand Knight of Revere Council, K. 
C., a Fourth Degree Knight of 
Bishop Cheverus Assembly, and the 
Williamsburg, Pa. lodge of Elks. 
The funeral services took place at 
St. Aidan’s Church, Brookline, 
Mass., the celebrant of the mass be- 
ing the Rev. Cornelius T. O’Brien, 
brother of the deceased. A large 
delegation from the N. S. T. A. and 
Boston Shoe Travelers’. Association 
attended. There were many floral 
tributes. Interment was at Holy 
Cross Cemetery. He is survived by 
a widow and a large circle of friends. 


Sicily. 


N. S. T. A. Insurance 
Plan Booming 


The N. S. T. A. group in- 
surance plan is going over 
big. From the enthusiasm 
shown by all the local asso- 
ciations, this feature is going 
to be a strong addition to pres- 
ent National and local effi- 
ciency; it will help greatly in 
retaining, as well as adding, 
membership. 

Locals are requested to for- 
ward to the National Secre- 
tary, T. A. Delany, 183 Essex 
Street, Boston, Mass., a list of 
the ages of each one of the 
proposed policy holders, so 
that exact information as to 
costs may be forwarded to the 
local. Also, the names of 
members in good standing 
should be sent, their correct 
mailing address, name of firm 
represented, kind of shoes car- 
ried, territory covered. 

As a result of the insurance 
feature plan, Iowa has already 
added 40 names to its list. 
Chicago is most enthusiastic; 
the Southwestern Association 
is showing a most decided in- 


“Hal” Fairfield says “Hello” from 
the Maine woods. “Hal” is “ 
duty” most of the time in the 
American a Canadian North- 
west, where he represents the A. 
E. Nettleton Co. He has covered 
this territory for the Nettleton 
folks for the last ten years, and 
when he gets a few weeks’ “leave 
of absence” he “hikes” for “Some- 
where in the Pine Tree State” 


Greetings from Stephen P. 
Alden 


Stephen P. Alden, formerly of the 
firm of Churchill & Alden Co., is 
sojourning in the lovely land of 
He writes to the RECORDER 


Charley E. Cook, who covers from 
Denver west Texas, for 


also 
Croxton-Wood & Co., Philadelphia 


from Taormina, Feb. 3, that he is 
seated in the sunshine flooding the 
balcony leading out of his room. 
From his “eerie” he looks out over 
the Giardino Duca di Bronte, with 
dainty pink almond tree blossoms 
and green foliage dotting the foot- 
hills of the high slopes of Mount 
Etna, the while he reads in the 
papers that Boston folk are in the 
grip of snow and ice. “As I look 
out on this. beautiful scene, it makes 
me think,” said Mr. Aldefip-“‘that 
there are some compensations for 
being out of the shoe business.” 


Cook with Croxton-Wood 


Charley E. Cook, recently with the 
Watson Shoe Co., has joined the 
Croxton-Wood & Co. salesforce and 
will represent this house from Den- 
ver west, also in Texas. Mr. Cook 
states that he is much pleased with 
his new connection and deems it a 
pleasure to be affiliated with men 
like Walter Meyer, secretary-treas- 
urer of Croxton-Wood & Co., and 
his son, Walter. 

“Charley” writes that business in 
general in Southern California is 
good; that retail shoe merchants 
think 1926 will be a fine year, and 
that the. California Shoe Retailers’ 
convention, scheduled to take place 
in San Francisco the first week in 
June, is going to be a “hummer.” 
His address in Los Angeles is the 
Lankershim Hotel. 


There are indications that the 
Michigan Shoe Travelers’ Associa- 
near future after a dormant period. 
tion will resume activities in the 
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Here’s one of your customers! 









No. 1157—Tan Army Elk 
Blucher Oxford, Shield Tip. 
In Stock: 


8% — 11 C-D 
, ee. Heel 


11% — 2 B-C-D, 
ubber Heel 


No. 1192—Tan Calf Blucher 
Oxford, Plain Soft Toe. In 
Stock: 


$ — 8 C-D 
8% — 11, C-D 


11% — 2, B-C-D, 
ubber Heel 


No. 1003—Patent One Eyelet 
Tie. In Stock: 


5 — 8 C-D 
8% — 11, C-D 


11% — 2, B-C-D, 
ubber Heel 


This spring be ready for many new 
customers—boys and girls whose 
mothers have learned about the ex- 
ceptional wearing qualities and natu- 
ral, easy fit of 


eCR0BA? 
SHOES 


Their steadily growing reputation as 
ideal children’s shoes is making the 
Acrobat Agency steadily more prof- 
itable to dealers. 


Order the numbers shown and get 
our latest catalog, S-26. 


Shaft-Pierce Shoe Co. 


213 Third St. Faribault, Minn. 
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Powelk’s “Pied Piper” 
Wins Championship 

The “Pied Piper,” in this case, is 
the swiftest sailing iceboat in the 
Northwest. H. C. (“Hank”) Powelk, 
“Pied Piper” shoe traveler, is its 
skipper. He and his iceboat raced to 
victory in the recent competition for 
the Northwestern Championship 
Trophy, recently held on Lake Mo- 
nona, Madison, Wis., under the au- 
spices of the Northwestern Ice- 
Yachting Association. The record 
speed of 91 miles an hour was at- 
tained over a triangular course. The 
only power was the wind. 

This is the second time in three 
years that “Hank” has won the 
Northwestern cup. The association 
comprises members from Minnesota, 
Michigan and Wisconsin. He is not 
only a champion ice-yachtsman, but 
is an ardent sailor, owning a large 
and fast yacht on which he spends 
almost all of his time during the 
summer and on which he may be 
hailed almost always during his leis- 
ure time in the summer. He has been 
commodore of the Milwaukee Yacht 
Club for a number of years. His en- 
thusiasm for yachting is dimmed 
only by his enthusiasm for “Pied 
Piper” shoes, which “Hank” sells in 
Iowa, Wisconsin and St. Louis. 


A “Bon Voyage” Banquet 

The salesmen of M. Gugenheim. 
Inc., importers of shoe buckles and 
jewelry, were given a banquet on 
board the S. S. “Berlin” recently by 
Morris Gugenheim, head of the 
house, to celebrate his one hundred 
and second trip ’cross seas. 
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Here is “Hank” Powelk and his 
prize-winning “Pied Piper” ice 
boat 





A better view of “Hank” Powelk, 

skipper of the “Pied Piper,” win- 

ner for three successive seasons 

of the Northwestern Ice-Yachting 

ssociation trophy. He also selis 

the “Pied Piper” shoe line swiftly 
and successfully 


This dinner also marked the ad- 
mission into the firm of M. Gugen- 
heim, Inc., of the following members 


= 
— 
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Here is the “live-wire” salesforce and executives of the Wohl Shoe Co., St. Louis, at the big banquet which was a 


feature of the annual convention 
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of the salesforce: Ira _ Barzilay, 
Milton E. Brown, Harry H. Fried 
and S. W. Fragner. These men 
have acquired a substantial interest 
in the stock of the corporation and 
have been elected to its board of 
directors as of Feb. 15, 1926. 


Commonwealth Salesmen 
““Get-Together” 


The salesmen of the Common- 
wealth Shoe and Leather Co. have 
been holding meetings the past week 
at the Whitman, Mass., factory. The 
banquet, which is one of the big 
entertainment features of these “‘get- 
togethers” was “pulled off’ with 
great success on Tuesday evening, 
Feb. 23. 


Blunt with J. F. McElwain 


A. C. Blunt, Jr., resigned from the 
International Shoe Company on Feb. 
1. For several years he had been 
sales manager of its Great Northern 
Shoe Co.’s branch. On March 1, Mr. 
Blunt became connected with the 
J. F. McElwain Shoe Co. 


President Evans Visits 
Coast 


National. President Charles W. 
Evans has been making a tour of the 
Pacific Coast cities, addressing 
groups of retail shoe merchants and 
shoe travelers. He will then proceed 
to Boston for a conference with Na- 
tional Secretary Delany and return 
to Chicago again, via New York 
City. 
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RUBBER FOOTWEAR 


HERE is one of the large factories in which 
Goodyear Glove Brand Rubber Footwear is 
built. Years of experience in making the highest grade 
of rubber footwear are behind this huge plant. 


Today dealers know that the Goodyear Glove trade 
mark stands for long wear, style and perfect fit. This 
reputation has been earned by the constant use of the 
best materials and the most expert workmanship. 


At the right is a list of Goodyear Glove Brand distri- 
butors. Any of these distributors is prepared to take 
care of your orders promptly. Whatever you need— 
Boots, Overshoes, Gaiters, Rubbers—you can get 
quickly in the famous Goodyear Glove Brand line. 


GOODYEAR’S I. R. GLOVE MEFG. CO. 
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Goodyear Glove Brand 
Distributors 


ALBANY, N. Y., Smith and Herrick Co. 
ATLANTA, GA., Gramling, Spalding and 
Collingsworth 


AUBURN, N. Y., Hollister and Noble 
BALTIMORE, MD., George P. Thomas, Jr. 
BOSTON, MASS., Hutchinson-Winch 
BUFFALO, N. Y., Goodyear’s I. R. Selling 
Company, Inc. 
CHICAGO, ILL., Goodyear’s I. R. Selling 
Company, Inc. Marion Rubber Company 
CHILLICOTHE, OHIO, The Culter and 
Seip Company 
CINCINNATI, OHIO, The Marks and Stix 
Shoe Co. Phe Charles Meis Shoe Company 
CLEVELAND, OHIO, Cady-Ivison Shoe Co. 
COLUMBUS, OHIO, Marion Rubber Co. 
DENVER, COLO., The Colorado Rubber Co. 
DETROIT, MICH., Marion Rubber Co. 
Cady-Ivison Shoe Co. 
GRAND RAPIDS, MICH., Marion Rubber 
Company 
HONESDALE, PA., Durland-Weston Shoe 
Company 
HOUSTON, TEX., Miller Brothers 
INDIANAPOLIS, IND., Crowder-Cooper 
Shoe Company 
LANCASTER, PA., Long and Davidson 
LOUISVILLE, KY., Jno. J. Schulten and Co. 
MARION, IND., Marion Rubber Company 
NASHVILLE, TENN., Richardson-Crockett 
Shoe Company 
NEW ORLEANS, LA., Keiffer Brothers Co. 
NEW YORK, N. Y., Goodyear’s I. R. Sell- 
ing Company, Inc. Morse and Rogers 
PHILADELPHIA, PA., H. B. Hanford Co. 
PITTSBURGH, PA., Goodyear’s I. R. Selling 
Company, Inc. 
PORTLAND, ME.., A. F. Cox and Son 
PORTLAND, ORE., Goodyear Rubber Co, 
ROCHESTER, N. Y., United States Rubber 
Company 
SAN FRANCISCO, CALIF., Goodyear Rub- 
ber Company 
ST. LOUIS, MO., Brown Shoe Company 
Central Shoe Company 
ST. PAUL, MINN., Foot, Schulze Company 
SYRACUSE, N. Y., Dunn-Salmon Company 
TOLEDO, OHIO, The Ainsworth Shoe Co. 
UTICA, N. Y¥., The Hurd and FitzGerald 
Shoe Company 
WARREN, OHIO, The Warren Rubber Co. 
WHEELING, W. VA., Locke Shoe Company 
WILLIAMSPORT, PA., J. E. Dayton Co. 
YORK, PA., D. S. Peterman and Company 
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All Rubber Paces in Demand 
For Sport and General Use 


Looks Like Biggest Canvas Year Ever 


UBBER shoe stocks at retail 

are the lowest in five to ten 

years. There has been a big 
movement of gaiters of all varieties. 
For instance, a big rubber house re- 
ports that from one of its city 
branches alone it shipped 1200 cases 
of four-buckle overshoes in four 
days. Another rubber factory is 
making 80,000 pairs of overshoes 
daily. The wheels of rubber shoe 
production the country over are 
racing to keep up with the demand. 
The favorite just now is the 
automatic fastener gaiter—the sur- 
face is but “scratched” in this di- 
rection. Once the public gets ac- 
quainted with the easy-to-put-on- 
and-off variety, it is given the pref- 
erence. 


RACTICALLY all the rubber 

shoe houses are developing the 
goodness of the automatic fastener 
gaiter, with features just enough 
different from the original Zipper to 
make them patentable. The Hood 
Rubber Co. has just launched a 
brand new model built on a com- 
posite aluminum last.- The heel is 
adapted for both the military and 
Cuban styles, will accommodate a 
variety of toes, has an arrowhead 
sole, and the slide fastener is 
gripped at top and bottom by the 
teeth of the steel as it runs to the 
top, where it is fastened by an ad- 
justable pin. The warm beaver lin- 
ing in this shoe that will not crock 
makes it practical and comfortable. 


WORD may be passed along as 

to fitting the automatic fasten- 
ing gaiterss—DO NOT FIT THEM 
SHORT. That, while ordinarily 
rubber shoes should be fitted size 
for size, the slide feature gives a 
very short vamp and it is difficult 
for the foot to go into the gaiter 
easily. A half to a full size larger 
will give an easier and better fit in 
an automatic fastening gaiter. 
Again, customers should be in- 
structed that where they wear a 
rubber heeled shoe with an over- 
shoe, they can slip on their over- 
s oes more readily by placing a 


piece of paper against the edge of 
the rubber heel as it moves into the 
overshoe. Never allow the sole of 
a shoe to extend over that of the 
rubber shoe being fitted. 


NOTHER -quick seller at this 
time of the year—and, in fact, a 
good year-round and general seller— 
is the all rubber shoe pac for men in 
a 16-inch height. Its moccasin vamp 
gives it a sports air. It is much 
favored by sportsmen, by teamsters, 
chauffeurs, farmers, and by business 
men, especially those who walk 
about much in the slush and spring 
thaws that are soon to take place. 


This is a popular number in a 

form fitting, 16 inch, all rubber 

shoe pac, moccasin vamp, extra 

thick gray outsole. Made by the 
ood Rubber Co. 


BOUT the first of November the 
farmer starts in with his 
leather top rubber “overs.” He vis- 
colizes the tops to make them water- 
proof, but later on in the deep 
snows and thaws that follow he sees 
the practicability of all-rubber 
boots—if they are featured promi- 
nently by the retail shoe merchant, 
and especially if they are shown 
with boot socks for extra warmth. 
Tiere is also the winter sports’ ap- 
peal in an all-rubber high top pac 
which can with profit be capitalized 
by retail shoe merchants for sev- 
eral more weeks. And after the 
winter sports—the spring fishing. 


ROM one of the rubber shoe 

houses comes the prediction that 
“It looks like the biggest canvas 
year for a long time.” This house 
is giving out canvas rubber soled 
shoes to its branches on allotment, 
with very definite limitations as to 
quantity. 

The same rubber shoe authority 
states that it is not too early for 
retail shoe stores to order bathing 
shoes. The all-rubber bathing shoes 
are the most in demand. Several 
merchants lost business last year on 
account of delay in placing orders. 


L. Bennett Turner a 
Traveling Man 


L. Bennett Turner, for four years 
merchandise manager of the Hood 
Rubber Products Co., Inc., has 
changed his inside job for an out- 
side one. On Jan. 1 L. Bennett was 
given orders to “forward march” on 
the Boston city trade. And now we 
find him enthusiastically covering 
all of the shoe stores and shoe de- 
partments of the Hub. He knows 
well the rubber shoe problems of the 
retail merchant, as well as rubber 
shoe construction. 

He started in at the bottom of the 
ladder in the Hood factory eleven 
years ago, and “topped off” that 
course with an intensive one at the 
Boston office as merchandise man- 
ager. 

Jackson Is Merchandise Man 


He has been succeeded as mer- 
chandise manager at the Boston of- 
fice by W. T. Jackson, for eight 
years in the footwear construction 
department of the Hood Rubber Co. 
Mr. Jackson is also an expert on 
rubber shoe construction, styles and 
good sellers. 


New Rubber Shoe Machine 


It is reported that rubber shoe 
foxings and other trims formerly 
cut by hand are now fashioned by 
a new machine. 
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SUFFICE LAST MLLLLLI LLL SAMARITAN LAST 


28 Styles 
In Stock 


EVENTEEN of 
these live, fast- 
selling Good- 
year Welt numbers 
B 827—Patent Leathe MENIBAN. "ARCH, ; 
—Paten r ¥ - B 817—Bilack Glace Kid 
B 837—B oe 
Goversé Oubon Heel. Light Bdge AID Shoes are fa- we Harvfedium Heel, B- T. Lift. 
mous for their com- 

SUAVE LAST bination of Comfort PATSY LAST 
with Style. The last 
and patterns are ap- 
pealing and the qual- 
ity gives complete 
satisfaction always. 
Real business build- 
ers! 


DEALER 
HELPS 


We furnish the 
ammunition that 


B 317—Biack Glace Kid................ helps you to move B 427--Black Glace Kid 
B 417—Harvest Brown Kid.............. @- these shoes quickly. % 527—White_ Reignskin Cloth, Wh. Calf 
B 917—Biack Patent ¥ Write f detail f Saddle Straps 

Medium Heel, R. T. Lift rite tor details 0 Medium Heel, R. T. Lift. 
B 977—Black Suede (Cov. Heel) ‘ our effective cam- 
paign of dealer ad- SUFFICE LAST 


PATSY LAST vertising. 


SIZES IN STOCK 
MENIHAN ARCH- 
AID SHOES are 
stocked in a com- 
plete range of sizes 
and widths ready for 
immediate delivery 
to you. 


: > + aD - yp mp - (| 
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B 707—White Reignskin Cl \ B $e7—pene sy 

B 607—Black Glace Kid x B 487—Black 

B 8O07—Harvest Brown Kid.............. @ } (Cov 
(Medium Heel, R. T. 


| B 787—Black Kid 














ANUFACTURERS & DISTRIBUTORS 


Rochester, W.% 


B. W. MOYLAN, New York City, 612 Marbridge Bldg 
F. J. SATEK, Chicago, Majestic Hotel 
E. M. HOLLANDER, Los Angeles, 107 E. Sth Street 
H. S. KUSHINS, Oakland, 424 Belview Ave. 
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Demand fe Light Kid: Footwear 
is Sweeping Country 


NEW YORK 


Spring Business Opening Well 


New York women are beginning 
to buy new spring footwear in suf- 
ficient quantities to give the mer- 
chants much encouragement over 
the prospects for the season, and 
to indicate, to some extent, the style 
trend. 

‘The light shades of colored kid 
are showing much activity, despite 
the publication in a consumer style 
magazine of information indicating 
that the parchment, blond and simi- 
lar shades are waning in popularity. 
This information, according to lead- 
ing shoe merchants here, is de- 
cidedly at variance with the facts, 
which are that the light tan shades 
are doing extremely well and bid 
fair to continue popular right up 
until white shoe time. 

In this connection there is con- 
siderable talk of a good season for 
gray. It is understood that Paris, 
for the first time in years, has 
sponsored gray as a definite spring 
color. Such shoe style authorities 
as Edward Cohen of Saks-Fifth 
Avenue, are of the opinion that 
gray is due for a run of increasing 
popularity which will reach its 
height later in the season. 


Cautious on Light Shades in 
Men’s Shoes 


Efforts here to stimulate business 
on the extremely light tan shades 
in men’s shoes are not meeting with 
unqualified success. New York 
men, it is explained, never have 
gone in heavily for light colored 
footwear, preferring the more con- 
servative shades in tan. It is evi- 
dent, however, that lighter shades 
than usual will prevail in men’s 
shoes this summer. The extremely 
light shades, though, are being 
sampled rather cautiously by. New 
York-merchants. ve 


Pastel Shades 


Colorwise, there is a strong ten- 
dency toward all pastel colors in 


t 


Gray Coming Forward 


women’s shoes for;spring. Frank 
Brothers.are showing a series of 
sandal effects in pale yellow, pale 
green anda mopocco red kid for 
street wear. Pastel shades in rep- 
tile effect leathers’also are being 
displayed and have met with con- 
siderable encouraging response. 


Color Interests Meet 


At the annual meeting of the 
Textile Color Card Association at 
the Hotel Astor, Friday, Feb. 
26, Edward S. Johnson, of James G. 
Johnson & Company, was reelected 
president. All other officers of the 
association were reelected for 1926. 

In her annual report, Margaret 
Hayden Rorke, manager-director of 
the organization, stressed the pro- 
gress being made in color dissem- 
ination through color cards and 
especially the work of standardizing 
and selecting seasonal colors on 
various industries. In this connec- 
tion she paid glowing tributes to 
a number of trade associations, 
among them the National Associa- 
tion of Hosiery and Underwear 
Manufacturers, the National Boot 
and Shoe Manufacturers’ Associa- 
tion, the National Shoe Retailers’ 
Association and the Tanners’ Coun- 
cil. 

Following a luncheon which 
was attended by several prominent 
men in the shoe and leather indus- 
try, Samuel W. Reyburn, president 
of Lord & Taylor, spoke on the 
importance of color standardization 
to the retailer. He sketched the 
development of the use of color 
from prehistoric times-to the pres- 
ent and said that the widespread 
use of color in human activities to- 
day was due to the influence of 
women. 

Following his address a bevy of 
Gertrude Hoffman girls appeared in 
a ballet entitled “Dance of the 
Crayon Colors,” in which the new 
spring shades of pastel colors were 
exhibited. 


Exploiting Snakeskin 


Probably never in the history of 
the shoe business has there been 


such an exploitation of snakeskin 
leather as New York is witnessing 
at present. In one evening paper 
last week, on a single day, there 
were four large advertisements by 
leading shops, devoted to shoes 
made in whole or in part of snake- 
skin, or simulated snakeskin leather. 

Shoecraft devoted almost a quar- 
ter of a page to advertising a 
deeply cut one-strap slipper, with 
high heel, made entirely of genuine 
cobra snakeskin in opal gray, sau- 
terne and Lanvin green. The price 
was $35.00. 

“She Walks in Chic Who Wears 
Sandals of Simulated Snakeskin,” is 
the way Franklin Simon & Company 
introduced their ad. “Paris con- 
siders it one of the smartest modes 
on the foot,”*continued the ad, “and 
the Parisienne wears it with all her 
costumes.” These shoes, at $14 a 
pair, were offered in modified, short 
vamp, high spike heels and low cut 
sides in color combinations to blend 
with new spring costumes. 

Gimbel Brothers, in the same 
paper, advertised an opera pump 
with patent vamp and imitation 
snake quarter and heel at $10 a 
pair, while John Wanamaker de- 
voted considerable space to adver- 
tising a one-strap semi-sandal with 
patent vamp and heel and a cobra 
quarter, at $18. 


Signet Shoe Shop Closes 


The Rice & Hutchins Signet Shoe 
Shop at 137 West 42nd street was 
discontinued on March 1. Twelve 
days before the closing date the 
entire stock of men’s and women’s 
shoes in the store, with the excep- 
tion of “Educator” shoes, were put 
on sale at $4.95 a pair. Riding 
boots in both black and tan calf 
were offered at $11.95 a pair. 


eo 
| CINCINNATI | 


Merchants Optimistic 
With the spring thaw well under 


way, the buying public . on the 
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Why the | 2 
Armored Cruiser 


Outwears Any 
Other Boy’s Shoe 





These two rows of steel (Patent 
applied for) make Armored 
Cruiser wear-proof where the 
greatest wear comes. Although 
great reinforced strength is 


cme aco A BETTER KIND OF SHOE 


—appeals to every class of retail buyer 


The mothers and fathers of husky boys the nation over are buying this fine 
shoe in preference to all others. Patent has been applied for, and nothing 
like it has ever been offered before. 

It is daily proving about the best cure for a retail slump that good dealers 
have found in recent years—and if you are overlooking it, you are passing up 
a profit-builder and repeat-seller of the highest type. 


‘. Giles cet we Uk en Place your trial order from the following list. Excelsior In-Stock Service 
the toes of Armored Cruiser guarantees prompt delivery in any quantity. 
—they keep their appear- 
ance and save money. Style S-254: Light Shade Tan Elk Blucher on UNCAS last, brass hooks 
2. Toes gone—shoes gone. and eyelets. An Armored Cruiser Model. Gents’, sizes, 9 to 134, C-D 
Sde these wonder ‘choos ‘fer widths, $2.85. Youths’, sizes 1 to 2, C-D widths, $3.25. 
boys, today. Style S-253: Tan Kip Blucher on JUNIOR last, plain toe, cross-crease 
vamp. An Armored Cruiser Model, brass eyelets. Gents’, sizes 9 to 13%, 
C-D widths, $2.85. Youths’, sizes 1 to 2, C-D widths, $3.25. 
Style S-366: Brown Elk Blucher on LENAPE last, brass hooks and eye- 
lets. An Armored Cruiser Model. Boys’, sizes 1 to 6, B-C-D widths, 
$3.50. Big Boys’, sizes 6, to 8, B-C-D widths, $4.00. 


Don’t wait. Rush that trial order. Here's one shoe that practically sells 
itself on sight. Also be sure to ask for the 1926 Spring Excelsior Catalog 
of Men's and Boys’ Shoes, combined with Retail Business Builders. 


a nic EXCELSIOR 


folders furnished up- 


without 
jon oe aoe MEDAL SHOES 
supply at once; they 
are pulling sales for 


| vot nape ogg 5 THE EXCELSIOR SHOE CO., PORTSMOUTH, OHIO 


Write Dept. A 
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streets and a slight pick-up in the 
general activity of the retail stores 
in Cincinnati during the last week, 
heavier business is expected to be 
ey the agenda during the remainder 
of the spring season. 

An optimistic note was sounded 
by retail merchants in this mar- 
ket, last week, all reporting that 
although business in the last few 
weeks has not been much to boast 
about yet since they ‘exceeded last 
year’s totals for the same period 
and since each week showed in- 
creases over its predecessor, they 
expect a heavier volume of trading 
to set in shortly. Contrary to the 
general impression given upon a 
former visit, the RECORDER corre- 
spondent gathered that the pros- 
pects for men’s shoes is improving 
and the silver lining of the cloud 
is beginning to appear. Sales are 
reported to be going forward at a 
greater pace in men’s shoes. 


Women’s Business Better 


Women are keepmg up with, or 
rather exceeding, their record for 
shoe buying set last year, according 
to the general consensus of opinion 
in the market. Buying is chiefly 
along the colored kid materials, 
particularly in blond and kindred 
shades. Merchants are somewhat 
disappointed in the showing of 
gray. 

Say Gray is Sombre 


Many believe that gray is too 
sombre a color for the apparent 
bright season forecast and hence is 
not selling in as great quantities as 
was forecast. Flappers and young 
women are showing a preponderat- 
ing preference for the “spike” heel, 
but merchants handling the more 
conservative or matronly trade re- 
port that medium heels are the 
vogue. In all lines, however, trim- 
ming in underlays, appliques and 
combinations are most popu ar. 


Broad Toes for Men 


Men prefer the broad toed, low 
cut in tan. Some black is being 
sold, but not in great quantities. 
Merchants indicate that a trend to- 
ward a more modified toe is most 
likely to be prevalent during the 
late spring and summer. 

“Our men’s trade is recovering 
rapidly from a short slump follow- 
ing the holidays and now is well 
ahead of last year,” F. O. Greber, 
manager of Phol’s Walkover shop, 
said. “Women are not bashful in 
buying our shoes and I find that 
both in our basement and main 
floor we are having a very brisk 
trade in colored. kids with high 
heels.” 
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Retail Trade Spotty 
Business in the retail shoe trade 
for the week ending Saturday, Feb- 
27, was spotty. There were spurts 
followed by dull periods. The gen- 
eral opinion of the trade, however, 
was not discouraging and the up- 
ward trend which will increase 
each week from now until Easter is 

making itself felt each day. 


Lighter Shoes 


Buyers are asking for shoes 
of lighter weight. Light shoes 
always are wanted in summer. 
Shoes should fit easily for 
wear in hot weather. An irri- 
tated foot is apt to lead to an 
irritated disposition, especial- 
ly in hot weather. 

Light shoes, it may interest 
some fitting clerks, should be 
stayed, or reinforced with 


tapes, in a good and workman- 
like manner, so that they will 
hold their shape as they are 


worn. 

Shoes are stayed by rein- 
forcing them with tapes, stuck 
to and often sewn to uppers at 
points of strain, like the 
throats of vamps, or the back 
seams of quarters, or sewed 
seams that are close to cut 
outs or appliqués. 

The tapes, so applied to 
shoes, hold the parts of the 
shoes in place and resist pulls 
and thrusts of wear, the same 
as do cross pieces in an auto- 
mobile. 





Colored Kid Big Seller 


Colored kid shoes are running 
away with the market in the daily 
sales. One large operator conduct- 
ing a number of stores not only in 
St. Louis but throughout the coun- 
try, stated that from actual figures 
tabulated on the business for the 
past few weeks colored kids out- 
sold all other styles combined. 
About 65 per cent were colored kid 
of all varieties, patent 25 per cent 
and satin 10 per cent. Comment 
was made as to the slackening in 
satin. 

Of the volume of colored kids 
sold only 5 per cent were gray. 
Gray in the estimation of this oper- 
ator was not a potent factor in the 
big volume of business that would 
be done during the height of the 
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season. This opinion is not preva- 
lent among the higher grade opera- 
tors. Here figures reveal that gray 
is strong and eagerly sought. 


Reptile Leathers 


One of the ultra exclusive stores 
have had considerable success with 
all-over reptile skin shoes in the 
light colors. Principally oxfords. 

Blond satin is expected to show 
well in the demand later. KH is 
argued that if blond kid is sold 
why shouldn’t the same color in sa- 
tin be just as acceptable. 

As to how long the colored kid 
situation will remain profitable and 
safe the majority are of the opinion 
that up to and just a little beyond 
Easter. Smart merchants say they 
want to be well cleared of their 
blond shoes at Easter with the 
remaining few weeks as an oppor- 
tunity to get rid of what’s left. 

Some talk is heard with refer- 
ence to the pastel shades of foot- 
wear, but sad retrospection brings 
a frown to almost every merchant 
approached on the subject. They 
They aptly quote something about 
“The Burnt Child” ad lib. 

For the benefit of those who feel 
business is not as good as it should 
be the big percentage of merchants 
reported February ahead of last 
year. 


_— as 
CHICAGO | 


Trade Less Active 


Shoe merchants in Chicago 
haven’t had as great a trade as 
earlier trends seemed to indicate 
in the past ten days, and while the 
slackening hasn’t assumed a worri- 
some proportion yet any noticeable 
lessening of volume either antici- 
pated or hoped for is enough to 
cause some anxiety, especially when 
colored kid leathers are the feature 
points. 











Two Toned Shoes 


Quite a few two toned models are 
making their appearance and there 
is a tendency to trim both gray and 
blonde with blue and cocoa brown 
leathers as well as combinations of 
color and black patent. 

Stetson shops are showing some 
three eyelet ties in many color com- 
binations with vamps of one color 
and quarters of another. Black 
and gray—black and tan, gray and 
blue and contrasting shades of 
brown are being used. 

Another new Stetson model might 
come into the boot class. It is of 
sauterne kid with a small gore on 
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EASTER! 


Your Biggest Season for Noveltie 
Four Fast Sellers : 


Ne. aati ~~ Kid cqnenaied, fren 
darker shade 
904—Parchment Kid Opera with Blond Lizard a” aoe 
a eplique. os outs at quarter. 


on vamp 
MARCH 15 DELIVERY 


“Naldi” 


—Parchm: Kid Vamp and quarter, with 
Me, sear darker Shade blond Tad sseral tion Ne. 516—Pearl Gry xia Ae Strap as darker 
turn. shade co strap. 

H ligeds : 60 turn. ‘Fa 18/8 Bpike Heel” 
Me. 3026—Same in Pearl Grey with” darker He, 512 ED cn aid iii” askance $4.75 

shade grey scroll Blond Collar and Stra 

Heel se $4. Ne. 514—Same = Fu. Lea, 
We. 3023—fame in te 12/8 Cuban Heel 35 Ne. 515—Same in 

v and strap 


M. J. SAKS SHOE CORP. 


144 Duane Street, New York 
“IF IT’S NEW, SAKS HAS IT” 
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the outside to which has been sewed 
several strips of leather in a fan 
effect. The oxford comes well up 
on the ankle and instep and is per- 
fectly plain with no seams of trim 
of any kind over the instep or 
throat. A kid boot of oxford 
height with a small side gore. 

At Wollock & Bauer the feature 
models are some dainty pump 
models in kid and patent with 
braided brocade straps and a tiny 
gold or silver buckle in the center. 


Reptile Leathers 


I. Miller & Sons are showing 
some reptile models in snake and 
alligator and one very tempting 
strap model in brown alligator— 
made of the genuine leather. 

Carson-Pirie-Scott & Co. have 
struck a new “conceit” in shoe dis- 
play—matching tan kid pumps, 
glove leather hand bag and um- 
brella in their State Street win- 
dows. The effect is unique and 
suggest some ideas for accessories 
in the shoe store that are new. 

Smart tailleur effects in spring 
costuming are calling for a com- 
plete harmony of hose, shoes, cos- 
tume and chapeau and the added 
harmony of bag, gloves, umbrella 
and shoes is interesting. 


Men’s Trade Dull 


The men’s lines are still in the 
doldrums as far as any steady run 
of business is concerned. There is 
a definite interest in tans and they 
are being bought three to one over 
blacks, but volume ts small. 

Little interest is found in the 
blonde calf. Evidently the young 
fellows are dodging this extreme in 
footwear. Some are being sold, but 
up to the present time your corre- 
spondent hasn’t seen a pair on the 
street. 


MILWAUKEE 





Early Spring Season 


Favorable weather conditions have 
resulted in an unusually early call 
for spring shoes in Milwaukee 
stores, and dealers are looking for- 
ward to a big season as a result of 
this eatly trade. Colored kids will 
undoubtedly .be the big thing in 
spring business in Milwaukee, 
judging by the substantial call for 
them that has already been felt. 
Patents are still of note, but they 
are gradually giving way before the 
popularity of light shades. In these 
shoes, it is usually the color that 
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appeals rather than any particular 
style so that a variety of patterns 
are showing activity. 


Colored Kids Strong 


“Colored kids are going over big 
with us,” declared George Virmond, 
of Caspari & Virmond. “We have 
already reordered several times and 
are. anticipating a big demand 
during the coming month. Blond 
shades, including champagne, sau- 
terne, bois de rose and similar 
tones, have taken the lead, followed 
by grays. The latter have been go- 
ing better than we anticipated. 
Patents are now taking third place.” 

Colonials continue to be the out- 
standing style at Caspari’s, al- 
though a variety of different pat- 
terns have been moving, including 
strip pumps, straps, a few fancy 
oxfords and others. In the major- 
ity of cases the light colored kid is 
trimmed in various unusual effects 
with a darker shade of kid. One 


novelty pattern is a cubist effect 
developed in patent combined with 
various shades of light tan. 
Hosiery to match the shoe or the 
trimming is showning the most ac- 


A Store That Is Different 





tivity at Caspari & Virmond, and 
this trend to matching hosiery is 
expected to continue through spring 
business. As a result there has 
been an increasing call for grays 
to match gray shades in footwear in 
addition to a call for light tan 
colors. 


Patent Big Seller 


“Although there is some demand 
for colored kids we do not consider 
that spring business has really 
opened up during February,” stated 
J. C. Michaels, buyer for the shoe 
departments at the Boston Store. 
“We are still selling more patent 
than any other one material, while 
colored kids are running about 40 
per cent of our total business. 
When spring buying really opens 
we really look for a*much larger 
proportion of colored kids. I think 
that March will be the biggest 
month of the year due to the early 
date of Easter. Women will want 
their new spring shoes for Easter, 
and as only a small proportion have 
bought them up to the present time 
there should be a heavy demand 
during the coming few weeks.” 





The French Boot Shop, Austin, 
Tex., is different from any shoe 
store in town, having an atmosphere 
of a home that appeals to the woman 
buying the better grade shoes. The 
store is just a year old, having gone 
through what old timers term “the 
worst drought Texas has had in 40 
years,” and consequently a bad re- 
tail year, with flying colors. The 
management believes that a store of 
this type should have its interior 
decorations completely changed at 
least once a year, in order to keep a 
fresh appearance, so the walls and 








French Boot Shop, Austin, Tez. 


wicker furniture will shortly take on 
new colorings. All of which will 
tend to make young people enjoy 
buying more. 

Windows here are trimmed at 
least twice a week. Customers are 
never forced into buying nor are 
they turned over. Maybe these are 
some of the reasons why they buy 
again and again and why the own- 
ers say that if they were to start 
over again that they would start 
exactly this kind of a store, also 
that they would continue being nice 
and easy with their trade. 
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An increase in business— 


a decrease in cost 


A WELL-KNOWN FIRM Of jobbers in Wash- 
ington, D. C., recently adopted plans for more 
frequent contacts with their customers 
throughout a large and extensive territory. 
They solicit their customers systematically 
by long distance telephone and are securing 
a steady increase in business, with an appreci- 
able cut in cost per dollar of sales. They have 
discovered a close parallel between the 


amount of long distance calling and the volume of business secured! 


Eacu day brings added reports of new ac- 
complishments by long distance telephone. 
Many concerns use it for special selling 
campaigns or for daily solicitation and 
sales throughout the year. Executives 
now take many of their long trips by tele- 
phone, conserving time and strength for 
other important work. Sales managers 
find that long distance calls will gain inter- 
views, get orders and secure settlements 
where all other means fail. Long Distance 
is being found indispensable in the myriad 
duties of busy men who must get things 


| . done at less expense. 


Es Eonar 


Are the key men in your organization 
trained to use long distance calls to save 


time—to increase business at no increase 
in cost? Long Distance is quick. It brings 
the whole territory within arm’s reach. 
The power of Long Distance builds sales- 
men as well as sales. 


The Commercial Department of the local 
Bell organization will gladly make a free 
survey of your equipment and advise you 
how to use the telephone in bettering 
your business. In the meantime Long 
Distance will bring the entire nation 
within the radius of your neighborhood. 
Talking thousands of miles is as feasible as 
speaking to the other side of your town 
What fat-away man or concern would you 
RN AE 65 Ff: 0 ooninis ov Number, please? 


BELL LONG DISTANCE SERVICE 
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Caspari to Make Trip 
Claude Caspari, of Caspari & Vir- 

mond, is spending the first two 

weeks of March on a trip through 

northern Wisconsin and Upper 

Michigan. 

Directors Make Plans 


Closer cooperation between the 
directors of the Milwaukee Shoe 
Retailers’ Association and the Wis- 
consin Shoe Retailers’ Association 
in the matter of holding the state 
convention next August formed one 
of the principal topics of discussion 
at a meeting of the Milwaukee asso- 
ciation board of directors. Notices 
have been sent out to the directors 
of the Wisconsin association ask- 
ing for a joint meeting early in 
March at which plans for holding 
the convention may be outlined 
more thoroughly, and at which the 
Milwaukee group may present their 
suggestions for a _ successful 
meeting. 

Plans for the year’s activities of 
the Milwaukee association were 
also discussed at the meeting. A 
dinner dance some time in May was 
among the more popular sugges- 
tions for spring. 

Standing committees for the year 
were announced by Charles E. Col- 
lar, new president of the organiza- 
tion. They include: Legislative, A. 
B. Caspari, O. A. Hensel, Henry Le- 
May, Charles E. Collar and W. F. 
Wuerl; publicity, A. C. Klein and 
W. F. Wuerl; welfare, Ed Schnei- 
der, W. J. Muckle and F. L. Kuczyn- 
ski; entertainment, Clarence Bert- 
ler, Ed Schneider and F. L. Kuczyn- 
ski; auditing, Max Diamond, Wil- 
liam Graebel and Robert Kurz; 
membership, north side, Robert 
Kurz, John Geisinger, August Kup- 
hal, Robert Schuh and A. J. Cyga- 
nek; membership, south side, A. 
Kaller, W. E. Vahl, Henry Meier, W. 
J. Samolinski and F. L. Kuczynski, 
and membership, downtown, Joseph 
A. Schumacher, A. B. Caspari and 
Max Diamond. The board of di- 
rectors will form the grievance 
committee. 


Open Hartford Store 


Plans for a new shoe store in 
Hartford, Wis., have been an- 
nounced by Lee Francisco and 
Joseph Stokke, who have previously 
been employed in Fond du Lac, Wis. 
Mr. Francisco has been manager 
of the Fond du Lac branch of a 
chain shoe store, and has had 12 
years’ experience with this firm. Mr. 
Stokke was a salesman in the same 


store. 
Chain Selling Stops 
The endless chain system of sell- 
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ing hosiery and underwear has 
been almost abolished in Sheboy- 
gan, Wis., as a result of consider- 
able agitation against it, according 
to a statement made by Charles 
Pratt, secretary of the Association 
of Commerce, which has taken an 
active part in the campaign against 
the system. He states that many 
people have been informed that the 
chain selling is a violation of the 
state trading stamp law and are 
therefore refusing to buy under the 
plan. 

To Open New Store 


Sidney Shane, who formerly con- 
ducted the Grand Bootery at 413 
Grand Avenue, is one of the or- 
ganizers of the Shane Shoe Com- 
pany, which will open a shoe store 
at 429 Grand Avenue some time 
about March 15. The Grand Boot- 
ery was closed a short time ago 
as the lease on that location could 
not be extended. The Shane Shoe 
Company is capitalized at 1,000 
shares at $10 each, and will carry 
on a shoe business at wholesale and 
at retail, according to incorporation 
papers which were signed by Sidney 
Shane, Sophie Shane and H. H. 
Heilbron. The store location at 429 
Grand Avenue is being remodeled 
and a new front installed prior to 
the opening of the store. 





Business Takes Slump 


When snow storms and slush are 
the accompaniments of a month like 
February there is little chance for 
shoe merchants to present new 
spring styles in footwear with any 
degree of success. February is an 
in-between-seasons month, anyway, 
and unless the weather advances 
the season little can be expected 
from it except a little rubber 
business. 

The galosh during this month 
has proved the most appropriate 
article of footwear and merchants 
with large stocks of rubbers and 
galoshes have succeeded in un- 
loading, but at the expense of the 
leather business. 


Expect Colored Kid Season 


Detroit merchants are looking 
forward to a big colored kid season 
and stocks are being received in 
anticipation of this trend of trade. 
Some shoe dealers are presenting 
their early offerings in spite of the 
unfavorable weather, and the cus- 
tomers are indicating their accep- 


pono 


tance of light colors by buying 
them. One manager of a large 
shoe store said: “The customer 
seems to like colored kids and we 
expect to do a large business in 
gray and fawn shades. One thing 
is sure, the shoe merchant has a 
chance to make money in these 
lines if he is not afraid to ask the 
proper price at the start. If he 
takes into consideration the fact 
that all his offerings of light colors 
may not be accepted by the cus- 
tomer, and makes his prices ac- 
cordingly, he will be safe. If, on 
the other hand, he is afraid to get 
a price on his best selling styles 
that will cover losses that may 
arise he will not show a large net 
profit at the end of the season. 
Colors will be a big thing for early 
spring, but who knows how long 
they will remain in favor?” 

Some merchants are not losing 
their heads over colored kids, but 
are varying their assortments with 
imitation reptile leathers, with pat- 
ent leathers in combinations with 
lighter leathers and in other ways 
trying to play a safe game in the 
new style situation. At Fyfe’s 
there is being shown an assortment 
of styles in mahogany shades that 
bid fair to become popular with 
their customers, although light col- 
ors are being shown in gray and 
fawn shades of high grade leathers. 


Novelties Shown 


Among the novelties seen at the 
various shops there are many 
beautiful specimens of American 
shoemaking. At Hudson’s a blond 
kid opera pump with lizard trim 
and a step-in pump of parchment 
shade were noticed. At the Queen 
Quality Shop a strap pump of 
parchment had the entire vamp 
covered with an overlay of various 
fawn shades in diamond design. 
Here, too, was shown a number of 
patent styles with cubist designs 
worked on the quarters by over- 
lays of various mottled leathers. 
Heels on these models are cut 
angular like the facets on a gem. 
At Lubin’s a number of novelties 
made by Sandalari Footwear, Paris, 
were shown. One of these is a sil- 
ver patent kid having a _ trim- 
ming of interlaced strips of copper 
patent kid over the entire shoe. 
Another was a two-strap sandal 
with straw matting vamp trimmed 
with colored embroidered flowers of 
the same material. A_ step-in 
Giglio pump in bois de rose with 
trimmings of lighter shades having 
a large fan-shaped tongue is shown 
in pin seal. A high grade moccasin 
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SHOES of SATIN 


Sponsored 
byPARIS 





ed 


MART American women—as fastidious about 

footwear as the chic Parisienne—have ac- 
cepted the French vogue with delight. For there 
is nothing more intriguing than shoes of satins, 
whether for formal or informal wear. And be- 
cause CEDAR CLIFF SHOE SATINS are 
lovely in appearance—and staunch in wear— 
manufacturers are using them more and more. 
They appreciate their beauty, their remarkable 
durability—and the quality reputation that stands 
back of the name CEDAR CLIFF! 


THE CEDAR CLIFF SILK CO. 
251 FOURTH AVENUE NEW YORK CITY 





edar Ci SHOE SATINS 








When writing to advertisers please mention Boot anp SHOE RECORDER 
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oxford with perforated vamp in nat- 
ural shade from Czecho-Slovakia is 
also being shown at Lubin’s. At 
the Wood-Levy shop several two- 
tone combinations are shown with 
the heel covering in both colors. 


Novel Display 


An innovation in displays was no- 
ticed at S. L. Bird & Sons. The 
shoe department is on the second 
floor where there is ample space 
for such a display. Just as the 
customer steps off the elevator she 
sees in front of her a display that 
strikes the eye from its unusual- 
ness. It is built on the floor of the 
department on plateaus raised only 
a few inches from the floor. On 
these a black velvet mat is 
stretched and outlined with gilt 
molding. Three stands of varying 
heights raise the back of the dis- 
play to a height of about four feet. 
In the foreground two pillows of 
embroidered silks are used as 
stands. Footwear and hosiery are 
shown in the display and the whole 
is lighted with a spotlight with a 
red screen. Where space permits 
in a department this kind of dis- 
play will prove a winner. 


New Window Panels 


The windows of the Chisholm 
Boot Shop have been beautified by 
a number of stucco panels, the cen- 
ter one having a landscape painted 
over its surface, the others in mot- 
tled colors. 


Adams on Holiday 


W. H. Adams, manager of the 
third floor women’s shoe depart- 
ment at R. H. Fyfe & Co., is taking 
a holiday in the South in prepara- 
tion for a strenuous spring season 
in his department. 


| ATLANTA | 


Purchase Complete Stock 


Purchase of the complete shoe 
stock of the Faucette-Peavier Shoe 
Co., of Bristol, Tenn., jobbers cov- 
ering a portion of the Southeastern 
territory, has been announced by 
Ira A. Watson, president of the 
Watson Co., operating a chain of 
several stores in the South. The 
stock is to be re-sold through the 
Watson stores. This purchase is 
said to have been an exceptionally 
large one, not far below the rec- 
ord purchase made by this same 
company some months ago when 
they bought the complete stock of 
the Henegar-Dooley Shoe Co., of 
Knoxville, one of the largest of the 
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Southern shoe jobbers, when this 
company retired from business. 
Headquarters of the Watson com- 
pany are at Knoxville. 


Changes at M. Rich & Bros. Co. 


At the annual meeting recently 
of M. Rich & Brothers Co., of At- 
lanta, operating one of the South’s 
largest department stores, Walter 
H. Rich, who has been vice-presi- 
dent of the company, was elected 
president to succeed Morris Rich, 
the latter being elected chairman 
of the board of directors. The com- 
pany last year enjoyed the biggest 
volume of business in its history. 
The shoe department in the store, 
operated by the Plant company and 
specializing in the handling of the 
Queen Quality line, did a business 
last year of approximately three- 
quarters of a million dollars, gen- 
erally believed by shoe men in this 
district to be the largest volume of 
shoe sales enjoyed by any retail 
firm in the Southern territory last 
year, and very likely an annual rec- 
ord for all time in the Southeast. 
The policy of allowing all customers 
to personally adjust their own com- 
plaints, which became effective 
at Rich’s several months ago, is 
said to be one of the primary 
reasons accounting for the remark- 
able increase in the store’s sales 
volume last year. 


Plans for Southeastern Convention 


At a meeting of the executive 
committee of the Southeastern Shoe 
Retailers’ Association, held at the 
Ansley Hotel in Atlanta, it was de- 
cided to hold the 1926 convention of 
the association the week following 
Easter — Monday, Tuesday and 
Wednesday, April 12, 13 and 14. 
The convention will be held in At- 
lanta. 

The following members of the 
committee were present at the 
meeting: Joe Steele, of the French 
Shop, Atlanta, president of the as- 
sociation; Frank Stevens, manager 
of the ladies shoe department for 
the George Muse Clothing Co., At- 
lanta, secretary and treasurer; Jim 
Craig, of the shoe department of 
the Keely Co., Atlanta; Charles 
Brady, manager of the men’s shoe 
department for the George Muse 
Clothing Co., Atlanta; George Bus- 
sy, of the Macon Shoe Co., Macon, 
Ga.; Mose Smith, of the Globe Shoe 
Co., Savannah, Ga.; W. E. Shine, of 
the Guarantee Shoe Co., Mobile, 
Ala.; H. S. Roberts, of Smith & Rob- 
erts, Griffin, Ga.; Turner Jones, of 
the Turner Jones Shoe Co., Val- 
dosta, Ga.; and Ben Heinberg, of 
the shoe department in Sac’s de- 
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partment store, Birmingham, Ala. 

As usual, there will be a style 
show in connection with the conven- 
tion this year, the biggest show, in 
fact, that the association has yet 
held, probably at the Atlanta Audi- 
torium if it can be secured at this 
time. If not at the auditorium, it 
will be held at the Ansley Hotel, 
which has been selected as head- 
quarters. 


Scores Effort to Please 
Too Many Tastes 


CINCINNATI— Shoe dealers, as 
well as persons in every other line 
of merchandising have fallen into a 
habit of trying to please too many 
tastes among the public, E. W. 
Gibberd of the Mabley & Carew 
Company, declared in a talk before 
the Shoe Dealers Division of the 
Retail Merchants Association at the 
weekly dinner at the Chamber of 
Commerce. Mr. Gibberd said that 
a greater volume of sales would re- 
sult if dealers would choose the 
public which they intend to serve, 
select shoes which would satisfy the 
demand of that particular public 
and stick to the line chosen. 

He declared that many shoe men 
bought many varieties of shoes and 
tried to push all varieties with the 
result that to clear the shelves from 
time to time, sacrifice sales were 
necessary. By selecting a particular 
price area and sticking to it, sacri- 
fice sales would diminish in number 
and profit would mount, he held. 

Turning to the advertising side 
of the shoe business, Mr. Gibberd 
emphasized the necessity of variety 
in copy. An advertisement which 
is good the first time, becomes rot- 
ten the thirtieth time it is run, he 
said. He further declared that ad- 
vertising was looked at with present 
profits in mind, but that the wise 
dealer held in mind a longer period 
in handling announcements of his 
wares. 

Mr. Gibberd formerly was with 
the Abraham and Straus Company 
of Brooklyn, N. Y., where he was 
engaged in publicity and sales pro- 
motion work. He has come to the 
Cincinnati store to aid in sales 
promotion. 


Open New Store 


The Fair Store will be opened in 
Ranger, Tex., about March 1. It 
will carry a line of dry goods and 
shoes to retail from $5 to $9 a pair. 
S. S., M. S., and M. F. S. Star, to- 
gether with Sam Lash are the 
owners. 
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Good News of the Day 


Good news to the shoe merchant is profit news! 
And that’s the kind of news that’s on the way to you right now. 
Our men are now going to their territories with the snappiest line 


of new Lape & Adler shoe creations that ever captivated the fem- 
inine heart. 


Style! Beauty! Dash of line—and a distinction that is irresistible! 
Lape & Adler shoes are style leaders—always in step with the 
latest fashions. That’s why they are quick, heavy sellers. And 
quick sales mean quick turnovers—and quick profits—for you. 


There’s a good news courier in your neighborhood now—welcome 








him when he comes. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 

















ce Couriers of “Good News in Shoes” “> 
Dunbar Archer Phil Miller Thomas 
B. J. Coens F. A. McGiffin ES. Van Hoosen 
R. C. Crocker W. J. Keeffe R. McNierney 
Ray Glascock Tom Talbott a Lape, Jr. 
Paul J. Lee J. A. Spurlock W. T. Dickerson 


When writing to advertisers please mention Boot any SHor Reconver 


March 6, 1926... 
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Demand for New Easter Shoes 






Puts Strain on Factories 
Many New Styles Launched 


| CINCINNATI | 


Factories Very Busy 


With the wheels in their factories 
running as fast as possible to sat- 
isfy Easter trade, Cincinnati manu- 
facturers are beginning to cut for 
after Easter trade and white shoes 
for summer and southern wear. The 
general impression is that the col- 
ored kid craze will continue after 
Easter with perhaps an infusion of 
black patent leather just before 
turning into the white season. 

At the Vollman Lawrence plant 
attention was called to the progress 
made in the new line called “the 
footrest shoe with character.” This 
shoe will be ready for introduction 
to the retailer about March 1. 


Trend to White 


The Cahill Shoe Company is busy 
filling Easter orders aad, according 
to officials, also is busy filling or- 
ders for after Easter business. 
These orders show a trend to white 
kid and black satin with buckles. 

This latter feature caused execu- 
tives of the plant to venture the 
assertion that buckles will again be 
popular with the feminine shoe 
buying public. Parchment kid also 
was reported to be good. 


Southern Ties 


A comprehensive line of South- 
ern ties with 8/18 and 12/8 heels 
in new types of leather and new 
last styles is to be placed on the 
market by the Roth Shoe Company 
within a short time, according to 
officials of the company. Right 
now this company is cutting white 
materials to fill the host of orders 
just brought in by the salesmen 
who have come “home” for a brief 
visit before going out with the new 
lines. 

P. C. Sullivan Shoe Company is 
keeping right up with the rest of 
the Cincinnati factories finding that 
the orders for its shoes are in- 
creasing daily. A number of white 
shoes are being sold and high 


heels are reported by officials of 
the company to be selling rapidly. 

The United States Shoe Com- 
pany, the Stanley Duttenhofer 
Shoe Company and Julian Kokenge 
Shoe Company all reported that 
plenty of business was on hand and 
in prospect to make them run well 
ahead of any previous business 
record. 


Sig Burger a Grandfather 


Sig Burger, of the Roth Shoe 
Company, became a grandfather 
last week. A daughter was born 
to his son, Herbert Burger. 


Tom Cahill in East 


Tom Cahill, style man of the 
Cahill Shoe Company, is now in 
the East showing new patterns with 
reptile trimmings in lizard and 
snake skin. Tom went direct to 
the East from the Ohio Valley Mer- 
chants’ Convention at Columbus, 
Ohio, last week. Tom also is show- 
ing a new panama straw shoe, a 
recent addition to the line. This 
shoe has already brought in quite 
a few orders for the Cahill Shoe 
Company and is being recommended 
for wear at summer resorts and 
for hot weather. 


Two Weddings for Jaffe 


Two weddings will take place in 
the family of Jay Jaffe, sales man- 
ager of the Roth Shoe Company, in 
one month. A son and a daughter 
of his will enter holy matrimony in 
June. 

His oldest son, Lester Jaffe, will 
marry Rose Shor, a graduate of 
Oxford College for Women, at 
Oxford, Ohio, early in June. 

Later in the same month his 
youngest daughter, Norma, will be 
married to Joseph Thurman, a 
member of the Louis Stix Company, 
Cincinnati. 


Saul Berner in Europe 


Saul Berner, who travels along 
the Pacific Coast for the United 
States Shoe Company, and his wife 
have begun a two months’ trip 
through Europe. Markus Rice, one 
of the vice-presidents of the United 


States Shoe Company, is making 
Berner’s territory during his va- 
cation. 


New Man With Vollman Lawrence 
Joseph Sullivan, formerly with 
the Premier Pattern Company, Cin- 


cinnati, is now designing shoes for 
the Vollman Lawrence Company. 





Finishing Spring Run 
Lynn is finishing up on its early 
spring and Easter run, and is mov- 
ing toward late spring and early 


summer business. Most all signs 
point to a bountiful volume of busi- 
ness. Women of the class that buy 
Lynn shoes increase their per pair 
consumption as the weather gets 
warmer. Doubtless some of the 
gain made this early spring run 
was due to increase in shipments 
to winter resorts of the South and 
the Pacific Coast. Pressure on 
prices is persistent. 


Styles Are Changing 


Simpler styles, touched up deli- 
cately as befits the summer, are 
coming along in Lynn shops. Pat- 
ent leather is gaining and black 
satin is following after. The cut- 
ting of white shoes has been started 
unusually early and in unusually 
large volume in Lynn shops. 

Some lasts show a trend towards 
longer toes and lower heels, not 
low heels, but toward heels lower 
than the present run of heels. Yet 
style shape is sectional, more or 
less, for one city will prefer a blunt 
toe while another will take a long 
toe. 
New pattern development is 
along the lines of sport models for 
country club wear, and sandal 
styles for street and recreation 
wear, as well as more variations on 
pumps, both the strap and the 
strapless types, or stepins. 


New Styles in Trimmings 
There is a distinct movement, 


especially in popular grades, to 
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Sar cxcolence 


J XCELLENCE of Style, of Fit, of Values 
within a popular range of prices—all add 
to the salability of 


Brown:Shoes 
for Women 


And all these points of excellence are kept up 
to par by a quick “in stock” turn-over service, 
backed by the tremendous manufacturing 
facilities of our sixteen great specialty factories. 

AA331—As _ illustrated. Women’s Sudan 

Kid “Charm” Strap, Co ag! Patent Applique, 

16/8 covered wood spike heel, light single 


sole, turn effect Paree Last. Sizes AA 4-8, 
A 3%-8, B 3-8, C 24%4-8. Price........ $5.25 


AA330—Same in Patent with Copper Patent 
Leather Applique. Sizes same. Price. . .$5.00 


AA332—Same in all over White Kid. Sizes 
CE. RD co ba dicmcvee sel cee ces oss $5.25 


IN STOCK NOW 


One straps are very popular. Get your mail 
orders in promptly to assure full delivery. 


Weer Vnoe Goungainy 


Manufacturers of BROWNDbilt Shoes for Men and Women 
Buster Brown Shoes for Boys and Girls 


ST. LOUIS U. S. A, 






o> 
Shoes 


Gunman, 6 Qovsome an Sm SaLps Rooms 


Veen to 17th Street, 
St. Louis 


ATLANTA SaLEs Room 
225 Peachtree Arcade 


Bavtimore Sates Room 
100 N. Eutaw Street 


BIRMINGHAM SaLus Room 
Morris Hotel 


Boston Sates Room 
183 Essex Street 


Cu10aco Sates Room 
Rooms see 207 Security Bidg. 
189 W. Madison Street 


ee SaLes Room 
14 Edwards Bidg. 


CLEVELAND SaLEs Room 
260-290 The Arcade 


Denver Sates Room 
403 Jacobson Bidg. 


Des Moines Sates Room 
226 Frankel Bidg. 


Derroit Sates Room 
408 Temple Bidg. 


Fort WorTH Sates Room 

Burton Bldg., 7th and Main 

InDIANAPOLIS SALEs Room 
470 Century Bidg. 


Kansas City Satzs Room 
807 Central Street 


Los ANGELEs Sates Room 
314-315 Severance Bidg., 
105 West 6th Street 


MINNEAPOLIS SALES Room 
507 Boston Block 


—, ORLEANS Seep Room 
518 Godchaux Bldg. 


New Yore Sates Room 
144 Duane Street 


OxLaHoMa City Sates Room 
Mercantile Sample Rooms 


PHLADELPHIA SaLEs Room 
318 Forest Bidg. 


PrrrsBuRGH Sates Room 
tel Henry 


PoRTLAND SaLps Room 
Multnomah Hotel 


Paciric Coast DePparTMENT 
412-417 Pacific Bldg., 
SmaTTLE Sates Room 


607 Terminal Sales Bidg. 


Waco S8aLEs Room 
203 Provident Bldg. 


WHEELING Sates Room 
213 Riley Bidg. 


Wionrta Sates. Room 
426 Butts Bldg. 
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make the body of the shoe as sim- 
ple as can be, and to rely on trim- 
mings for style effects. 

For instance, there is a new 
vogue of pumps trimmed with 
buckles, bows or front straps. New 
colonials, with buckle trimmings, 
are offered for wear with new 
spring and summer frocks. Bows 
of leather are made of two leath- 
ers, as, for instance, the bat wing 
bow with a cross bar of a contrast- 
ing leather, or the flat bow of leath- 
er trimmed with delicate appliqué 
designs. Front straps are made in 
the forms of panels of leather with 
delicate appliqué designs on their 
surfaces. 

_Simple designs can be made 
quickly and economically; hence 
some manufacturers are developing 
simplicity in design so as to meet 
price pressure, or the demand for 
popular novelties at prices that are 
lower than are popular with manu- 
facturers. 


An Antique Effect 


Another trend in Lynn styles 
is revealed in a patent leather 
pump that has a band of gold 
leather for a vamp color. This 
vamp color is delicately applied, 
and on the throat of the shoe is an 
ornament of antique gold. The 
style is taken from Russian antique 
bracelets. 


Charleston Oxfords 


Still another trend in Lynn styles 
is shown by the development of ox- 
fords with lattice fronts of one sort 
or another. The shoes look some- 
what ordinary, as styles go these 
days, until they are fastened with 
Charleston laces of two colors of 
ribbon, or even of strands of silk 
and metallic fibers and tipped off 
with fancy ends like tassels. 


Blue Calf 


Lynn has some samples of blue 
calf leather from tanners of Pea- 
body. The leather is to go with the 
blue frocks of summer. 


White Cow Hide 


Lynn also has some samples of 
white cow hide, finished on the 
grain. Hitherto white cow hide 
leather has been made in buck fin- 
ishes. A good white, on a smooth 
grain of cow hide reveals a new step 
in the development of the tanners’ 
art. 

Making New Colors 


The Benz Kid Co. of Lynn has be- 
gun to make blonde gray and like 
light shades of kid in addition to its 
brown kid leather, to which it pre- 
viously restricted its production. 


To Travel in Asia 


George Beardsell is sailing for a 
trip through Asia. He was former- 
ly of Gardiner & Beardsell, manu- 
facturers of counters, and was late- 
ly president and liquidating agent 
for the E. C. Mills Leather Co. of 
Boston. 


One Straps Lead 


“Jack” Gorman of Murphy, Gor- 
man & Waterhouse, who was re- 
cently in Texas, says that the big 
State is a great place for selling 
smart novelties. 

He reports that one straps lead 
in his line, the straps being pitched 
high, and heels also being high, or 
up to 19/8 or 20/8. 

Toes are a bit wider, but are still 
short and round, the short effects 
being desired on account of short 
skirts. 


Sport Models 


Tom Welch of the Welch Shoe Co. 
is predicting a run on sport models 
of distinctively new types. 


Garden Party Styles 


A. E. Little & Co. is getting out 
some new garden party pumps, of 
tropical cloths, in reds and blues of 
delicate tones, with appliqués of 
patent leather. 


Real Golf Styles 


Real golf shoes for players and 
golf styles for the gallery, lately 
appearing in Lynn sample lines, are 
of buck leather finished in Scotch 
plaid figures and colors. 


| MILWAUKEE | 


Factory Business Increasing 





Orders at Milwaukee shoe fac- 
tories have been steadily increasing 
as March approached and the 
spring demand started in retail 
stores. While some manufacturers 
report only a small increase over 
last year others are showing a 
marked improvement in demand, 
and all are looking for a very busy 
month during March. 

“We are increasing production as 
fast as possible, and are working 
a little overtime,” stated W. G. 
James, president of the James Shoe 
Manufacturing Company, manufac- 
turers of children’s and young 
ladies’ shoes. “Our orders are run- 
ning about 50 per cent ahead of 
last. year and we are kept very busy 
caring for them. Light calfskins 
are the big thing at the present 
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time. We have been doing very 
well with such shades as blond, 
sauterne, cork and others of this 
type. Straps and stepin pumps 
have. been showing the most ac- 
tivity.” 

“We have been running a little 
ahead of sales for last year up to 
the present time although there has 
been no marked increase,” said G. 
E. Musebeck, vice president of the 
Edmonds Shoe Company, manufac- 
turers of Edmonds Foot Fitters for 
men. “However, orders are begin- 
ning to come in much better than 
they did a year ago, and. we are 
looking for a great improvement 
during March.” 


Organize Leather Finish Firm 


Incorporation papers have been 
filed for the Milwaukee Leather 
Finish Company of this city to 
manufacture, deal in and use 
leather oils, finishes, colors, dyes 
and tannery supplies of every de- 
scription. Capital stock is placed 
at 50 shares at $100 each. Incor- 
poration papers were signed by A. 
I. Scherer, A. H. Hackendahl and 
Otto Hackendahl. Detailed plans 
are not yet ready to be announced, 
according to A. H. Hackendahl. 


Credit Man Speaks 


Frank W. Hill, manager of the 
credit protection department, Cen- 
tral division, National Association 
of Credit Men, from Chicago, was 
the principal speaker at the Febru- 
ary meeting of the Milwaukee Shoe 
Credit Men’s association on the 
subject of “Credit Protection at 
Work.” Mr. Hill told the shoe credit 
men the manner in which the inves- 
tigation and prosecution fund 
raised in this section was being 
used. He stated that the Chicago 
office was now working on 172 
fraud cases. It has already secured 
15 convictions and 82 are under in- 
dictment. Brief talks were also 
given by W. H. Edwards, president 
of the Milwaukee Association of 
Credit Men; S. C. Greusel, national 
director, and W. K. Adams, chair- 
man of the meetings committee of 
the local association. 

Plans for an educational program 
for the next ten meetings were an- 
nounced by D. L. Sawyer, credit 
manager of the F. Mayer Boot & 
Shoe Co., president of the shoe 
credit men’s organization. At each 
meeting, five questions will be pre- 
sented on subjects which every 
credit grantor ought to know, and 
the answers to these questions will 
be made at the following meeting. 
The February meeting proved very 
present. 
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ell for Profit 


The Qeacy way 


We Carry the Stock for Quick 
Shipment 
You Get FAST Profit on Small Stock 





Yraidoy makes it possible for you to mee t low price competition with better shoes. 


A few dozen shoes in your stock—and ready-to-ship reserve in close-by (RMA, 
In-Stock branches means a quick turnover and better profit. 


There’s no question of the quality and style of Yridoy. footwear for Boys, Girls and 
Babies. Satisfaction is as sure as sunrise. 


Quick stock service keeps your stock clean and up-to-the-minute all the time. And your 


investment is never large. 


Write our nearest branch today for samples or salesman. 


MAKE SURE YOU 
HAVE THESE 
WANTED 
STYLES 


B7618 BY ORDERING — 


NOW “LOUISE” 


“BEATRICE” 
Full Chrome Patent Gore Pump, Combi- Genuine Careme. e sone One-Strap Pump, 
nation Last, Oval Silveroid ment, McKay sewed, 1 Leather be -4 and 
G A Quarter Lining, McKay Sewed. Sock Lining of "tas Kid. A light airy 


eed style trend. READY TO SHIP Children's $4 ecccrers #2.00 


with  Slenest style trend. 

Child’s, by -11 D width........... $3. 00 Misses’ 11 
Misses’ 8 CO and D.......-.-- ote Girls’ 2-8 D 
Girls’ 2%. -8 © and D 

Girls’ on Medium Round Toe 


MeAS YradeyCo. 


Best Shoes for Boys, Girls and Babies 
FACTORIES DISTRIBUTING POINTS 


Annville, Pa. Middletown, Pa. New York Chicago 

Elizabethtown, Pa. Palmyra, Pa. Philadelphia Seattle 
Lebanon; Pa. Pittsburgh San Francisco 

165 Second Street 











When writing to advertisers please mention Boot ann Suor Recorper 
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Big Sport Season Ahead 


Basing their opinions on the pres- 
ent Florida and Southern trade, to- 
gether with what clothing is being 
made for spring and summer, 
Brockton manufacturers are antici- 
pating the best sport season of all 
time. There is practically unani- 
mity of opinion on the question of 
the merit of lightweight footwear 
as well. “Summer weight. oxfords 
should certainly be real helpful to 
the merchants and afford more com- 
fort to the consumer,” one of the 
leaders in men’s styles has asserted. 
In discussing other style features 
he said: “There appears to be a 
waning of the extremely wide toes 
with a medium -width French- 
English toe continuing good. There 
is also an increased call for medium 
widths and more conservative toes. 
In the East English toes are 
popular.” 


Lighter Shades Wanted 


“Blondes, grays and _ feather- 
weights are in brisk demand,” is the 
report of another manufacturer, 
who also finds a tendency toward 
leather soles on sport shoes for 
what may be termed dress wear, in- 
asmuch as the buyer doesn’t actu- 
ally enter into competition in any 
of, the summer sports. Pattern 
companies are developing more 
men’s styles today than ever be- 
fore and last factories are also 
feeling the demand for snappy 
shoes for men. 

One of the newer shades in 
leathers for young men’s shoes is 
maple, more recent than blonde, 
and one which is apparently going 
to be popular for summer. A shoe 
of this shade with jazzy trimmings 
will be among the summer features. 
A decided increase in the call for 
blucher oxfords is noticeable. 


Big Output of Rubber Soles 


Shortage of crude rubber has so 
far failed to affect the output of 
firms manufacturing rubber soles 
in this section, they report. A de- 
mand just as heavy as ever for 
rubber soles of various types for 
sport shoes, particularly for golf 
and tennis, is found to be existing 
by officials of these concerns. Rub- 
ber has taken a drop since govern- 
‘ment pressure has been brought to 
bear, but those connected with the 
industry here do not look for any 
radical reduction in price and ex- 
‘pect that when automobile tire man- 
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ufacturing companies make more 
purchases the market will reach 
a level which will become stable 
for some little time. An _ imi- 
tation crépe rubber sole of the 
gristle type is being produced at a 
saving of about 25 per cent of the 
cost of the former. It can be sewed 
onto the shoe, retains a neatly 
trimmed edge and is non-slip, hence 
practical and in demand, it is re- 
ported, for both sport and street 
wear. 


Makes Rubbers in Window 


Delano, the shoe man who for 
the past year has conducted the 
former Metropolitan Shoe Store, hit 
upon an advertising idea which re- 
cently attracted considerable atten- 
tion to his store. On a Saturday 
afternoon, with the streets filled 
with shoppers, Delano had a girl 
making Converse rubbers by hand 
in the window. Many paused out of 
idle curiosity while a good number 
of skilled shoe workers were inter- 
ested in the operations. 


Robert B. Huette Dies 


Robert B. Huette, secretary- 
treasurer of the W. B. Huette Shoe 
Co., died Friday, Feb. 12, at St. 
Luke’s Hospital, of pneumonia. He 
was ill less than a week, having 
contracted the disease from a cold. 

Huette was “Bob” to all his 
friends, which included the entire 
shoe fraternity of St. Louis. He 
had a remarkable personality that 
radiated friendship and affection. 
His character reflected only those 
fine qualities and ideals that make 
for big men in a community. 

His irrepressible happy disposi- 
tion was an outstanding attribute 
of the man and regardless of con- 
ditions and personal troubles Bob 
always carried a message of cheer 
to his business associates. He 
managed the branch store at 420 
North Sixth Street, and was respon- 
sible for the buying of the 
women’s shoes for the three stores 
operated by the company in St. 
Louis. 

Huette was 34 years old and is 
survived by his widow, Mrs. Mar- 
garet Smith Huette, two children, 
Grace Jean and Robert Barrett, 
Jr., his father, Walter B. Huette, 
widely known shoe man and presi- 
dent of the company, also by his 
mother and two brothers, Walter 
and Charles. 

The funeral was Tuesday, Feb. 
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16, with the burial in Bellefontaine 
Cemetery. 


Veteran Salesman Dies 


Edward A. Quesnel; veteran 
wholesale shoe salesman, died 
Wednesday, Feb. 17, at his resi- 
dence in St. Louis of a complica- 
tion of diseases. Mr. Quesnel was 
76 years old and had been a sales- 
man for St. Louis shoe houses for 
56 years. For 40 years he traveled 
Kansas, Oklahoma and Arkansas, 
making many of his early journeys 
on horseback with his samples in 
his saddlebags. 

Since 1911 he had been with the 
Peters Shoe Company, now a branch 
of the International Shoe Company. 
He gave up traveling 12 years ago 
and became house salesman for the 
company. He is survived by his 
widow and two sons, Edgar G. and 
Earl J. Quesnel, of St. Louis. He 
was buried in Bellefontaine Ceme- 
tery Friday, Feb. 19. 


St. Louis E.-J. Entertain Sales 
Executives 


The St. Louis Distributing House 
of Endicott-Johnson Company en- 
tertained 250 executives, members 
of the Sales Managers’ Bureau of 
the St. Louis Chamber of Com- 
merce, Friday, Feb. 19, at noon, in 
a tour of inspection of the new 
plant. In addition to these guests 
Roger E. Lord, manager of the St. 
Louis house, invited the officials 
of the St. Louis shee manufac- 
turers, who attended in good num- 
bers. The party enjoyed a luncheon 
served in the huge offices of the 
company during which time the 
famed E.-J. quartet scintillated 
with sweet syncopation. 

Immediately after lunch the dele- 
gation was taken through the plant 
in individual parties by company 
guides, who described what is said 
to be the most efficient distributing 
system in the United States. The 
labor-saving devices in the form 
of conveyors is beyond comprehen- 
sion in its intricacy and accurate- 
ness. Each person was presented 
with an E.-J. souvenir as he de- 
parted. 


Change in Foremen 


LYNN.—Alfred DeVirgilio has 
resigned as lasting room foreman 
of Watson Shoe Co., and has ac- 
cepted a similar position with 
Bresnahan Shoe Co., of Boston. 
C..F. Nelson Pratt, making room 
foreman, has become lasting room 
foreman. also. 
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BROCKTON, MASS. 
Address all communications to the factory 
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Py A. PACKARD CO. ~® 
BROCKTO 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N.Y., U.S.A. 





MEN’S FINE SHOES EXCLUSIVELY 
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Altogether—Summer- 
weights; New Shoes on 
Straw Hat Day 


Designation of a week for the 
national promotion of the sale of 
summer oxfords of the “feather- 
weight” type may be an outgrowth 
of the recent annual session of the 
National Boot and Shoe Manufac- 
turers’ Association in New York. 
Appointment of a committee to con- 
sider the advisability of such a cam- 
paign for the purpose of populariz- 
ing the featherweight shoe for men 
and thereby increase sales for both 
retailers and manufacturers was pro- 
posed at the meeting of the country’s 
manufacturers by President Herbert 
L. Tinkham of the W. L. Douglas 
Shoe Co. of Brockton. 








A Very Shady Story from 
Detroit 


Detroit—A dark skinned 
gent who hails from sunny 
“Floride” where real estate 
of uncertain low level is con- 
stantly given away free with 
certain amounts of real cash— 
happened to lamp a pair of 
shoes of a size 22 caliber, on 
display in a show window on 
Adams Avenue West, where it 
is being offered gratis, free 
for nothing, to any man, wom- 
an or otherwise who can wear 
them. 

Mr. Colored Gent—who hails 
from “Floride”—unhesitat- 
ingly called on the shoe mer- 
chant—N. Hack—for the pair 
of shoes. 

“But you don’t wear a size 
22, my good man,” Mr. Hack 
said, after eyeing up the in- 
truder’s feet, which ‘were sad- 
ly in need of sole mates. 

“No, sah, boss,” said the - 
gent, snapping his fingers in 
African golf fashion, “Aw 
only wears number lebens, but 
mah twin brother Rastus 
wears de same size Aw does.” 











Store to Move 


TULSA, OKLA.—The Walk-Over 
Shoe Store is planning to move to 
their new store three doors south, by 
early fall. The new location will 
have about twice the present floor 
space, having, too, a second floor for 
a misses’ and children’s department. 
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STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


THE STETSON SHOE CO., Ine. 
Seath Weymeuth, Mess. 




















HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
ca 


SHOES and RUBBERS 
Every Wednesday and Friday 











SNAPPY SHOES 
FOR YOUNG MEN 


Up | tad the no minis Styles. Sins 
Priced 


bad Investignts. 
CRAIG-REED & EMERSON, Ine. 


Boston Office, 10 High St., Room 3804 
New York Office—Marbridge Bldg. 

















BRIDGEWATER 
WORK : 
‘CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Office, 183 Essex Street 
Room 307 




















HAND TAILORED 
HAND LASTED 


BIon F-REYNOLDS Couwe, 





BROCKTON, MASS. 
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Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFQ. co., Ine. 


41-45 Chas Otten enainy Blan? toe Wr edn _ 
HIGH GRADE MULES and D'ORSAYS 








BEST-EVER SLIPPER CO., inc, BROOKLYN, N. Y 











DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St, 





New York City 











Send for ame 
price list of profitab! 
Comfort styles carried Mn stock. 


H. K. Gardiner Co., Pittsfield, N. H. 




















EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
o-1e8 West 8 ADWAY 
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England Goes to Russian 
Boots 


LONDON, ENGLAND—The most in- 
teresting feature of the footwear 
industry is the popularity of 
women’s high-legged boots (of the 
Wellington type, known as “Rus- 
sian” boots). The great demand for 
this class of footwear is looked upon 
as being one of the most amazing 
things that has happened in recent 
shoe trade history. 

At the Shoe and Leather Fair 
held recently, a number of firms 
were exhibiting samples of these 
boots, but it was generally admitted 
that the display of the samples was 
purely a speculation. The spell of 
wet weather in October resulted in 
a big call for these boots and the de- 
mand has since increased rapidly. 
In the provinces, particularly in the 
North, the demand is understood to 
be just as strong as in London, 
with the result that enormous 
quantities are being turned out at the 
present time. 

These so-called “Russian” boots 
are no new thing in this country, 
but they have not previously suc- 
ceeded in making a strong appeal to 
feminine taste. 

Advertisements illustrating this 
particular type of footwear appeared 
some years ago and a few pairs were 
to be seen in use during past 
winters, but although each season 
has witnessed a slight increase in 
demand there was little reason to 
anticipate anything approaching 
the present boom. 





Clayton Busse Buys 
Kistler’s Store 


The Kistler Shoe Co., said to be 
the oldest shoe store in Warren, 
Ohio, has sold its business to 
Clayton R. Busse, who will continue 
the business, carrying the same lines 
that were carried. The business was 
founded by the late D. S. Kistler, 
in 1900 and for the last few years 
has been managed by his son, H. E. 
Kistler. 

Mr. Kistler has accepted a posi- 
tion with the Firestone Tire and 
Rubber Co. of Akron, Ohio, and will 
represent that company in his home 
territory. Mr. Kistler is widely 
known throughout northeastern 
Ohio. 





New Shoe Stores 


Hyman Sosner, 90 Main Street, 
Springfield, Mass. 

D. Coutu, Lynn, Mass. 

Work Right Shoe Shop, 3170 N. 
Illinois Street, Indianapolis, Ind. 





325 W. Monroe St., Chicago, Ii. 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Style B102 Bik. Glazed 
Kid, Soft Tee 








Child's, 6 te 1i—$1.35 
Misses’ 11% te 2— 1.40 
Wemen's, te 
SCHWARTZ &2 HERDE Ine. 


Specialists in Ballet Manufacture 
241 No. lith Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 


$1.25 pr 
‘Childe’ 
S16 pr. 


INC. 








BLOG S008 FREES CO. | 
147 Duane St., New York, N. Y. 








QUALITY BALLETS— stoce 
Soft Toe . Hard T 
6/1l $1.15 iti ibs 
11%/23 1.20 2.30 
1.35 rj 
1S¢c Extra 
Alse Men's and Women’s Slippers of every deceriptice. 


METROPOLITAN SLIPPER CO. 
134 W. Bway, near Duane St. New York 











Beys = Young 
Dr. A. Posner i] 
(46 W. Breadway, Now. York 
Factery Brooklyn, N. Y. 











“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
-F. S. ELAM SHOE co. 

ROCHESTER, N. 


gustan GUE Tie lem Geen 








No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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All the Time 
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Sides 
Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


— a fee ermil 
long-wearing, economical counter. 
Pulp Product Department 
West Virginia Pulp& Paper Company 
Detroit 








Godsoe, Pres. F. e.fonee, Soses, 
W. G. Donald, Vice-Pres. 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


65 SOUTH STREET BOSTON, MASS. 


T. W. 











The One 
Waterproof 


Takes and Re- 
tains a Polish 


CREESE & COOK < co. 

















ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 

















shoe patterns 


ARLE SHOE PATTERN < co. 


Se MAIN ST, BR’ 
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A. W. Donovan, New Presi- 
dent of N. E. Shoe & 
Leather Association 


Boston.—The annual meeting of 
the New England Shoe and Leather 
Association, its fifty-seventh, to be 
exact, was held here February 24 and 
officers for the year were elected as 
follows: 

President—Alfred W. Donovan, E. 
T. Wright & Co., Inc., Rockland, 
Mass. 

Vice-presidents: Charles H. Jones, 
Commonwealth Shoe and Leather 
Co., Boston; Burt W. Rankin, Hunt- 
Rankin Leather Co., Boston; Fred 
B. Rice, Rice & Hutchins, Inc., Bos- 
ton; Arthur W. Wellington, United 
States Leather Co. Boston. 

Secretary-treasurer, Thomas F. 
Anderson, Boston. 

Directors: Merton R. Alden, Jos- 
eph M. Herman Shoe Co., Millis, 
Mass.; Charles Ault, Ault-William- 
son Shoe Co., Auburn, Me.; Lucius 
J. Barnet, J. S. Barnet & Sons, Inc., 
Lynn, Mass.; Albert N. Blake, Wat- 
son Shoe Co., Lynn, Mass.; Everett 
Bradley Hazen B. Goodrich & Co., 
Haverhill; Edwin T. Cady, The 
Griess-Pfleger Tanning Co., Boston; 
Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston; Elisha W. 
Cobb, Beggs & Cobb, Inc., Boston; 
Alfred F. Donovan, E. T. Wright & 
Co., Inc., Rockland, Mass.; Herbert 
T. Drake, Emerson Shoe Manufac- 
turing Co., Rockland, Mass.; Horace 
R. Drinkwater, Edwin Clapp & Son, 
Inc., East Weymouth, Mass.; William 
J. Fallon, W. J. Fallon Leather Co., 
Boston; Harry E. Gardner, Ameri- 
can Oak Leather Co., Boston; Charles 
C. Hoyt, National Fabric and Fin- 
ishing Co., Boston; Buford H. Jones, 
Thomson-Crooker Shoe Co., Boston; 
George A. Learned, George ‘A. 
Learned Co., Newburyport, Mass.; 
Herman E. Lewis, Herman E. Lewis, 
Inc., Haverhill, Mass.; J. C. Lilly, 
American Hide and Leather Co., 
Boston; Paul O. MacBride, Milford 
Shoe Co., Milford, Mass.; J. Frank- 
lin McElwain, J. F. McElwain Co., 
Boston; William J. McGaffee, Thos. 
G. Plant Co., Boston; H. T. Melbye, 
Bristol Patent Leather Co., Boston; 
Joachim D. Rickard, Rickard Shoe 
Co., Haverhill, Mass.; Horace R. 
Thomas, Thomas & Lake, Inc., Bos- 
ton; Hon. Harry I. Thayer, Thayer- 
Foss Co., Boston. 

A determined effort to put a stop 
to the government policy of prison 
and penitentiary fabrication of foot- 
wear except for use in the penal and 
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the Government was foreshadowed 
in a resolution protesting . strongly 
against this practice and authoriz- 
ing the president to appoint a com- 
mittee to represent the association 
at hearings on pending legislation 
having to do with this subject. 

Other resolutions indorsed the in- 
dustry’s efforts to popularize sum- 
mer weight footwear for men; ren- 
dered a vote of thanks to Secretary 
of Commerce Herbert Hoover for his 
constructive efforts in behalf of 
American commerce and industry; 
appealed to its members to support 
the annual Boston Shoe and Leather 
Fair; and urged its members to co- 
operate with and assist in sending 
pupils to, the annual shoe and leather 
continuation class, conducted by the 
association. 

In the absence of President Elisha 
W. Cobb, the meeting was presided 
over by Vice-President Charles H. 
Jones. 


- 


Herbert N. Lape 


H. N. Lape to Be “On the 
Job” April 1 

H. N. Lape, vice-president of the 
Julian & Kokenge Company of Cin- 
cinnati, is receiving the congratula- 
tions of his friends on his complete 
recovery from injuries received sev- 
eral months ago in an automobile 
accident. He will be back on the job 
about April 1 with the same energy 
which has always characterized his 
business activity. At present he is 
playing golf, riding and driving as 
he has always done and making plans 
to plunge once more into active busi- 
ness life. 
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This Is My Offer To 
Shoe Merchants 





2 


about to make. 


e, or send me a 


MINE BEGINS. _ Will you DO it? 
Jos.. A. Oswald, General Manager. 





Of the 15,000 Shoe Merchants in the world, I don’t believe there is a 
single one but could.in some way profit by accepting the offer-I am 


If you are corinected with a business of any kind, a church, a lodge or a 
school, you can very profitably mail the coupon at the bottom of this 
i post ecard. And there YOUR obligation ENDS and 








By the use of the Rotospeed and 
the Rotospeed Plan, Mr. Peterman 
of Franklin Grove, IIl., increased 
his business 47 per cenit.in exactly 
forty days. a 
McDougald Outland & Co: of Clito, 
Georgia, increased their sales 86 
per cent in three weeks with their 
Rotospeed. 


Another user saved $1,000 in pririt- 
ing cost. 
Another user earned more than six 
times the cost of his Rotospeed 
from a single day’s work. 

I am telling you these things because I 
want you to understand that my offer is 
not an empty one. It may be worth 
thousands of dollars to you. It may en- 
able you to double your business. It may 
save you a great deal of time and money. 
If it doesn’t you won’t pay me a cent, 
nor take any risk, nor put yourself under 
the slightest obligation.’ 


I Manufacture the 


ROISSPERR 


This machine does several things—and 
it does them all well. 


ROTOSPEED'S New 
ART ang IDEA SERVICE 


It prints form letters—exact duplicates 
of typewritten originals at a remarkably 
low cost. : * 


Saves Printing Bills 

The Rotospeed also prints. illustrated 
folders, circulars, bulletins and ruled 
forms. It does this work withott. the 
use of type, without cuts, without trouble 
and without delay. 

It will print a complete typewritten let- 
ter, illustrated if you wish, wit a fac- 
simile gignature, all in one operation. 


* How It Operates 


Simply write the letter or other matter 
on a stencil sheet, either with-a type- 
writer ér by, hand—attach it to the ma- 
chine and turn the handle—that’s all. 
The copies are clean, clear, sharp, exact 
duplicates of the original. : 
You can run 20 or 1,000 copies on any 
size paper, from a 3 x 5 inch card to 
an 8% x 16 inch sheet. 

The Rotospeed wilt probably save you 
half of your printing bills and 92% of 
the cost of form letters. 


How It Earns Money 
The Rotospeed is being used by retailers 
to send out stimulating letters to theif 
trade. It can be used to get out an at- 


tractive stere news that will. earn. its- 


small cost- hundreds of times over. It 
will get out folders, circulars and bulle- 
tins that will sell your store to the people 


in your locality. It will print sales and 
collection letters that will keep your 
books free from bad accounts. 


What It Costs 


You might expect that a machine that 
would do the things I have mentioned 
would cost you a thousand dollars—but 
it doesn’t. I sell it direct by mail—from 
factory to user—and the price is $53.50 
complete, with full equipment. 


Let Me Do This 


I want to do one of two things for you. 
The first is this: I will send you copies 
of letters printed on the Rotospeed and 
used by others in your line of business. 
I will send you copies of sales letters 
that sell things, bulletins that bring in 
business, collection letters that get the 
money without offending the customers. 
I will send you these samples of Roto- 
speed work without cost or obligation. 
They may contain ideas that will be valu- 
able to you, and they may show you how 
you could use a Rotospeed to advantage. 


Or This 


But I will also do more than that if you 
prefer. I will send you, not only samples 
of work, ideas and suggestions, but a 
completely equipped, ready-to-run Roto- 
speed Stencil Duplicator with all the 
supplies that you will need to print a 
dozen or more jobs. 


“You can test the Rotospeed in your own 


office as if you owned it, and after a 
thorough test decide whether you want 
to buy it or send it back at my expense. 


No Obligation 


I want you to understand that in mailing 
the coupon and accepting my offer you 
are not incurring an obligation. You are 
doing me a favor. I want you to find 
out by personal use how much money 
you can make by using my machine in 
the development of your business. Will 
you accept my offer? 


Jos. A. Oswald, Gen. Mgr. 
THE ROTOSPEED CO. 
483 Fifth St., Dayton, Ohio 


Mail This Now 


The Rotospeed Co., 483 Fifth St., 
Dayton, Ohio. 


Please send samples of work for 
Shoe Merchants, booklet and details 
of your Free Trial Offer. This does 
not obligate me in any way. 
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AN EARTHQUAKE 
Op 1 OO), 


might upset things a bit but it couldn’t unsettle 
the fact that Sterling Patent Colt and Sterling 
Patent Kid are softest, smoothest, most beauti- 
avi ir-lalemanlevciansialelebulereme)mr-li me (cr-laels) ace 





Sterling Golt - Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY ST Oho tO). in, 62th 
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C. H. ALDEN COMPANY= 

















DESIGNERS AND MAKERS OF MEN’S FINE SHOES 


For Easter 


A dressy light weight oxford 
Hague last 


BOSTON OFFICE, 10 HIGH STREET 











FACTORY AND EXECUTIVE OFFICES 





ABINGTON, MASS ————___—! 
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FIRE AWAY BIG— 


Everything but the 
WITH A BIG | oe 
Here’s the shoe the 
young fellows will 
sport for Easter. 
Hi-yellow, semi-soft 
toe and racy lines. 

Ask for Catalog and 


Samples 























Se aga 


RE SICT SMe 


The World’s Best 
Pickin’s In Sioe« ‘Shoes 


ees 


Saw ed 


AEE 


ar 


See meete 
Fr tate a 








At AE, 
s 
Rees iy 
Se: 
ns 


Pe 


ed 
LLL LPP, 
ee 





No. 504—Yellowstone Light Tan Calf 
No. 505—Imported Black Calf 
Marne (165) Last; Soft Toe 
Goodyear Rubber Heels 
B, 7 to 10; C, 6 to 10; D, 5% to 10. 
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“No use. I can’t take a wetting like I used to. Rainy 
days I want my good high boots with lacing hooks.” 





There are thousands like him. They want comfort, not 
fads. They’re the men who buy shoes with lacing hooks. 


T 


of When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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3 generations of success 
behind these Western boots! 


For 70 years quality has made BuckHects famous all over the 
West. California originated the Indian-tan process of tanning 
oil into the leather ; BuckHect makers patented the Buckstrip, moc- 
casin-style vamp; built a boot for endurance. The tongue is full- 
grain, Indian-tan, with soles of toughest oak-tan. Better boots 
are not built. 


5000 dealers are meeting America’s demand for a sturdier outdoor 
boot with BuckHects. These national magazines are carrying 
their story to your trade. We want more dealers East of the 
Rocky Mountains. Write for our proposition. 








BUCKINGHAM & HECHT, San Francisco, California 


me BuckHect 


Style No. 20 INDIAN TAN PROCESS 


Pa a 
tente ( Oil-in-the-leather ) 









Note to salesmen— 
We still have some 
good territories open. 
Write us. : 











VANITY 


IN O Brooklyn Specialists 0 


STOCK © IN SHOE ORNAMENTS © 


TAN STITCHDOWNS 


Plug Oxfords and Sandals 
with Halesole Bottoms 


LOOKS LIKE LEATHER, WEARS TWICE 
AS LONG AND WILL NOT MAR FLOORS. 






PLUG OXFORDS SANDALS } 
ae a Spearey Wee Bi Bavcvenes $0.85 
ee eee: 100 8% to 1l........ 0.95 | 
ee peo 110 11% to 2........ 1.05 | 

PLUG OXFORD CREPE RUBBER SOLE Buckle No. 2722 | 
ee CS $1.45 11% to 2........ 1.75 : : 
A beautiful leather ornament made especially 
8% to 1l........ im 8% @ &........ 2.10 a the “Misael” thas now on papeter. 
In view of the low price quoted for the qualities of- Obtainable Thru Your Manufacturer Only 


fered, only case lot (36 pair) orders will be accepted. 


Laing, Harrar & Chamberlin 


43 N. THIRD STREET 
PHILADELPHIA, PENNA. 1261 Atlantic Ave., 





























Brooklyn, N. Y. 
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See that string? 
le will help keep this 
valuable book handy. 































New Features in 


Our 1926 Catalog 


Thousands of prosperous, successful shoe merchants look on the Daniel 
Green catalog as one of the most useful “business tools” in their office. To 
(G) Daniel Green) these successful shoe merchants we need only say, ““The 1926 Daniel Green 
i Catalog is ready.” If you are less familiar with the profits to be obtained ; 
from the Daniel Green line—start now. Make 1926 a real Daniel Green +? 
year. Others are making an emphatic success by featuring and pushing 
((j Slippers )3 the Daniel Green line. You can do the same. 


~ 








The retailer who gets the most good out of the Daniel Green Catalog is the 
one who reads it—reads it from cover to cover, and puts into practice the ‘ 








This mark means to many valuable suggestions it contains. The 1926 catalog contains many i, 
— —— new items, mostly in the direction of greater variety in attractive colors, . 
grate of weremm. and new fabrics. The new soft sole leather slippers will prove one of our 

ship, material and A ~ 

wear. Don’t sell a most popular numbers. Now for the first time you can offer your trade 

single slipper that is the remarkable combination of a richly attractive leather slipper of un- 

not backed by this doubted Daniel Green quality, and at a popular price. ¥ 


sign of over 0 
years’ fair dealing. Send in your name early, so that you will 


surely get your copy of this valuable book. 


DANIEL GREEN FELT SHOE CO. 






General Offices 
DOLGEVILLE NEW YORK 
Sales Offices 
10 East 43rd Strect 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill. 
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The “Della” 
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° In patent or any desired material. 





New High-Heel One-Straps 


that 


CHICAGO 
Mr. Le Pine, 1618 Republic Bldg. 


{ High heel. French last. 
- NEW YORK 
> Mr. Lobatto, Barclay Bldg. 
Ai OAKLAND, OAL. 
ed Mr. Kushins, care Roos Bros. 


wood's delightfully 
perfect fitting pumps 


sales and profits. 
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The “Collarette”’ 





O more of Sher- 


will stimulate 





Any leather or material; quarter 
and vamp over contrasting trim- 
ming and heel to match. 

PHILADELPHIA 
Mr. Schoell, 119 So. 4th St. ‘ 
LOS ANGBLES 
R. L. Wall, Lankershim Hotel 


ite SHERWOOD SHOE CO. 


SMART SHOES 


° Buy Sherwoods and Stick to Them 


ROCHESTER, N. Y. ? 

















a 
























Pattern No. 4850 Silver...... $12.00 Doz Pr. 
Pattern No. 4849 Gold.......$12.00 Doz. Pr. 
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SHOE “JEWELRY” RETAILS 
PROFITABLY. NEW CHAIN 
“PUMP HOLD” ILLUSTRATED 


HOE ‘“‘Jewelry’’ is expressive. We rather like it. Its 
addition to the parlance of the trade, we believe, 
as a substitute for shoe “ornaments,” will however be 
slow. The ornamentation of shoes has gone on for cen- 
turies. Tombs of Egyptians, closed 3000 years to human 
eyes, reveal evidence of that. The present era has seen 
a development of the art to an unprecedented degree. 
“‘Dalco” shoe ornaments maintain standards of excellence 
paralleling the capabilities of the American woman to 
purchase that which her happiness demands. 


“DALCO” PUMP HOLDS 


“Pump Holds” were first brought out by us. Sales to date indicate the 
essential purpose they serve, and how well they do it. Flezrible back 
makes one size fit all. They go on, over the instep, under the shoe. 
Effect te beautiful. A chain pattern illustrated. Many others in stock. 
You can make a pretty profit on this useful novelty. Show them up for 
Easter. Order now! Deliveries parcel post. 


DALRYMPLE-DUDLEY COMPANY 
HAVERHILL, MASS. 


t M factu rere Over Fifty Years 





Shoe Or 
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SATINS LOOM LARGE ON THE 
FASHION HORIZON 


Black Again Important 


33 enthusiastic acceptance of the black and white costume, as 
well as the unquestioned fashion success of the satin coat, have re- 
newed wide-spread interest in satins for footwear—especially black 
satin. The mention of black and colored satins in Paris cables is both 
frequent and prominent;—the newest note in smart footwear being 
the black satin oxford. 


DARBROOK SHOE SATINS 
and (fABRICS 


expertly-styled to harmonize with the latest fashion trends— 
offer the manufacturer of quality shoes a complete assort- 
ment of the newest colors—and Black—and assure the wear- 
er the high degree of satisfaction and value that distinguish 
all DarBROOK fabrics.— 


Tue Darsrook CoLiection includes exclusive novelty 
fabrics—“BULLION Brocapes” and “DtIRECTOIRE.” 
Darbrook Slipper Satins and Brocades are 
available in all seasonable ‘shades for 
boudoir slippers and mules. 


Represented by ~ 
W. A. Gallup ~ Cincinnati, Ohio T. F. Leary ~ Boston, Massachusetts 
Henley & McGaghey ~ St. Louis, Missouri D..J. Finn ~ Philadelphia, Pennsylvania 
Desmond & Hottinger, Inc. ~ New York, N. Y. 


SCHWARZENBACH, HUBER & CO. 
478 FOURTH AVENUE at 32nd STREET 
NEW YORK 


Chicago ~ San Francisco ~ Philadelphia ~ Dallas ~ Minneapolis 
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Alisteel Shelving 
for the Shoe Trade 


IGHT, strong, fire-resistant—quickly erec- 
ted or re-erected without special tools— 

and giving 10 to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erectcd elsewhere. 
Allsteel Shelving is ideal for shoe storage and for 
shoe stores. Attractive appearance, low initial 
cost and no upkeep. The Alisteel mark on shelv- 
ing is your guarantee of permanent satisfaction. 

Write for & copy of ‘‘Saving with Shelving’ 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Boerywhere + Canadian Plant: Toronto, Ontari® 




















General Fireproofing Co., Youngstown, Ohio B, & 8S. RB. 
Please send me without obligation a copy of your book “Saving with 





The Popular 


CAMPMOX 


An Outdoor Waterproof Moccasin 


2556 Brown 
2550 Black 
Boys’ 2%-5% 


Style No. 15, without soles—Boys’— 
2.15— Men’ s—B2. 
Shipped in 10 doys from receipt of 
er. 


True moccasin construction (upper goes completely 
under the foot—hand sewed toe which will not_rip). 
jie pe of heavy Chrome waterproof leather, in Black 
and Chocolate. Rawhide drawstring. A sturdily 
built shoe for all outdoor wear. 
Send for complete catalog, showing ‘“‘Campmox”’— 
“Golfmox’’—‘‘Kiddiemox’”’ and “Slippermox” styles— 
Many carried in stock. 

— 


Holliston Mass. 


72 Lincoln St., Reom 33 





Boys’ Goodyear Welts and McKays 
—In Stock 


No. 113, Lt. Tan Kip Bal. Oxford, Goodyear 
Welt, Solid Leather, Brass Eyelets, Pinked 
Tips and Vamps, Wingfoot Heels, Storm 
Welt. L. G. last, 120. L. G., $2.35; Yths., 
$2.70; Boys’ $2.85. Terms: 5% 10 days; 
2% 30 days. 

Other Goodyear Welts from $2.60 to $2.85, Boys’. 


McKays from $2.00 to $2.25, Boys’. Goodyear 
Stitched, Uskide Soles, from $2.50 to $2.60, Boys’. 


Makers of Boys’ Shoes Since 1906 
HARRISON SHOE COMPANY 
Albany Bldg. Boston, Mass. 


Pilpderabiseaps Medea hs 
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STOCK 470 — SAVOY 
LAST 


‘ Light Color Tan Calf 


Brains Muscle Money 


Operating a shoe store under present conditions calls for constant 
activity of mind, body, and capital. Most of the live ones have 
brain and muscle working—but, oh, what a sluggard is capital. 


A New Day stock department is the Just Wright. High grade 
shoes fresh and clean produced in volume and sold to you at volume 
prices. Your capital works fast when you buy from our stock. 


Try out a pair or two of our Summerweights. Send for our cata- 
logue—it’s just off the press. 


Oxford—Summer- 
weight Construction 


Stock 475 
Same Shoe in 
Black Imported Calf 
Sizes—A 7%-11 
B 6%-11, C and D 6-11 


Price $5.75 


TH GHT 
ystWRe 


ROCKLAND, MASS. 
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Jefferson Import Co., Inc. 


Marbridge Building 
34TH ST. AND BROADWAY 
New YorkK CITY 


Novelty Buckles 


Newly arrived to trim 
Milady’s Spring shoes. 


Sport Shoes 


Paris made in woven leath- 
er and hand decorated, also 
other unusual models. 


Keep In Touch With 
“Fashion’s First Port of Call” 


Importers of 


Shoe Materials and Novelties 
Buckles—Rhinestone Heels—French Slippers 


The Difference 
Between Turns and 


McKays 


This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays-are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 
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COLLEGIATE 
Sport Plaid Laces 


Art Silk—Tassel End. Can 
ship at once. Big demand. 
All sorts of colors. Order a 
gross assorted; show ’em and 
sell ’em. 


No. 103. 27 inch length. 


Per Doz. Pair 
Per Gross Laces 


Lincoln Store Supplies Company 
1508 Washington Ave. St. Louis 
Novelty Findings 











) Greecey Boupoirs | 


IN STOCK ? 


All orders filled promptly from a 

floor stock that is always fresh. 

My Bg ~~ in ae demand, 

no floor s ingers long enough 

to get old. It is always pe — 

ness to sell the best of shoes. My 
boudoirs rank as the best 
of their kind. Choice of 
black and colored kid. 
Shipments in 36 pair 
cases. 


Ow a 
| A VOGREE LEY 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 

of growing children and as a_ fully 

ventilated shoe, the Burkley Venti- 

lated Foot Developer is unexcelled. 

Well known surgeons recommend its 

use. 

gentnatiome! Make your stock of 
PATENTED children’s shoes com- 
vi plete by sending your 

order today. 
Phone Brockton 2133 
for immediate .action. 


BURKLEY 
SHOE CO. 
1156 No. Main Street 


Brockton, Mass. 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers‘a-direct approach 
to the most responsive group’ of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
? ’ Boston, Mass. : 
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Youll Sell Move if 


SPECIAL OFFER 


We've designed a special service for 
smaller stores where window space is 
limited. 


It is complete in every respect and in- 
cludes the monthly merchandising 
calendar service of selling helps and 
ideas. 


The service is mailed each month in 
time for early window trims. 
Let your windows tell your story. 


$3.00 Per Month 


$30.00 Per Year If Paid in Advance 


WHAT THE SERVICE CONSISTS OF 


With your order: Four handsome display mat frames with 
your store name hand lettered. Two large 8” x 14”, two 
small 6” x 12”. You have a choice of two colors—silver 
grey and bronze brown. A generous assortment of blank 
price tickets to match the cards. Also special pen holder 
— pens and ink with instructions on lettering price 
tickets. 


Every month: Eight hand designed card 
inserts to slip into the mat board 
frames with a generous supply of blank e 


price tickets to match the cards with 
complete instructions for getting the 


benefit f § ° 
oy 8 ony Egeee the service, also sell per Month 


Also a larger Service for Larger Stores at $4.00 per month 





you tell more | ——— 


Recorder Show Card Service, 

Room 607, 189 West Madison 8t., 
Chicago, Ul. 

Please enter our order for the RECORDER 


SHOW CARD SERVICE for one year . 
from this date. We agree to pay you . 
$3.00 per month for this service. 


We carry Men's, Women’s and Children’s 
Shoes and Hosiery. 


RECORDER SHOW CARD SERVICE We. preter the (Grey) (Brooae) Mat 


board frames 
Letter our name on the mats as per 


189 W. Madison St. Room 607 Chicago, Il. copy attached "to this coupon. 


SEND THE COUPON NOW 
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He eenateeadill partner 


A. 


He considers first and foremost your interests. 

He is truthful and honest in his dealings with you. 

He is not provincial, but his experierice i is nation-wide in scope. 
He is not opinionated, but brings to you. emecees facts, news, 
and reports. 

He has a finger on the pulse of your wade’ 5 activities. He pro- 
mulgates helpful information. 

He is in close touch with manufacturers, producers, distributors 
—those from whom you buy. 

He deals with none which has a tendency to mislead\or which 
does not conform to business integrity. 

He is a consultant that “‘sits in” with you regularly. His sugges- 
tions are profitable to you. 

He holds a fellowship in a select association with exacting stand- 
ards of membership. 

He has pledged himself to determine the highest and largest 
function of the trade which he serves, and to strive in every 
legitimate way to promote that function. 

HE IS THIS PAPER. 

Your paper. A member of the Associated Business Papers, Inc. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 


The A.B.P. comprises a group of business papers that reachee 54 
fields of trade and industry. Membership requires the highe«t 


standards in every department of publishing, circulation, editorial, 
and advertising. 


here that they are awake to modern methods of selling as well as 


isi 
> The advertisers in this publication demonstrate by their presence 


production— methods that cut costs and standardize operations. 


The Boot and Shoe Recorder is a member of The A. B. P. 
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hoe faces are 
—Unexcelled « 
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F oil y. Bordo ty fyde” 


The national production of shoes during 1925 is recorded 
as over 325,000,000 pairs. Every dealer knows the lace 
shoe enjoys greatest public favor. This being so, vision to 
yourself the. improved selling advantages if YOUR lace 
shoes are equipped with 


“CORDO-HYDE” 
SHOE LACES 


Different as they are dependable you should not associate 
them with ordinary laces in' any respect. 


Shoes containing them look better, set better, and stand the 
gaff better. Shoe manufacturers know their merits and will 
willingly help you capitalize them, but—Mr. Merchant, it 
is you who must suggest that the manufacturer put “Cordo- 
Hyde” laces in the shoes you buy. 


O. A. MILLER TREEING MCH. CO. 


SHOE LACE DIVISION 
Brockton, Mass. 


Write us and we will tell you of shoe manufacturers ready to serve you 
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CREPE SOLE OXFORDS 


MURPHY-MADE WITH PREDOMINANT 
FEATURES OF QUALITY 


No. 340—Golden Tan Bal 
Oxford, Oak Sole, Turk Las 
Semi Soft Toe, Good 222 


Above in P & V 
Black Diamond 
Calf 3.65 


No. 351 


No. 351—Golden Tan Bal Oxford, Oak Sole, Turk last, ose 


Oak Sole, Goodyea 


$3. = 
— Gait" Bal Oxford, Turk Last, Pe 
Above with Crepe or Westcott Soles 


SPORT SHOES TO 
YOUR TRADE. 


“PLAYSHUS” 


MISSES 
No. 202 


No. 202—Misses’ Tan Elk Play Geteen, Chrome Retan Soi 
Welted Heel, Flexible, C-D-E, 11%-2 2:35 

irls Tan Elk Play _— Moccasin Style, Chrome 
Retan Sole, Welted Heel, C-D, 2%-6 $2.60 


MOCCASIN 
OXFORD 


Cut from soft, 
heavy tan Elk, 





around heel. 
Made on wide, 
roomy hiker 
last. 


No. 334 


No. 384—Men's Golden Brown Moccasin Type Oxford, Unlined, 
Uskide Sole, coe Heel, Comb last, 6-11 06 


2%-6 
No. 435—Youths’, 11-2 -- 82 
TERMS: 2-20 NET 30 F. O. B. BOSTON 


J. D. MURPHY SHOE ¢ co. 


NATICK, MASS. 














Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re 
vised edition of the 


Shoe and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to be found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 
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CHANGES IN BUSINESS 


CULVER, CiITy, CAL. — Pacific 
Southwest Shoe Co., shoe manufac- 
turers, incorporated with authorized 
capital of $200,000. 

STOCKTON, CAL.—Worth Apparel 
Co., shoes etc., incorporated with 
authorized capital of $100,000. 

Los ANGELES, CAL.—E. Shuster 
(2520 East Fourth Street), shoes, 
sold out to Lester H. McConnell. 

NORWALK, CONN.—Miller & Tra- 
cey (Quality Shoe Store), shoes, suc- 
ceeded by M. James Tierney. 

MUSCATINE, IOwA.—Fischer Bros. 
& Co., shoes, sold branch store at 
Anamosa to Tracy Shoe Co. 

CHICAGO, ILL.—Wm. Ettinger & 
Co. (730 Milwaukee Avenue), shoes, 
etc., succeeded by John Maganuco. 

GARY, IND. — Tropp & Fann 

(branch §. Chicago, IIl.), shoes, etc., 
reported sold out store at S. Chicago 
to Harry B. Groupe. 
. Boston,—Dina Field (wife of 
Aaron) (9 Albany Street), shoe 
jobber, filed married woman’s cer- 
tificate. 

STONEHAM, Mass.—Durkee Shoe 
Co., shoe manufacturers, incorpo- 
rated with capital of $40,000. 

WORCESTER, Mass.— Manning J. 
Nelson Shoe Mfg. Co., Inc., shoe 
manufacturers, incorporated with 
authorized capital of $50,000. 

DETROIT, MicH.—King. Berke Co., 
shoes, incorporated with authorized 
capital of $15,000. 

G. & F. Shoe Store (Greenhut & 
Franzblau proprietors) (5423 W. 
Warren Avenue, 7143 Michigan 
Avenue, 4711 Michigan Avenue), 
shoes, dissolved partnership—each 
continues alone. 

St. Lovis, Mo.—Benj. Goldberg 
(“Cherokee Leader Department 
Store”) (2301-3 Cherokee Street), 
shoes, etc., reported sold out to Henry 
Wagner. 

NEW YorK ClTy.—J. Siegel (433 
Grand Street), cash buyer and shoe 
auctioneer, removed to 102 Reade 
Street—now operating as Siegel & 
Fried. 

BROOKLYN, N. Y.—Charkiewicz & 
Butanowski (125 Nassau Avenue), 
shoes, reported selling or sold out. 

SEAFORD, N. Y.—David Waring, 
shoes, ete., reported succeeded by 
Herman Edelman. 

SYRACUSE, N. Y.—Basement Shoe 
Departments, incorporated with au- 
thorized capital of $5000. 

MUSKOGEE, OKLA.—French Boot- 
erie, shoes, incorporated with au- 
thorized capital of $5,000. 


LORAIN, OHIO.—Joseph B. Akers, 
shoes, etc., incorporated with author- 
ized capital of $10,000. 

PHILADELPHIA, PA.—F rank Leon- 
ard & Co., Inc., shoe manufacturers, 
succeeded by Homan-Baker Co., Inc. 

STILLWATER, OKLA. — Buster 
Brown Shoe Store, shoes, incor- 
porated with authorized capital of 
$5.000. 

GREENSBURG, Pa.—Benjamin M. 
Harris, shoes, etc., succeeded by 
Charles Perelstine. 

MANNING, S. C.—Morris Ness, 
shoes, etc., removed to Denmark, 
S. C. 

PARIS, TENN.—Humphreys Bros. 
& Foster, shoes, etc., dissolved part- 
nership—succeeded by L. C. Humph- 
reys—Robert L. Humphreys and 
Samuel S. Foster retires. 

ROANOKE, VA.—Brotherhood Mer- 
cantile Co., shoes, etc., reported will 
close out shoe department. 

THIENSVILLE, WIis.—Gilbert Shoe 
Co., incorporated with authorized 
capital of $50,000. 

WISCONSIN RAPIDS, WIs.—Rapids 
Boot Shop Co., shoes, etc., incor- 
porated with authorized capital of 
$10,000. 

CHARLESTON, W. VA.—Smith’s 
Men’s Shop, shoes, etc., incorporated 
with authorized capital of $10,000. 


Business Reverses 


UNION SPRINGS, ALA.—G. R. 
Peddy, shoes, etc., reported asking 
general extension. 

ANAHEIM, CAL.—H. D. McFarland 
(169 W. Central Street), shoes, re- 
ported assigned. 

Los ANGELES, CAL. — Maurice 
Kaufman (“Standard Store”) (526 
S. Main St.), shoes, etc., reported 
assigned. 

ATHENS, GA.—Sam Oden, shoes, 
etc., reported petitioned into bank- 
ruptcy. 

DANVILLE, ILL. — Philip Lip- 
schultz, shoes, etc., reported receiver 
appointed. 

Des MOoINES, IA.—Isaac Tietz, 
shoes, etc., reported petitioned into 
bankruptcy. 

ATHOL, Mass.—Ansin Shoe Co., 
shoes, reported assigned. 

MINNEAPOLIS, MINN.—Nelson 
Shoe Co. (not incorporated) (Nel- 
son Shoe Stores, reported assigned. 

SEDALIA, Mo.—Joe Saffern, shoes, 
etc., reported offering to compro- 
mise at 33 1-3 per cent cash. 

Winpsor, Mo.—Fred L. Stafford 
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(Stafford Department Store), shoes, 
etc., reported petitioned into bank- 
ruptcy. 

BosTon, Mass.—Philippine Amer- 
ican Shve Co. (“Readey’s”) (204 
Massachusetts Ave.), shoes, reported 
assigned. 

HAVERHILL, Mass. — Harmony 
Shoe Co., shoe manufacturers, re- 
ported petitioned into bankruptcy. 

BROOKFIELD, Mo.—William Tooey 
& Sons, Inc., shoes, reported peti- 
tioned into bankruptcy. 

DoveR, N. H.—Wayne M. Colby, 
shoes, reported offering to compro- 
mise at 18 per cent. 

ROCHESTER, N. Y.—Piehler Shoe 
Co., shoe manufacturers, reported 
assigned. 

Rocky Mount, N. C.—Griffin Shoe 
Co. (C. M. Griffin, proprietor), 
shoes, etc., reported petitioned into 
bankruptcy. 

BILLINGS, OKLA.—E. C. Cooper, 
shoes, etc., reported petitioned into 
bankruptcy. 

ENID, OKLA.—United Sample Shoe 
Co., shoe, reported petitioned into 
bankruptcy. 

ALTOONA, Pa.—Harry Brooks 
(Workmen’s Cash Store), shoes. etc., 
reported petitioned into bankruptcy. 

UNIONTOWN, PA.—Ralph C. Dusic 
(State Boot Shop), shoes, etc., re- 
ported petitioned into bankruptcy. 

Forp City, Pa.—Henry Jacobson 
(Chain Army & Navy Store), shoes, 
etc., reported petitioned into bank- 
ruptcy. 

New York City, N. Y.—General 
Leather Goods Co. (8-10 West 
Street), reported petitioned into 
bankruptcy. 

L. W. Hyman Co. (not incorpor- 
ated (87 Gold Street) upper leather, 


_ reported petitioned into bankruptcy. 


Reported receiver appointed. 

PHILADELPHIA, Pa.—Berlin Shoe 
Co. (not incorporated) (Max Berlin, 
proprietor) (335 -Market Street), 
wholesale shoes and findings, re- 
ported meeting of creditors was 
scheduled for Feb. 27 last. 

Fort WorTH, TEXAS. — Economy 
Department Store, shoes, etc., re- 
ported petitioned into bankruptcy. 

SEATTLE, WASH.—Joseph Pincus, 
shoes, etc., reported petitioned into 
bankruptcy. 

LUMBERPORT, W. VA.—Joe Vennari, 
shoes etc., reported petitioned into 
bankruptcy. 

WASHINGTON, D. C.—Petition in 
voluntary bankruptcy was filed here 
Monday by Rudolph Ehrlich and 
Albert Foer, trading as the Ehrlich 
Shoe Co., at 3014-6 Fourteenth 
Street. They list their debts at $14,- 
238.88 and estimate their assets at 
$6,045. Attorney Louis Ottenberg 
appears for the merchants. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
page per issue: 
Space itime 7times i8times 26 times 53 times —. 
aS | ee 
ns pete "15.00 12.00 10.50 9.00 7.50 thele address, each 
eoeee c LD. . . advertisement and 
Kenda 16.00 1400 12.00 10.00 ‘en 











Payment in advance is required, except when regular advertisers, as amounts are too small to o 


Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
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SALESMEN WANTED 














WANTED 
a $10,000 
Shoe Salesman 


The man we are looking for 
must now be in the shoe busi- 
ness and of the calibre to earn 
at least $10,000 a year. 


He must be familiar with mod- 
ern shoe merchandising—must 
appreciate and be himself sold 
on the value of national adver- 
tising—he must have the ad- 
dress and ability to sell the 
value of this advertising to the 
trade. The ability to success- 
fully sell a proposition, rather 
than volume of merchandise, 
will be the principal determin- 
ing factor in choosing the nian 
we want. 


This man will be pleasantly 
situated in a rapidly growing 
organization of national impor- 
tance and his opportunities will 
be limited only by his ability 
and aggressiveness. 


Our employees know about this 
advertisement, so feel free in 
writing in fullest confidence. 
Act ickly. Address C-14, 
care, t and Shoe Recorder, 
207 South St., Boston, Mass. 


SALESMEN WANTED 


Illinois, Iowa, Wisconsin, Arkansas, Oklahoma, 
Texas, Kentucky, Detroit, Kansas City 


Old established manufacturer recently reorganized desires experienced sales- 
men to cover the above State and City territories. 
Ladies’ Novelty Footwear to Retail at $4.00, $5.00 and 
minute. Prefer salesmen with cars who cover their territories close. 
commission. Write us in detail including references so that we can come to 
a decision after reading your first letter. 


Address C-7, c/o Boot & Shoe Recorder, 207 South St., Boston, Mass. 





Complete In Stock Line of 
.00. Right up to the 
ighest 


















SHOE SALESMEN—ATTENTION 


If you are open to take on fast selling side line of materials to the retailer, on commis- 
sion basis, we are looking for active, ambitious men. Excellent opening. 
Address B-988, c/o Boot and Shoe Recorder, 207 South St., Boston, Mass. 





















SALESMEN WANTED 





M talk ig Wi tes 
FOR Minnesota Nebraska 
Missouri Arkansas 


Calif. States 


To sell a line of Men’s Dress Welts 
recognized as the outstanding $5 (retail) 
proposition of the United States. Sub- 
stantial ‘‘action’’ salesmen. Give sales 
record, own hand-writing in first letter. 
Write freely, will be held strictly con- 
fidential. 


Address B-983, care Boot and 














Shoe Recorder, 1627 Locust St., 





St. Louis. 








Children’s Goodyear 
Welts and Turns 


South Carolina, Georgia and 
Florida open for a salesman with 
established trade. We offer a fine 
line of turns and Goodyear welts 
at real prices; Infants’, Children’s 
and Misses’; Liberal Commission 
only, payable one-half at once, 

ce on shipment of orders. 
Give reference in first letter. 


REIDER SHOE MFG. CO. 
Schuylkill Haven, Pa. 

















ANTED—Salesmen to sell our oapaier 
priced line of Children’s Novelty Shoes, 
carried in stock. Turns and Stitchdowns in 
sizes from 5 to 2. McKays 5 to 8. First 
Steps in turns and stitchdowns, 1 to 5. Best 
Novelty line on the market. 











WANTED 
ced shoe salesman, with estab- 
to sell Children’s and 


commission, Territory New York, New 
Saree Western Peunsylvania, including 
Pittsburgh and Obio. Give full particu- 
lars and send references in frst letter. 
Address C-6, care Boot and Shoe 
poconen, 267 South St., Boston, 
ANN. 






























ESTABLISHED TRADE 







Ad C-8, care Boot and Shoe 
 - amet 207 Seuth St., Boston, 
ass. 























W ANTED—Salesman to handle the “Health 
Maker” children’s medium shoes, short 








line. Territories open in the Middle West and 
South. Only and well- 
known to the trade will auraight 
commission basis. Give full er 
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SALESMEN WANTED 


FOR SALE 


LINE WANTED 








SIDE LINE SALESMAN 


and chain store 
to take on 
r 


t 
207 South 
St., Boston, Mass. 











CALESMAN with established trade and fol- 

lowing to cover Baltimore, Washington and 
Southern States, to carry a line of women’s 
high grade turn shoes. State references in 
first letter. Address P-95, care Boot and Shoe 
Recorder, 1530 Chestnut St., Philadelphia, 
Penna. 





SALESMEN, for several territories wanted 
te carry a line of steel shoe buckles, as a 
side line on a commission basis. A. Steinhardt 
& Bro., 1382 Broadway, New York. 





SALESMAN for Mississippi and Louisiana. 
Travel by automobile. Stitchdowns, Mc- 
Kays, Leggings, Hagerstown, Shoe & Legging 
Company, Hagerstown, Maryland. 





SALESMAN with established trade in Mon- 
tana, Washington, Oregon and _ Idaho to sell 
cent commission, Misses’, Chil- 
dren’s and Infants’ Turn Shoes to Retail 
Trade. References necesary. Edward H. 
Kennedy, 9 Furnace St., Rochester, N. Y. 


on seven 





WE have several openi for side line shoe 

salesman. Our side line consists of shoe 

ribbon novelties, rhinestones, leathers 

buckles, etc. When writi i 

in your first letter. - 

ae Shoe Recorder, 207 South St., Boston, 
ass. 


FOR SALE. Best established Shoe Store in 

Muncie, Indiana. See F. B. Jones, 215 

Seymour Street. Five Year lease on our 
oom. 





FOR SALE 


Well equi Shoe ir Shop and 
small s of shoes. ing big busi- 
ness. Reason for selling, will go west. 
Write for particulars, 
PARI’S SHOE SHOP 
Iron River, Mich. 








ATTENTION 


Small manufacturing business equipped 
for manufacturing of felt and leather soft 
sole shoes for men a women and chil- 
. In the vicinity of Worcester, Mass. 
Address C-9, care Boot and Shoe 
qeeeeSen, 207 Seuth St., Boston, 
ass. 

















FOR LEASE 





In Detroit—To Lease 


Exceptional opportunity to 

year extablixhed Men's Shoe Depa 

for additional period of 8% years in one 

of Detrvit’s best located and equipped 

men's clothing and furnishing stores do- 

ing big cash business. Entire balcony, 

completely equipped with fixtures, Large 
teide front Show Care on Sidewalk and 











POSITION WANTED 


EXPERIENCED shoe salesman; with large 
acquaintance. among wholesalers, chain 
store systems and volume buyers throughout 
the United States, would like to.connect with 
a good reliable factory, familiar with all lines 
of footwear. Address N-541, care Boot and 
chee Recorder, 239 W. 39th St., New York, 








SHOE BUYER of long experience, having 
been connected with some of the largest 
wholesale shoe concerns in the United States, 
and familiar with all lines of shoes, would 
like a buver’s or manager’s position with a 
good reliable concern. Address N-542, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





ORTHOPEDIST — graduate doctor—with 16 
years’ rience in the retail shoe business, 
seeks position where fine fitting and highly 
specialized knowledge of diseases and deformi- 
ties of the foot will be valuable. Has own 
X-Ray equipment and facilities for manufac- 
ture of an exclusive line of Arch Supports, 
if desired. Connection sought is with large 
retail store in charge of orthopedic work or 
with manufacturer of corréctive or semi-cor- 
rective, footwear, where Yr - of foot 
disorders would be valuable in es or sales 
promotion work. Address C-12, care of Boot 
ee Shoe Recorder, 207 South St., Boston, 
Mass. 








FOR SALE 
Good manufacturing 
particulars. 





HOE Store For Sale. 
city. - Good location. Write for 
Alton Ills, 215 E. 8th St. 





NOVELTY SAMPLES FOR SALE 


Wanted fixed outlet on contract basis for 
women’s novelt) shoes. Connection with 








SHOE STORE established for 

lease, center retail shopping 
cash, balance ~ secu 
tention to 


Owner m 
other interests. L. L. 
Laughlin Bldg., Los Angeles. 


enty of window display space. Rent 
ludes Hght, heat, ter service, with 
personal attention. nappy young men’s 
shoes to 7. A big 


retail at $5 ‘ 
business can be accomplished. Immedia 


te 
Only responsible inyuiries 


GABE LANG 
707 Broadway New York 


SPACE to lease for popular priced ladies shoe 
department in specialty store in 100% loca- 
tion, Worcester, ass. ddress B-989, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





SHOE DEPARTMENT TO LEASE—Lead- 
ing department store city of nearly 100,000 
which has always operated its own shoe de- 
partment, wants to lease same to manufacturer, 
Address C-11, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 








FOR RENT 








ly 300° 
-» Buffalo, N. Y. 








STORE FOR RENT 
Pittsburgh, Pa., 100% Location 


in Heart of Shopping Center 
Fully equipped Shoe Store. 











O RENT: S in finest W ’s Depart 
non Store tn Tro N. Y. For 


LIVE Wire Salesman, 10 years’ with Californie 
'“ trade wants shoe store and repair shop find- 
ings and novelties. Well acquainted, has car, 
Commission Basis, best of references. Address 
C-1, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














New and Used Chairs 


Save floor: space 
and make your 
store more attrac- 
tive. 

Jerfooforfooforforforfoofonfoofoo}e 
Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 


tel eieinimieimininink 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
New York City - 














Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Wag Oec roumten se 


CIN CINNAT? 
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FOR RENT 


FOR RENT 








FOR RENT 


Plumb in the Center of New York’s Shoe District! 


A first class sales office and display room in the heart of the New York 
shoe district. Will rent this exceedingly desirable space for one substantial 
line or to two non-competitive houses. For details address 


B-944, c/o Boot and Shoe Recorder 
239 West 39th St., New York City, N. Y. 














WANTED TO PURCHASE 


MISCELLANEOUS 








CASH PAID 


for entire shoe stocks or surplus stocks 

of shoes or other merchandise. Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn, 
Phone Pulaski 1798 


Metal Shoe Fitting Stools 


and Floor 
Mirros 


Ne. 141 


wie THE CHICAGO 
cu'face WIRE CHAIR CO. 


621 N."La Salle Street, Chicage, Ill. 

















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We 
your surplus or slow sellers. 
no object. Retail or whol . 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confiden Established 1890. 


GLAU 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 03862 








For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 
: Genuine 
ee ee Lizard 
GOLD and SILVER KID SHOES 
renewed by AIGLON SHOE CREAM 


50c. a jar 
8S. APRILE—iMPORTER 
61 West 50th St. ° New York 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 
$96 BROADWAY, NEW YORK, N. ¥. 
Phone—Canal 6874 
WILL ( SLOW FOR 
BUY { SURPLA ‘stocks } CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 











FOR CASH 
We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 


Phone Walker 5846 











Street, 


dtk 
well, Vaasa. 


MISCELLANEOUS 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 
Are Business Getters 
Send for Catalog and Prices 














H-W shoe store chairs give 
the utmost customer 
comfort in smallest space. 
Consult our store seating 
experts, without charge. 


Les Angeles, Calif. 

New York, N. Y. 

Philadelphia, Pa. 

Chicago, Illinois Portland, Oregon 

Kansas City, Mo. San Francisco, Cal. 
St. Louis, Missouri 


Baltimore, Maryland 
Boston 45, Mass. 
Buffalo, N. Y. 





NS ee CARTON 
phe-Wey-) 
We design 1 print 1 
of those used by the Shoe Trade 


request 
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MISCELLANEOUS 











CUT STEEL 
BEADED BUCKLES 


Send fer sample selection 
PuuapELPHiA SHoEe Novetty Co. 
Manufacturers 
1210 No. 7th St., Philadelphia, Pa. 











—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CO. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 











Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 

Get our prices before 
placing your order 


2416 No. 10th Street 
ST. LOUIS, MO. 








ATTRACTIVE 
SHOE CARTONS 


LABE 
for the exclusive shoe trude 
PRICE-SERVICE-QUALITY 
THAT SATISFY 
aie 
FRANA ©. MEYER CO » 
om rs Exe 
26 $-27% LEXINGTON AVE 


BROOKLYN A&.Y¥ 
CAR 


AS GRIA 101 yn MFRS 
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Interesting California Store 


HE Vogue Boot Shop, 2306 West 

Seventh Street, Los Angeles, now 
under the management of Fred E. 
Barnes, in the Westlake Park dis- 
trict, is another of the charming shoe 
salons of the city. It is strictly a 
novelty shop for the feminine trade. 
Shoes of high style are carried at 
prices ranging from $11 to $18. 

Facing the park and in the center 
of the ultra-smart residence and 
apartment house district, and ideally 
located on that part of Seventh now 
called “The Fifth Avenue of Los An- 
geles,” the Vogue enjoys a splendid 
trade. 

The interior of the shop is done 
in blue and gold, mauve carpet, gold 
finished wicker seats, chairs and 
settees, floor lamps, old rose and gold 
theme carried out in the draperies 
and hangings. At the rear is a bal- 
cony with a railing from which hangs 
old Spanish shawls and drapes. 

The display window is of the new 
French type, no back, a low flooring, 
oaken finish, shoes shown on antique 
stands. A wrought iron grill sepa- 
rates the window from the main 
store. 

There is an air of dignified style 
and refinement in this shop that ap- 
peals to the woman of discriminating 
tastes. The patrons are many and 


Fred E. Barnes and interior 
of Vogue Boot Shop, Los 
Angeles 


are of that class demanding special 
attention and service. In this shop 
their desires are most pleasingly 
gratified. 

Mr. Barnes, before coming to Los 
Angeles, was associated with the 
Watkins Bootery of Santa Ana. 


Miller Tulsa Store to Move 


TULSA, OKLA.—The I. Miller Shoe 
Co. finding that it had outgrown its 
present quarters, has purchased the 
Paramount Shoe Co. location. Plans 
are being perfected by Sid Lazarus, 
the owner, toward making this new 
store the handsomest one in the 
Southwest. It will specialize on I. 
Miller shoes and hosiery as hereto- 
fore.- Mr. Lazarus also operates six 
other stores in Oklahoma under the 
name of the Cinderella Boot Shop. 


Oppose Fair Trade Bill 


Sioux Ciry, Iowa—The Sioux 
City retailers recently decided on a 
movement, opposing the “Fair Trade 
Bill,” sponsored in Congress by 
Representative M. C. Kelly of Penn- 
sylvania. This bill would permit 
manufacturers of nationally adver- 
tised commodities to establish retail 
prices that must be maintained by 
distributors. 
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Emsarrassinc situations of this sort are by no means unusuai. 
The unfortunate lady is not only placed in an embarrassing 
position but also in an exceedingly dangerous one—for the 
loss of a heel often results in a painful fall. Who’s to blame— 
the wearer, the manufacturer or the dealer? It doesn’t make 
much difference, for the victim always places the blame on 


Farsighted retailers forestall vain the dealer and he unknowingly loses a valuable customer. 
regrets by insisting om the use of 
AxesiaW oop Hest Scenws by the Your customers are entitled to security as well as style and 


manufaiurer. An important little ° ; 
— aitnaaadaae comfort in their footwear. ALpHaA Woop Hest Screws 


customer and help create goodwill eliminate loose wobbly wood heels. 


IEC Yee Ve VeVi VON ON ODS SOOO EEE EE OOOO 
wewvevVevec Wee sts ee eV er eV eve eveVeVave Vea ets Ve atest. 


—~ 


Vow 


. 


. eS ee ee 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


A 4 4 4s 4s 4s 4s ys pS pS 4s 4s 
When writing to advertisers please mention Boot anp SHor Recorper 





ll eta 


— 


SS 


Fe aren 


188 


THE g8sssa8282 BOOT AND SHOE RECORDER’S INFORMATION BUREA 


% 
% 


a & 
& & 
a a 
a & 
a & 
& . 
RKAKKAANVKNLANN 


BOOT AND SHOE RECORDER 








March 6, 1926 


Snakes to Electros! 
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AHANNANANNS 


HE drill of our Informa- 

tion Bureau has certainly 
struck a well of inquiry! In- 
teresting indeed is the stream of 
questions pouring into the Boot 
and Shoe Recorder office from 
members of the trade and from 
many fields outside the shoe and 
leather industry. 


“Can you tell me about—” 


SnakeskinsP 

Electros for advertising men’s 
shoesP 

Compensation for shoe sales- 
menP 


Who sells artificial flowers? 

Importers of boots and putteesP 

Who makes $6 and $7 golf shoes? 

Who uses sole leather clippings? 

Who makes metal shoe window 
fixtures P 


These are a few questions— 
picked at random. 


Isn’t there perhaps some problem 
of your own which the Boot and 
Shoe Recorder Bureau can help 
you answer? Our sources of in- 
formation are wide—our willing- 
ness to dig with you and for you is 
unlimited. It’s free. 


BOOTandSHOE 
RECORDER 


207 South Street BOSTON 
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Friends of Yours 


Are Working for You in This 


Hosiery Mill 


Do you know where you 
stand in the estimation of 


your hosiery manufacturers? | 


If you are not sure, you can 
easily find out. 


Next time a salesman shows 
you samples, 
be particular- 
ly critical of 
one thing— 
the elasticity 
of the hosiery. 


good hosiery should have. 
Here are stockings—and 
socks—in which forcible 
stretching of materials is 
never employed. Stockings 
—and socks—that come to 
you with all 
the wear-re 
sisting yield 
of the mater- 





If it lacks it, 
you are out of luck. 


You can tell that friends of 
yours are working for you in 
the Everwear Hosiery mill. 


Merely a casual examina- 
tion will convince you that 
Everwear Hosiery has all the 
natural stretch and give that 





gies” ‘alsi d 
ials intact an 

ne unspoiled. - 
Making hos- 


iery that way and no other 
way is an irrevocable busi- 
ness principle with Ever- 
wear. 


Isn’t it a business princi- 
ple that should characterize 
any hosiery mill deserving 


of your trade? 
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The stylish new Everwear numbers 
are rich in stirring color tones. 


* £ & 
WRITE OR WIRE FOR SAMPLES 


¢ + & 


THE EVERWEAR HOSIERY CoO. 


Pioneer Makers of Quality Hosiery for Men, Women and Children 
MILWAUKEE, U. S. A. 


© 1926 
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Here’s Hosiery History in the Making 
Hosiery Volume for the Taking 


ERCHANTS who stock 
td the Tru-fab line will find 
it selling far out of the ordinary 
run, once their customers begin 
to realize its unusual qualities. 


Invisibly reinforced all over, 
Tru-fab hosiery is an entirely 
new type. To outward appear- 
ances it is simply a line of un- 
usually high grade, smartly- 
styled numbers, ranging from 
dollar to thirty-five cent retailers. 


But as the months go by its 
hidden virtues become evident. 
Through many a round trip to 
the laundry, trim fit and color 
remain as they were at the start. 
Through many months of the 
hardest service the exclusive new 
Bi-Spinning process proves its 
unique advantages. 


What is this new thing? 


Simple in description, complex 
in performance, it is a method 
of blending two fibers so that 
the strength of one enhances and 
fortifies the beauty of the other. 


It began with Rayon and 
Wool. Now Silk, Lisle, Cotton 
are similarly blended into a line 
from which you can choose a 
complete moderately - priced 
stock. But you will find Bi- 
Spinning only in the Tru-fab 
line—it is exclusive. 

Twenty-two years of careful 
and honorable manufacturing 
stand behind this new departure. 
Two years of careful test have 
preceded the announcement of 
3i-Spinning. The result is 
hosiery history—a line you can 
stock with the utmost confidence, 
and back with the full weight 
of vour good name. 


Athens, Georgia 





new pair. 





The Tru-fab Guarantee 


“Tru-fab Hosiery are guaranteed to out- 
wear your expectations. Unless they keep 
their trim, fit, attractive color and luster 
far longer than you expect—the makers 


want you to have your money back, or a 


“The merchant from whom you bought 
them is hereby authorized to make the re- 
fund without question when you ask for it.” 








Jru- 


Bi- Spun, HOSIERY FOR MEN 



































One of the Spring numbers is illus- 
trated here. It is Bi-Spun, and to be 


had in a variety of color combinations. 


CLIMAX HOSIERY MILLS 
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No. 415—Boys’ heavy weight, triple- 
knee ribbed hose, with a thirty-year ser- 
vice record behind it. (Colors, black and 
cordovan. ) The price is $2.15 onall sizes. 
3% case lot discount on shipments of 
thirty dozen brings the actual cost down 
to $2.09. In times past, a retail price of 
twenty-five cents on this hose has broken 
many store records for ‘‘One Day Sales’’ 
of children’s hose. Today it is a greater 
value than ever before. 


No. 28—Misses’ ribbed hose, in colors, 
black, white, cordovan, medium brown 
and beige, at a price of $2.10 onall sizes. 
3% lot discount on shipments of thirty 
dozen brings cost down to $2.04. 


The old Fifty-Cent group 
listed below—now priced 
at $3.25, allsizes, or $3.15 
in case lots of 30 dozen or 
more of each style—offers 
the greatest assortment of 
values in America at a 
retail price of 


3Q! 
= 


No. 10—Boys’ heavy ribbed lisle hose, 
triple-knee, with four-ply heel, sole and 
toe. Black and brown. 

No. 15—Boys’ extra heavy ribbed cotton 
hose. The old ‘‘Leather Stocking’’ of 
forty years ago, that made triple-knees 
famous. Known the country over. Made 
in black only. 

No. 90—Boys’ or misses’ medium heavy 
ribbed lisle hose, with triple-knees and 
four-ply heel, sole and toe. In black and 
brown. A happy compromise in weight, 
giving unusal service plus dressy appear- 
ance. 

No. 312—Misses’ mercerized lisle ribbed 
(7 by 1) hose. Black, white, cordovan, 
medium brown, medium gray, beige, 
smoked horse and dogwood. Fully rein- 
forced for extra wear, very dressy in 
appearance. 


Other styles in “length fancy 
‘top hose correspondingly 
reduced. Write for details. 
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~ IMPORTANT NOTICE 
to Children’s Hosiery Buyers 





A remarkable opportunity for 
smashing sales on standard styles 
due to special Price Reductions 


Write today 


Allen-A is now ready to announce an amazing new low 
price scale on standard styles of children’s hosiery. This 
is not merely due to lower cotton prices. It comes from 
an entirely new mechanical process in hosiery manufac- 
ture. It marks a new era in production methods. 


This phenomenal price reduction gives you an oppor- 
tunity to advertise and feature this famous merchandise 
at prices that will bring the big volume of a cut price 
sale—and stz// give you full mark-up. 

Famous old Allen-A [Black Cat] styles are now priced 


to retail at swenty-five cents. Regular fifty-cent numbers 
can be priced at thirty-nine cents. 


Your biggest opportunity is 7ow— before these new prices 
are an old story to the public. Reserve stocks are ready 
(while they last)to take care of orders. Please act at once. 


On this page are listed a few excellent styles for a special 
price selling. Mail orders on these will be handled 
promptly. For further information use the coupon below. 


Tue ALLeEN-A Company, Kenosha, Wisconsin 


—----------------- SEND IT TODAY! ----------------~ 
Tus Aus-A Co. No OBLIGATION OF COURSE 
Kenosha, Wisconsin 
Gentlemen: Stor 
UOTE ....000 eedervcaseeocusvese sundpipreenunasenenens “ eounugresuenes: ~ 


at once your new low price 


m a ° Name of Buyer 

list on children’s hosiery. 

Also, have your salesman 

call as soon as possible. City Ae EE NR eee 
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Sold before you buy 


The gist of a three thousand year old 
Chinese proverb says, “A wise mer- 
chant sells his merchandise first.”’ 


Which means— 


Buying merchandise that you know 
will sell. 


For more than thirty years, thous- 
ands upon thousands of merchants in 
every part of the United States have 
been stocking the Gordon Hosiery 
line with full knowledge beforehand 
that it will sell steadily in increasing 
volume. 


In the Gordon Silk line alone there 
are eleven numbers to retail at from 
$1 up to $3 in acomplete range of all 
the desired shades, from sheer chif- 
fons to the heavier service weights. 


The Brown Durrell unequalled de- 
livery service enables you to always 
keep inventories low, and the rate of 
turnover far above the average. 


The long established reputation of 
Gordon Hosiery for stylish appear- 
ance and long wear, plus national ad- 
vertising, insures Gordon sales before 
you buy. 


ordon 
HOSIERY 














Style Service 


The Style Service 
Department is de- 
signed to assist the 
hosiery depart- 


ment. 


The Spring 


Style Booklet, 
showing the cor- 
rect color «om 'i- 


nations 


of cos- 


tume, stockings 
and shoes is an in- 
valuable aid in in- 
creasing sales. 


Write for 
It will be 


copy. 


your 


mailed to you free. 














[Established 1872 } 


BROWN DURRELL COMPANY 


GordonHosiery - Forest Mills Underwear 


New York 


11 W. 19th Street 


Gordon Underwear 


104 Kingston Street 


Boston 
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See for yourself the 
difference that 
“Onyx Pointex’’ 
makes. In both 
photographs the 
ankles are thesame. 
But in the lower one 
the ankles are clad 
in “Pointex.’’ 




















Reprinted from 
The New York Evening 
World of February 4th. 


EUROPE depends upon the beauty 
specialist for perfection in ankles 
AMERICA DEPENDS UPON “Onyx Pointex” nly, 


dise 
No. 255—“Onyx Pointex"’ ser- Made in all the standard colors: He, 590—"Gays, Palasen” exe. | on de 
1.00 





vice weight, with lisletop and sole $ vice weight, all silk 
= : _ $ $15.50 _0e ee " er es 
No. 355—“‘Onyx Pointex Shere No. 155—*“Onyx Pointex Sin. bbb "Entins Peliaee Sieuns- Th 


silk’’ with lisle top and lisle-lined medium weight, with lisle | $12.50 ° 
top and sole silk” chiffon weight, all silk . . whic] 
ee quent 


39 : . chang 
“Onyx & Hosiery i 
qgestaons tion, | 

oe ° 99 | &4 

Pointex “3 

REG.U.S.PAT.OFF. with 
“Onyx’’ Hosiery Inc. Manufacturers New York care ; 
sortm 


© 1926 
Co | 
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(sood Increase In Hosiery Sales 


_ Forecast for Spring 
: By Camillus Phillips 


the end of February, the 

hosiery situation has 
cleared up quite definitely, 
if the orders pouring in on 
New York’s resident buyers 
from all sections of the 
country can be relied on as 
guides to the judgment of 
their client stores on what 
is going to be the popular 
demand. 

Probably the most impor- 
tant information available 
for the behoof of the aver- 
age shoe store in this con- 
nection applies to the ho- 
siery section as a whole, 
rather than to any feature 
of the merchandise. 

It boils down to urging the 
shoe man to give his ho- 
siery, this spring, the best 
show he can possibly pro- 
vide it. 


[' would seem that, with 


HE best possible posi- 

tion, which means well 
up to the front of the store, 
where every. visitor, willy- 
nilly, must see the merchan- 
dise on entering and again 
on departure. 

The best possible display, 
which means not only fre- 
quent and well - studied 
changes in arrangement of 
hosiery shown in the sec- 
tion, but also 2xtensive win- 
dow space, where the show- 
ings shall be changed even 
more frequently and planned 
with even more meticulous 
care; the best possible as- 
sortment of stocks; and— 
what will prove of prime ef- 








Factors expected to make this a ban- 
ner year in hosiery departments may be 
summarized as follows: 

General prosperity. 

Exceptionally short skirt lengths, 
emphasizing the importance of the leg 
in the silhouette. 

Unexampled beauty in design and 
color of shoes with which hose must 
harmonize, making necessary the pur- 
chase of an entire new hosiery and shoe 
wardrobe in order to be in the mode. 








Mae Murray wears silk stockings to match the 
piping on her shoes. 


fectiveness — persistent yet 
tactful hosiery selling in re- 
lation to the selling of spring 
shoes, 

And if the shoe dealer 
hasn’t any hosiery section 
to do these things to, now is 
the time to subscribe. 


LL retail distribution— 
department stores, spe- 
cialty shops, resident buyers, 
and those retail shoe mer- 
chants who have won their 
hosiery spurs already—are 
agreed that this spring and 
summer provide every factor 
required to evoke a hosiery 
sales volume beyond prece- 
dent. These factors are: 
Universal prosperity and 
a general readiness on the 
part of women to spend 
freely for their adornment; 


XCEPTIONALLY short 
dress lengths, empha- 
sizing the importance of the 
leg in the silhouette, with 
which is combined fashion’s 
decree that there can be no 
compromise with superior 
quality in the matter of the 
hosiery worn; and 
Unexampled beauty in de- 
sign and color of _ shoes, 
which women are regarding 
this spring with so much 
respect that they accept it 
as a canon of dress that 
the hose must harmonize 
with the shoes, if it does not 
absolutely match them ex- 
actly in shade. 
Taken all together, these 
considerations are regarded 
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Entrance to the Kinney store in Austin, Tex., wherein Manager E. L. Dunnington pushes 
hosiery by a generous display in the small case between the two entrance doors. 


as being very close to compulsory 
on women for the purchase of en- 
tirely new hosiery outfits this spring 
and summer. The compulsion will 
be yielded to with no reservations 
by those who can afford it, and with 
reservations as few as their purses 
permit by those who can’t. 

“It’s silk, all-silk, full fashioned, 
for every one of our stores,” declared 
the hosiery specialist buying for one 
of the leading retail store groups. 
“We can’t give away seamless or 
anything else that fails to qualify 
as hosiery of the impeccable kind.” 


HE shoe store man can, there- 

fore, take it as the consensus of 
retailing opinion that there is going 
to be a killing in hosiery, and also 
that it will be his own fault if he 
fails to get rather more than his 
share of the business. His particu- 
lar care should be to refrain from 
trying to sell hosiery outside of his 
own, special class, the danger this 
season being that he may try to sell 
his trade merchandise above, rather 
than below the means at their com- 
mand. 

The only shoe store that will be 
safe in restricting its hosiery line 
to all-silk, full fashioned merchan- 
dise is the one specializing exclu- 
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sively in fashionable, expensive foot 
gear. All others must discriminate. 

If the management will appraise, 
for this spring, women’s willingness 
to spend for hosiery quality from 20 
to 25 per cent in excess of their out- 
lay last spring, he will perceive that 
he is warranted in offering merchan- 
dise correspondingly better in mate- 
rial and finish. He will be helped 
very greatly by the fact that manu- 
facturers of hosiery, fully compre- 
hending the significance of the 
spring dress and shoe styles, have 
provided really surprising values in 
silk stockings for relatively little 
money. 


O outline concretely the discrim- 

ination requisite, it may be ob- 
served that no shoe store hosiery 
section, however low-priced the 
neighborhood, can afford this spring 
to be without a line of all-silk, full 
fashioned hosiery, even if the legiti- 
mate retailing price be no higher 
than $1.35. Nor should it lack a 
supply of long boot lisie tops, boot 
up to 24 inches and top down to 4 
inches, which will figure in the wants 
of many girls and women whose cir- 
cumstances require them to make 
sure of wearing quality at measur- 
ably low price. 


On the other hand, the family 
shoe store doing its business with 
people of the middle classes, can well 
afford to carry a really superior line 
of full fashioned, all-silk hosiery 
such as, last year, it would have put 
in only as a very risky gamble. 

With all hosiery sections, the aim 
should be to meet a general demand 
for quality that is several notches 
higher this year than ever before, 
yet to provide the run of trade with 
merchandise handsome in appear- 
ance at whatever moderate price 
level the wholesale cost permits. 


HE time to push spring hosiery 
is now, and the hosiery to push 
is chiffon. No account need be taken 
of the weather, however inclement 
March may prove. Those who, prior 
to Easter, find that they must buy 
service weights, will ask for them, 
and buy as little as they can worry 
through cn before matching up their 
spring shoes in the chiffons. Bad 
weather throughout the month will, 
of course, protract the popularity of 
the rose taupe, gunpowder and dark- 
er shades taken for prevailing cold 
weather wear, just as it will serve to 
delay the rush of buying in spring 
hosiery. 
As a memorandum of the closing 
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winter color demand on the part of 
consumers, it may be observed that 
rose taupe, grain, beige, French 
nude, gunmetal and flesh maintained 
their respective positions unaltered 
in chiffon, but with blue fox—other- 
wise ecstasy—coming up hand over 
hand on the sheer strength of its 
novelty in name. Black, in the ser- 
vice weights, took the lead over beige 
and grain when February’s frequent 
snow storms made it evident to the 
more conservative classes that they 
were in for a siege of nasty weather. 
These alignments of the color scale 
may be expected to hold good for 
the opening weeks of this month and 
longer, if March persist in the lion 
act. 

But with Easter close at hand, 
even a roaring outgoing March will 
searcely be able to deter the world of 
women from preparing for their 
spring blossoming and from buying 
their chiffon silks in the lightest 
shades they can lay their hands on. 
One very large group of department 
stores catering to the middle classes 
in different sections of the country 
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reports its hosiery deliveries for 
March and April as consisting main- 
ly of the nudes, or beige, champagne, 
peach, moonlight, dove gray, mauve 
taupe, sunset and woodland rose, or 
in French bois de rose. 

The popular concern with shoes 
was manifested in prominent New 
York department stores as early as 
February and the buyers. then 
reached the conclusion that the lead- 
ing shoe tones were to be gray and 
bois de rose, which harmonize well 
with the increasingly favored palm- 
etto green shade in spring dresses. 

For these reasons, they believe 
that bois de rose hosiery will vie 
with gray in spring sales volume, 
but are inclined to allot to gray a 
steadily improving position on ac- 
count of the artfully darker trim of 
the gray shoes, which enables the 
wearer to start them with hose 
matching the trim and to regard 
with sublime disdain of conse- 
quences the fading of the stockings 
in the wash, because the lighter they 
become, the better they will match 
the body tone of the shoes. 
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There is marked unanimity of 
opinion among resident buying ex- 
perts and New York department 
store hosiery and shoe buyers as to 
the vogue of white during the sum- 
mer. The resident buyers define the 
fact; the New York store buyers 
supply what appears to be much of 
the explanation. 

The fact is that store buyers all 
over the country, who are accus- 
tomed to foresee popular demand in 
hosiery, are now covering them- 
selves on white silk, full-fashioned 
merchandise, mostly of service 
weight, in advance of heavy May 
and June demand. 

Summer wear is preponderantly 
of service goods because of the ten- 
dency of chiffon to wilt in perspira- 
tion and stick clammily to the leg. 

The store hosiery buyers attribute 
their expectation of this extraordi- 
nary white demand to the certainty 
of white and very light shades in 
summer dresses, while the shoe buy- 
ers predicate it on a like assurance 
of big summer business in white 
shoes. 


Men’s Fancies to Be Quieter in 


T HE beginning of March 
brings a distinct modifica- 
tion of resident buying opin- 
ion regarding the styles for spring 
and summer in men’s hose, both 
regular and sport wear, so far as 
concerns those departments which 
specialize in hose worn by well 
dressed men. 

In these discriminating stores the 
color schemes of both kinds of mer- 
chandise will embody the reaction 
of the well-to-do classes from the 
loud, startling hues and patterns 
which accompanied the recent craze 
for garments known to the men’s 
clothing trade as cream puff and ice 
cream junk. 

Without delving deeply into that 
connate topic, it may be informing 
to observe that, some three years 
ago, the male half of the population, 
while rejoicing in the extravagance 
of the female half, decided that 
worsteds were too expensive for the 
one who provided the cash, plus the 
necessary something on the hip. 
Men’s clothing, accordingly, took 
refuge in woolens, which bloomed 
into colors outshining the lilies of 


Top Grades 


Color Riot Likely to Continue, 
However, in Popular Priced 


Merchandise 





the field and transformed the male 
of the species into a cross between 
a newly enriched costermonger and 
the dude of the past century. 

His hose followed suit until, this 
fall and winter, it was impossible 
to supply anything too gorgeous for 
masculine preference. It happened, 
however, that just then men re- 
volted against the poor wear and the 
bad taste of their woolens, while the 
manufacturers of worsteds_ suc- 
ceeded in reducing their costs suffi- 
ciently to meet the price the average 
consumer felt he could pay. There 
came a renewed demand for wors- 
teds, which do not lend themselves 
kindly to the bright glare and gaudy 
shades of woolens, so that the cloth- 
ing trade was taken by surprise at 
the overwhelming insistence of the 
public on worsteds in standard, navy 
blue, a trend. persisting this spring. 


The male addiction to loud hosiery 
lingered, for even the intelligent 
dressers had become so ingrained 
with the loud color and contrast idea 
as to hosiery that its patterns might 
have been tattooed on their ankles. 
But when winter drew to its close 
and they realized that the tumult of 
the spectrum was dying away, it 
became obvious that something 
must be done about it, the more 
promptly because manufacturers of 
men’s hose had already perceived 
the signs and portents and were 
offering socks and sport hose filled 
with more harmonies and fewer 
detonations. 

So men’s socks for March are 
mainly in lisles and silk-and-lisles 
that may be designated as quiet 
fancies. As body color, the blues 
lead, and tans and grays follow. 
While the contrasting colors are 
more pronounced than in men’s golf 
hose, they are mild indeed as com- 
pared with the violences perpetrated 
last fall. About the most ill as- 
sorted and, in buyers’ opinions, the 
least promising, is the imposition of 
greens on the blue ground. General 
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favor, it is .expected, will be ac- 
corded the tan and gray figures on 
blue, with survivors of the old guard 
taking fondly to reds in contrast 
with the blue. 

In the golf hose worn by well 
tailored men this spring, colors in 
contrast will be relatively few, but 
there will be a very extensive vari- 
ety of golf hose in different tones 
of the same color. This tendency to 
seek harmony instead of violent con- 
trast is evidenced also in the sea- 
son’s new crop of sweaters; so that 
makes it official. The patterns will 
still be jacquard, with numerous odd 
figures and also checks and dia- 
monds. Indicative of the trend 
toward restraint is the noteworthy 
fact that, while most of the golf 
hose shown for spring is fancy as 
to both leg and cuff, many of the 
best men’s departments are now dis- 
playing merchandise with the leg in 
solid color and the cuff alone fancy. 
These are the departments that sel- 
dom deign to ask less than $7.50 for 
their golf hose. 
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The bulk of golf hose sales is at 
and around the $3.50 retail price 
level and it includes, this spring, 
some foreign merchandise in wool 
that is of excellent quality and sub- 
stantial weight. It comes in plain 
leg with fancy top as well as in 
quiet, dignified heather and marl 
mixtures in the leg, with the top 
fancy. At the $2.50 retail level, one 
encounters mostly the cottons and 
the cheaper wools, as a rule pat- 
terned according to vociferousness 
prevalent in 1925. 


Not. all retail shoe merchants, 
naturally, can be in the $15 per pair 
class, nor would the majority even 
care to be. While it is well and 
good to define what are the fashions 
for the rich and the near-rich, for 
a’ that, and for a’ that, $2 is $2 for 
a’ that. Soa frank, vigorous state- 
ment of the preferences of the $2 
sport hose golfer, just at this time, 
ought to have a cash value for the 
shoe retailer whose patronage is 
made up of plain folks instead of 
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society leaders. The resident buyer 
for a large group of middle class 
stores says: 

“Men’s golf hose will sell as well 
as usual with the advent of spring, 
but will show a great gain in the 
popular-priced merchandise, retail- 
ing from $1.50 to $2.50, chiefly in 
light weight wools and in combina- 
tions of silk and lisle. 

“The louder the patterns of this 
golf hose, the bigger will be the 
sales. As for regular hose, there is 
excellent spring business due in 
rayon-plaited lisle, ordinary rayon, 
and lisle and silk. Most of the socks 
offered by manufacturers in these 
weaves are more subdued in design 
than are the cheap golf goods, but 
hosiery departments catering to this 
class of trade for men believe the 
mills have gone too far along the road 
of conservatism to suit the popular, 
low price taste—this year, at least. 
Their buyers are trying hard to 
procure men’s socks that shall be as 
noisy of pattern and color as they 
were last fall.’ 


& FOosicRy MARKET TALK && 


Grays and Bois de Rose 


New York department stores, as 
early as February, had reached the 
conclusion that at least two of the 
leading shoe tones for spring would 
be gray and bois de rose. They be- 
lieve, therefore, that the same colors 
will hold good in hosiery and the 
RECORDER’S national style survey, 
reported on another page of this 
section, seems to confirm the fact 
as do other reports received from 
our staff of market correspondents. 
In gray shoes, there is a tendency 
to trim them with a slightly darker 
gray. This presents an interesting 
hosiery problem which will be 
solved, it is believed, by women 
matching their stockings to the 
darker trim in many cases and then 
continuing to wear them after suc- 
cessive launderings have mellowed 
them down to the lighter gray of the 
body of the shoe. 


Shorter Lengths in Chil- 


dren’s Hose 


Children’s hose for spring and 
summer is being called for in % 
lengths—lisles, rayon-plaited lisles 
and straight rayons, showing plain 
bodies with fancy cuffs, designed 
for the medium grade, volume trade. 
Colors differ little from those which 
have been in vogue for the past sea- 
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son. About the only change of note 
is to be found in the length—shorter 
tor warmer weather instead of full 
length. 


* * * 


Women Want Better Grades 


Resident buyers in New York ex- 
press the opinion that women will 
be willing to pay about twenty per 
cent more for their hosiery this 
spring than they paid last spring at 
the opening of the season. They 
see a general grading up in demand, 
with a healthy increase in both full- 
fashioned and seamless merchan- 
dise. Nevertheless full-fashioned to 
retail at as low as $1.50 is on the 
market. Probably 75 per cent of 
the business in all silk, full-fash- 
ioned chiffons, however, will be done 
from $1.85 to $2, as compared with 
about $1.65 last year at this time. 


+ %* * 


The Future of Chiffon 


Lisles 


Chiffon lisle hosiery is still on the 
market. One new pattern uses the 
jacquard effect in self tones. There 
is by no means unanimity of opinion 
as to the extent to which this nov- 
elty will sell. It is, however, argued 
intelligently that it will not be worn 
to any extent by actual sports par- 
ticipants as there it is open to the 
same objection as is the silk chiffon, 


which gets more or less “clammy” 
when the leg perspires. 

A new idea in silk chiffon hosiery, 
seen in New York, has its origin in 
the often-noted, two-color combina- 
tion in shoes. In these stockings 
the heel and toe are of a color which 
contrasts with the rest of the hose. 
Atmosphere, with heel and toe in 
Ascot tan is one combination. An- 
other is sunset and sauterne. 


* * * 


Mauve Taupe Leads in 
Sheers 


The color chart of the Allen A Co., 
showing the sales of both sheer and 
heavy types of silk hose sold during 
the mid-February week is as fol- 
lows: 

Sheers—Mauve taupe, 12.3 per 
cent of total sales; champagne, 10.4; 
beige, 10; opal gray, 8.8; nude, 7; 
blush, 7; cannon, 6.2; black, 6; 
parchment, 5.2; tea rose, 4.9; wood- 
land rose, 4.7; gunmetal, 4.4; 
sauterne, 2.8; white, 2.8; shell, 1.9; 
grain, 1.7; maple cream, 1.5; 
French nude, 1.5; and biscuit, .9. 

In the same company’s list of 
heavies, black was in the lead with 
a percentage of 20.4; beige, 13; opal 
gray, 9.5; nude, 8.9; blush, 6.5; 
champagne, 6.4; parchment, 6.3; 
cannon, 5.7; mauve taupe, 3.5; tea 
rose, 3.3; white, 3.1; shell, 2.4. 
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dissipate its strength by be- 
coming too general. 

The tremendous force that 
has been accumulating during 
winter months now _ seeks 
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some avenue of escape or ex- 
pression. 
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Here is suggested copy for 
j this layout: 


Come to this shop for newest 
shoes and hose. 


; To feast your eyes on beautiful 
things. You know the brilliancy 
of the colors this spring, you 
: know the frocks that Paris has 

gone wild over, you know your 
: becoming shades, and when you 
7 see the beautiful shades of 
hosiery and the aristocratic 
leathers in shoes that we have 
provided for you you'll under- 
stand why it is that folks who 
know good: things come here. 





How would something like this appeal to 
your patronage? 


New Showings—Beautiful 
Shoes and Hosiery 


Gives you the freedom and snap of youth. 

Now when selections are at their best is 

the time to make your choice, for those 

who are considered fashionable are usually 
the first to wear the new. 


Shoes and Hose 


You might think that you were looking into 
a smart Fifth Avenue shop to see the styles 
we have on display here—the delicacy of 
hosiery shades, etc. We did really go to 
the most fashionable designers for these. 














The ideas on this page cannot 
well be offered to our readers in 
plate form, much as we would like 
to do so. They can, however, be 


adapted by your local artist or, in 
small size, can be reproduced by 
your newspaper engraver direct 
from the illustrations on this page. 








in footwear. 

Imagination needs to be 
stimulated in everyone. That’s 
the job of the poet, artist and 
writer. 
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Some Gay Companions of Home- 
spun and Jersey 
Sport Shoes and Hose 
This spring you get our old-time 
quality and the sparkle of the 
newest ideas in footwear. Such 
styles as we are showing would 
cost you a great deal more were 
you to purchase their brothers 
and sisters in the smart shops of 
noted style centers. Our shoe- 
makers have selected the best in 
style from among national lead- 
ers; an dbefore you can properly 
make up your mind as to your 
new spring sport’s footwear you 
must see ours. 
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NATION-WIDE survey of the hosiery color trend, as seen by 
A izzsine retail shoe merchants and their hosiery buyers, shows 

clearly the expected predominance of light shades throughout 
the spring and summer. Naturally, they do not all agree as to 
the exact shade which will be the top-liner. An interesting fact, 
however, is the comparative unanimity of opinion as to white 
hosiery. Practically all say it will be a fair seller, but all also 
admit that its volume is apt to be cut into by the custom of some 
women of wearing ivories and other off-the-white tints with their 
white shoes. Corroborating this comes the following from Palm 
Beach: 

“It is worth while noting that the hosiery worn with all of these 
shoes at the Florida resorts is in the nude family. The creamy 
nude seems to be more popular than the rosy shades, principally 
because it is in harmony with parchment, which is so popular. 

“When white shoes are worn, nude stockings, rather than white, 
are worn with them, and this is also true of gray footwear, particu- 
larly when worn with white or colored outfits. The fashion seems 
to be to continue the ‘bare-legged’ effect.” 


Whites to Start Late flesh pink, peach, grain, almond, 
toast, atmosphere, shadow, wood 


By C. S. Byck, Savannah, ward rose, mauve, bluette and Rose 
Confident all light colors like Marie. Service weights in grain, 
banana, atmosphere, blond, etc,, rose taupe, Piping Rock, nudes, al- 


mond, medium grey, flesh and cin- 
namon. Anticipate big white busi- 
ness. 


will go big through spring and early 
summer, diminishing then; with 
whites starting late, but gaining 
strongly as summer advances—off- 
setting decreases in light colors. 
Chiffon good. Semi-chiffon gaining 
in popularity. Service weights 
holding strong. Some pastel shades 
in chiffon. 


Re 2 ea we 
=. ail nae any 


* * * 
Nude—Ivory—Parchment 
By Krupp & Tuffly, Houston, Texas 


Best selling colors for spring and 
summer in ladies’ hosiery will be 
nude, ivory, parchment and 
crevette. We expect to sell white 
hosiery about the same as we did 
last year—that is, about one-half 
of the white shoe wearers will use 
pastel shades with their white 


shoes. 
* * * 


Grays Very Good 
By Baird Bros. Shoe Co., 
Shreveport, La. 

Demand for light shades in chif- 
fons increasing. Grays very good, 
as are silver, moonlight, neutral, 
Piping Rock, dove and rose. Also 
big business in nudes, champagne, 
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The new Gordon V-line hosiery 

as worn by Miss Marjorie Moss 

who dances nightly at the Club 
Mirador, New York City 
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Hose to Blend With Light Shoes 
By W. H. Toller, Royal Shoe Stores, 
Inc., Kansas City, Mo. 


The best selling shades now are 
those that match or blend with the 
light colored shoes with majority 
of business on all silk chiffons. 
Selling shadow and rose blond for 
black shoes. Too early to make an) 
predictions about white hosiery. 


* * * 


Very Little White Hosiery 
By Kirschman Shoe Co., 
Salt Lake City 


Consider woodland rose, sunburn, 
nude, blue fox and shadow best 
selling shades for spring in chiffon 
and service weights. Think very 
little white hosiery will be worn. 
Paler shades such as tea rose blush 
and coral may predominate for 
summer. 

* * * 


Medium Service Weights for 
Summer 


By I. G. Schectman, Hosiery Buyer, 
Walkover Shop, Philadelphia 


Believe sheer weight strong for 
early spring buying; demand turn- 
ing to medium service weight for 
summer, heavy service taking third 
place. Believe colors best for 
spring in order given—parchment, 
sauterne, light grays, flesh tints. 
Whites very good with flesh tints 
secondary for summer. 


* * * 


White and Gunmetal Good But 
Not Big 
By Wm. Eastwood & Son Co., 
Rochester, N. Y. 


Believe best selling colors in 
service weights are parchment, 
rachelle, ivory, opal gray, dove 
gray, . biscuit, shadow, rose and 
ash. In chiffon weights, moonlight, 
ivory, shell, parchment, opal grey, 
shadow, rose, gray and _ rachelle. 
White and gunmetal will also be 
good, but will not sell big. 
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} The fastest turning, money making hosiery de- 
partment is shooting at the plentiful dollars 
S, with Arrowhead’s wonderful new Minnehaha— 


good looking, durable, all smart colors, 24 hour 
service guaranteed. 





e Fashion demands hose of so many shades to 
y match costumes that women clamor for better 
. values at a price that will permit the average 


r purse to follow style. The purse has limits: 
hosiery skill must make it stretch over more 
pairs. i 


In the new Minnehaha, introduced February 
15th, Arrowhead has done wonders in shaping 
its mill policies to meet the merchants’ crying 
need for a $1 stocking to compare in looks 
with a 42-gauge full fashioned, durable, in all 
the new colors, with 24 hour delivery guaran- 


: teed to keep stocks full and turning frequently. 
n Order only as you need stock. The six 
y Arrowhead service stock houses will supply 
\. you with any color, any size of the new 
h Minnehaha in 24 hours. No need to see cus- 
r tomers turned away for lack of full stock if 


you try Arrowhead service. 


The New “MINNEHAHA” 


Extra fine gauge (comparing with 42 gauge full 
fashioned), heavy weight stocking of pure thread 
A silk, reinforced with rayon. It has a 23-inch boot, 
elastic mercerized top, double sole, high spliced heel 
and the narrowed ankle. (An Arrowhead feature). 


r Sizes 8% to 10%. Out sizes 8% to 11. 
, Colors? A full range including all shades sponsored 
i by the Textile Color Card Association for Spring, 
including Mauve, Bluette, Woodland, Rose, Seaspray, 
r Rose Marie, Atmosphere, Nude, Champagne, Sun- 
4 set, Peach, French Nude, Blush, Grain, Bran, Bis- 
. cuit, Moonlight, Dove Gray, Shadow, Mauve Taupe, 
3 Sandalwood! And the stocking sells for only a 


DOLLAR! 


Richmond Hosiery Mills 


Chattanooga, Tenn. 











ARROWHEAD 


ANKLE CLINGING HOSIERY 


| There are More ‘1 Bil 
| than’? Bills 














Here Is the Stocking 
A brilliant $1 number 
like new Minnehaha will 
draw new customers to 
your store. Make your 
store known for its great 
values in modish, service 
able dollar hose 


Here Is the 24-Hr. Service 
Full stocks of the new 
**Minnehaha’’ in all co'ors 
and sizes are kept in our 
warehouses at the follow- 












ing points. Order from 
city nearest your store: 
New York—30 W. 24th 


Street 
Chattanooga, Tennessee 
Chicago — 230 8. Wells 


Street 

Dallas, Texas—Santa Fe 
Bldg. 

Portland, Oregon — 246 
Stark St 


San Francisco--19 Geary 
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The hosiery section in the new store of the Royal Shoe Co., 
many good features is the large amount of visible display—in the glass counters, cabinets on 


top of the stock drawers and the drawers themselves. 


HOSIERY SECTION 


Kansas City, Mo. 
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The best of its 


No trouble for the customer to pick out 


the color she wants and in full view of the chair she occupies while waiting to be fitted. 


Large Demand for White Later 
By H. A. Knowles, The W. G. 
Simmons Corp., Hartford, Conn. 


Best selling hosiery colors for 
spring will be parchment, atmos- 
phere, peach, daybreak, cuffclair, 
nude, rose clair and opal gray. We 
anticipate large demand for white 


later. 
*% * * 


Ten Per Cent Pastels With Whites 
By J. H. Schrader, Senac Shoe Co., 
St. Louis, Mo. 


My anticipation for immediate 
selling to May 15 are 65 per cent 
colors to contrast with blond and 
parchment shade leathers; 15 per 
cent various shades of gray; bal- 
ance in extreme light shades with 
pinkish cast and rose beige, ecstacy 
and blue fox. These both in chif- 
fon and service weight. For sum- 
mer I believe white hose will be as 
big as last year with about 10 per 
cent in pastel shades—preferably 
seaspray, bluette, maize and orchid. 
Also believe parchment and pinkish 
shades will carry through summer 
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season. On.white rose, a medium 
weight semi-chiffon, either seven or 
eight thread, with silk top, should 
be a big seller. 


* * * 
Pastel Shades With White Shoes 


By Leon Kahn Shoe Co., 
Dallas, Texas 


We consider the following as best 
selling colors for spring and sum- 
mer. Very light beige shades such 
as parchment and pebble. Pastel 
shades with white shoes. Few 
white hose. Above good all sum- 
mer. Light grays good _ until 


Easter. 
¥* * * 


Hose to Match Shoe Colors 


By Herbert Parthmore, 
Harrisburg, Pa. 


Opal gray, blondine, bois de rose, 
tan alligator, patent and satin best 
shoe material colors bets with ho- 
siery to match. Hosiery terms vary 
too much to specify names. Family 
of beige is excellent. Family of 
corn colors, very good as are opal 


gray and blue fox. Service weights 
in beige family and black best bet. 
Cannot see white beyond a fair nor- 


mal. 
* * * 


Very Light Shades for Denver 


By the Fontius Shoe Co., 
Denver, Colorado 


The best selling colors for spring 
and summer in shear and service 
weight hose will be the real light 
shades, running to the light nudes. 
We expect a good white hosiery 
business in season but expect 
some of the light shades to be worn 
with white shoes. 


* * * 


White—Grain—Parchment 
By Aaron Solomon, Tampa, Florida 


I consider the best selling shades 
of hose in sheer and service weight 
for spring and summer white, grain, 
parchment, nude, French nude, at- 
mosphere, cameo, champagne, 
mauve pink, peach, sunset, blush 
and light shades of gray. 
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Here's a 
Genuine English Rib Golf Hose 


to retail at 


50c 


(Men’s sizes at 65c) 


You'll see them on the school grounds and on the golf 
courses. Something new. An extra heavy service 
stocking in tasteful two-tone effect, with beautiful 
fancy roll top. Made on English Derby Rib machine, 
ribbed to the toe. Colors: Black and White, Cordovan 
and White, Grey and White, Camel and White. Men’s 
sizes to retail at 65c—boys’ sizes at 50c. Ask for style 
No. 450. Sizes: Boys’, 7 to 10; men’s, 10 to 12. 


This is a perfect fitting stocking on account of the 
elasticity of the true ribbed webbing. Remember—this 
is not a drop stitch stocking, but genuine English Derby 
Rib! 


SPECIAL SERVICE TO RETAILERS! 24 HOUR 
DELIVERY. Write or wire your order now and start 
selling this sensational money maker. 


The low retail price is pos- 
sible only because of our 
enormous production of this 
type of hosiery. Take ad- 
vantage of this _price-ad- 
vantage at once and push 


Arrowhead. ] = is the 24 hr. Service. 


Full stocks of English Rib 

; 9 Hose, in all colors and sizes, 
Children s are kept in our warehouses at 
the following points. Order 
from city nearest your store: 





\ 


We specialize in 
ribbed stockings. 
Write or wire and get 24 hour New York—30 W. 24th Street 
Batis Chattanooga. Tennessee. " — 298 7 fe le ’ ; 
service guaranteed. Siti 20 & Ga & As the largest producers of English Derby Rib 
Dallas, Texas—Sante Fe Bldg. Hosiery in the country, we are in a position to 


Portland, Ore.—246 Stark St. . ° " . 2) 
assure you of a degree of manufacturing skill 


e 
Richmond San Francisco—49 Geary St. 
that has no superior. We promise you honest 


: . Richmond Hosiery Mills 
Hosiery Mills Chattanooga, Tenn. merchandise, smart appearance, long-wearing and 
L — up-to-date styles. 











Chattanooga, Tenn. 


ARROWHEAD | 


ANKLE CLINGING HOSIERY 
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purity of yarns, skill in knitting, and popu- 


a af os of patterns, fastness of colors, 
larity of patterns, are all features of Hirner made 


hosiery. 


We have forecast the style trend through checks, 
stripes and figures, and the styles we now offer 
are planned to fill the popular demand. 


Knitting machines and special attachments made 
in our own machine shops insure exclusive de- 
signs and special features. 

Our long experience in the fancy half hose busi- 
ness merits your opinion of us as Style Head- 
quarters. 


Style No. 800 
Rayon and lisle, in four color combinations 
Price $8.00 per dozen 


Color swatch card gladly sent on request 


HIRNER HOSIERY CO. 


MAIN OFFICE 
ALLENTOWN, PA. 


Chicago, Ill., Office: Cleveland, O., Office: 
Gale V. Smith, 408 S. Wells St. Fred A. Smith, 1426 W. 3rd St. 


Manufacturers of the famous Hirner Foot Hose—“Built Like a Shoe” 
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Finding the Best Way of Paying 


Your Salesmen 
An Analyisis of Various Methods in General Use Today 


(The editor is indebted to the 
Metropolitan Life Insurance Com- 
pany for this very able discussion of 
the various methods of compensat- 
ing retail salesmen. The material 
here published has been printed in 
booklet form by the company for 
disiribution among its business-men 
policy holders.) 


realizing that the employee 

who is given little or no in- 
centive for extra effort is expensive 
in the long run. The tendency is 
emphatically in the direction of 
adopting a wage plan which will not 
only develop the latent ability of the 
sales person, but in addition will be 
easily understood. For example, 
the manager of a retail hosiery store 
says: 

It is our opinion that the right 
kind of plan carried out correctly 
will bring the desired results, pro- 
vided that the individual clerk 
understands thoroughly what she is 
working for and also realizes that 
her progress or retrogression is 
constantly being observed. 


P rating merchants are 


TYPES OF COMPENSATION PLANS 
1—Straight Salary 


This is the conventional method of 
paying store workers and even today 
it is the only one which is in use in 
Many concerns, particularly where 
there are relatively few employees. 


Advantages 

(a) Sales people know in advance 
exactly what they are to receive. 

(b) It involves the least amount of 
clerical work to calculate the 
payment to be made to the sales 
person. For example,’ the 
superintendent of a dry goods 
store in an industrial city in 
New England, says: 
The large majority of our peo- 
ple are paid on the straight 
salary basis and the other plans 
that were tried out are experi- 
ments. We have not yet hit on 
any plan that would give the 
same. satisfaction as the 
straight salary. 


(c) It is particularly applicable to 
a small store where sales people 
have other duties in addition to 
selling. 


Disadvantages 


(a) It offers no additional reward 
for extra effort. 

(b) It penalizes the ambitious 
worker to the advantage of the 
indolent one. 


2—Salary and Commission on Sales 


This is a method which is fre- 
quently used as an incentive to the 
clerk to sell more goods. James 
Reeves, president of Daniel Reeves, 
Inc., chain grocers, an organization 
in which such a plan is in use, 
writes: 


We started paying our men in the 
sales department about five years 
ago a stated amount of salary plus 
2 per cent on sales. We find this 
method entirely successful, as we 
think the commission basis has stim- 
ulated our boys te greater results 
than we had attained previously. We 
have found that our sales clerks are 
eager to learn the art of making sales 
because it pays them to do so. 


The latest and craziest novelty— 
“Stop” sign embroidered on 
white silk hosiery and worn by 
Dena Held, motion picture 
actress 


Advantages 

(a) It rewards sales persons for 
additional selling effort. 

(b) It serves as a very definite in- 
centive to sales persons to extra 
effort. 


Disadvantages 

(a) Under this plan it is difficult to 
adjust rate of commission equi- 
tably for employees who sell 
goods which differ widely in 
price. For example, it is ob- 
vious that a uniform commis- 
sion of one-half of 1 per cent on 
sales given to employees selling 
notions and also given to those 
selling furniture would be un- 
fair. 


3—Straight Salary Plus Bonus 
Based on a Quota 


Under this method the bonus may 
or may not depend on such things as 
the amount of sales, the amount of 
salary received, the length of ser- 
vice, or other factors. A well-known 
sporting goods house has adopted a 
combination bonus, commission and 
sales quota plan which has been op- 
erating for some time in a way 
which is satisfactory to both the 
employer and the employee. This 
plan is described by one of the exec- 
utives of the company, as follows: 


A certain store receives a monthly 
and yearly quota for retail sales. 
That is, a quota is set by the retail 
sales manager and represents as a 
rule the normal fair increase over 
the business done the previous year 
for that particular month, or year, 
by that particular store. The sales- 
men are given to understand that if 
the sales for the current month ex- 
ceed the quota set, each salesman 
will share in like proportion accord- 
ing to the percentage of increase. In 
other words, if a store for the month 
of June increases its sales over the 
June of the previous year approxi- 
mately 15 per cent, then every retail 
salesman in that store receives as a 
bonus 15 per cent of his monthly sal- 
ary. No penalty or deduction is made 
for a decrease which might be due 
to poor business conditions or in 
cases where conditions are beyond 
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Three Numbers That 
Defeat Competition 


Style 595. Ladies’ Fine Service 
Weight thread silk stockings. Wide 
mercerized flare tops and reinforced 
mercerized feet. Every wanted 
shade. A big $1.49 number. Dozen, 


$12.00. 


Ravel Stop Green Stripe 


Style 1487. Misses’ Silk and Rayon 
Spring Needle Hosiery. Made flat 
like ladies’ hosiery. Mercerized lisle 
tops. Size 744 to 10. Packed \4- 
dozen in a box. Colors: Mauve Taupe, 
Zinc, Blue Fox, French Nude, Beige 
and Champagne. A sensational new 
number. Has the appearance of a 
thread silk fashioned stocking but 
wears like iron. Can be retailed for 


98c. Dozen, $8.00. 


Style 570. America’s finest CHIF- 
FON. 42 gauge, pure thread silk of 
an exquisite grade. Clear and lumi- 
nous beyond anything you have ever 
looked at. Reinforced wide flare 
tops of fine texture mercerized yarn 
and special patented reinforced toe 
that gives double the usual wear. All 
the shades most in demand. A rare 


Chiffon. Dozen, $15.00. 


ONE TWENTY-FIV E—Ladies’ Pure 
Thread Silk Spring Needle Stocking. 
Every inch of silk guaranteed “run- 
proof” and free of all irregularities. 
Reinforced lisle tops and feet. Dozen, 


$9. 


Samples on 
Request by 
Special Delivery 


RAY-MOND 


373 Fourth Avenue 














This Is the Hosiery 
They Would All Like 
to Describe 


tet 


HE few adjectives left in the dictionary 
after the raids of hosiery advertising are 
insufficient to describe a real good stock- 

ing so that it becomes almost necessary to say— 
“This is the hosiery they would all like to de- 
scribe.” 


But if a prospective buyer is confused to the 
point of thinking that there is little to choose be- 
tween hosiery, his calculations are all upset on 
his first encounter with Ray-Mond Hosiery. 


If you will accept our word for that, pending 
your own discovery of the truth, and consider the 
great essential of successful hosiery merchandis- 


ing—Service. 


Ray-Mond Service is immediate, swift and satis- 
factory. It is as effective for the dealer in Cali- 
fornia as in Maine, providing a full line of 
hosiery when you need it and how you need it. 


At this season of the year time is 
worth money to you. Ray-Mond 
Service is a time saver. 


HOSIERY CO. 


New York City 
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The proprietor of the Elite Shoe Store of San Antonio, moved his hosiery department to the 


commanding position shown here—near the entrance. 


He attributes his 100 per cent increase 


in hosiery sales almost exclusively to this move. 


the control of the various salesmen 
in that store. 


Advantages. 

(a) It gives the employees some- 
thing to look forward to in addi- 
tion to the regular salary. 


Disadvantages 

(a) A bonus is often paid at such 
infrequent intervals that em- 
ployees lose interest. 
Employees frequently regard 
the bonus as a gift which they 
will receive regardless of the 
quality of their work, as the 
bonus does not always depend on 
such things as the amount of 
sales, the amount of salary re- 
ceived, length of service and 
other factors. 


4—-Salary Plus Profit-Sharing 


This is a type of compensation 
plan which is frequently confused 
with the salary-plus-bonus arrange- 
ment. The operation of a true sal- 
ary-plus-profit-sharing plan rests on 
the assumption, First, that a definite 
method of distribution exists and, 
Second, that the distribution is al- 
ways made when there are profits to 
share, but is not made when the busi- 
ness done in any given year has not 


(b) 


resulted in profits. On the other 
hand, as has already been stated, 
the payment of an annual bonus 
bears no direct relation to profits, 
but rather is merely extra compen- 
sation given to the employee, the 
payment of which, however, is with- 
held under a certain definite time, 
frequently the end of the year. 


Advantages 

(a) The same advantages which ob- 
tain in the case of a bonus will 
also hold true in the case of this 
method of compensation. 


Disadvantages 


(a) The chief weakness of the sal- 
ary-plus-profit-sharing method 
of compensation is that the 
amount to be paid to each em- 
ployee remains uncertain until 
after the year’s profits have been 
determined. Moreover, condi- 
tions over which the employees 
have absolutely no control, such 
as general business conditions, 
wasteful company policies, etc., 
may result in. no money being 
available for profit-sharing pur- 
poses. For example, the presi- 
dent of an old established hard- 
ware concern states: 


Formerly we made an annual 
extra payment to every em- 
ployee based on the profits of 
the business during the previous 
year. Some time ago, however, 
we discontinued this plan entire- 
ly, due to the fact that we found 
that if the earnings of the busi- 
ness did not warrant us paying 
an amount at least equal to that 
paid the previous year, it caused 
great dissatisfaction and un- 
rest among our employees. 


5-—Salary and Commission Based on 

Varying Quotas Adjusted Ac- 

cording to Selling Costs 

Many retailers feel that this plan, 
whereby the amount of commission 
paid is adjusted in accordance with 
the selling cost of the department, 
is the most scientific as well as the 
most effective one which has yet 
been devised. Under this plan, as- 
sume that a sales person receives a 
salary of $14 a week, and that her 
average weekly sales are $175. The 
selling cost of that sales person is, 
therefore, 8 per cent (14-175). 
In other words, in order to earn her 
salary of $14 she must sell $175 
worth of goods a week. When she 
has attained this volume of sales she 


[CONTINUED ON PAGE 164} 
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RETAILS AT 39c. 
Style No. 248. A sturdy sports 
type in % length. The fancy 
rayon and mercerized tops are 
colorful and appealing. Colors. 
Black, White, Peach, Crash, ; : 
Champagne, Tan Bark, Grain, tical and smart—in pure 
Russet Brown and Zinc. Sizes > thread silk plaited over 
5 to 10. rayon. Mercerized heel 

E <2 and toe. Seamed back 
and fashion marks. In 
fourteen colors. Sizes 8 
to 10%. 


RETAILS AT $1.00 
Style No. 635. A good 
looking stocking—prac- 


RETAILS AT 50c. 


Style No. 610. Rayon 
with mercerized top, heel 
and toe—for every-day 
wear. In _ six attractive 
colors including Cham- 
pagne and Teach. The 
price talks! Sizes8% to 10. 


More sales— 
and faster— 
mean greater profits 
] 


... get them with Buster Brown Hosiery! 


FOR PRICE...Wéith production so great, we buy the finest ma- 
terials on the lowest price basis. 


FOR QUALITY...We buy the best... therefore, only the best 





j The Buster Brown Service 
Plan, giving overnight de- 





livery service on original 
stock and fill-ins from near- 
by distributor’s warehouse, 
keeps your stock fresh and 
eliminates all risk of Ho- 
siery Department losses in 
your store. One word from 
you and all details will be 
given. No obligation what- 





is put into our merchandise. 

FOR SERVICE... Our distributors are alert to your needs. They 
supply you quickly from nearby warehouses. 

FOR ECONOMY... By ordering from nearby distributors, you 
pay less transportation cost. 

FOR TURNOVER... Smartest styles in the wanted colors make 
for rapid sales. 


FOR REPEAT CALLS...The consumers of America know 
Buster Brown Hosiery not only from its advertising—but 
from its wear. 

If you haven’t the Spring 1926 Price List, write to the Selling Agents. 


Amory, Browne & Co. 


BOSTON CHICAGO ST. LOUIS NEW YORK 


BUSTER BROWN 
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Ideas Which Make It Easier to 
Sell More Hosiery 


Snapshot Paragraphs for the Busy Merchant 


Say It with Hosiery, Instead 


of Flowers—at Easter 


There is no rea- 
son why hosiery 
should not be 
equally as ac- 
ceptable for gift 
purposes at 
Easter time as 
are flowers, 
candy or any of 
the other accepted tokens of affec- 
tion or regard. Every man knows 
that, at Easter time, he wants to 
give a present of some kind. He 
wants something simple and definite; 
something that will relieve him from 
the necessity of making a choice. 
And the only merchant who can ap- 
peal to this masculine weakness is 
the one who can concentrate the 
man’s attention on a single article, 
especially suited for gift purposes. 
Such a merchant is he who carries 
hosiery. 

House-to-house canvassers learned 
this lesson long ago and have sold 
thousands of dollars worth in club- 
rooms and other haunts of the men 
in their city or town. They have 
even invaded office buildings at the 
psychological time and have reaped 
a harvest because they have made it 
easy for the men to buy. In your 
advertising and sales talks, use this 
argument, in your own words: 

“If you are undecided as to what 
to give for Easter, set your mind at 
rest. Stop worrying about it. 
There is at least one gift which you 
can be sure will always prove ac- 
ceptable—silk stockings. They com- 
bine beauty with utility. They are 
not expensive. They are at once a 








* 


Fitting Hosiery Right 

Hosiery which may be large 
enough for the foot when the cus- 
tomer is sitting down may be too 
small when the customer is standing 
up. Very many people have elastic 
arches. When they are sitting down 
—or in other words when their 
Weight is off their feet—the arch 
has a high curve and the foot is 


HOSIERY SECTION 


luxury and a necessity to the mod- 
ern woman. Drop into our store any 
time and let us show you what at- 
tractive styles we have and how well 
they look in our little gift boxes. No 
trouble about sizes. If you don’t 
guess right, we will gladly exchange 


them later.” 
* * * 


Merchandising Command- 
ments; Old Stuff— 
But Good 


A prominent 
Connecticut mer- 
chant has_ the 
following pasted 
in his note book. 
About once a 
week he looks at 
it and makes 
sure that he is 
following all the rules which he 
himself has laid down and that he 
is following these rules in the best 
possible way. Here they are: 

“Make sure that everyone knows 
you are handling hosiery. 

“Figure your hosiery mark-ups as 
you do on shoes—low on staple mer- 
chandise—higher on the high style, 
perishable numbers. 

“Display the appropriate hosiery 
with practically all the shoes in your 
windows. 

“Locate your hosiery department 
where it will be impossible to miss 
it. 

“Grade your hosiery and your 


-shoes in the same class—don’t as- 


sociate very high grade hosiery with 
very low grade shoes. 

“Concentrate on the fewest pos- 
sible lines. 


* * * 


comparatively short; but when 
they stand up and put their weight 
on their feet the arch is flattened 
and the foot is longer. This is an 
especially important consideration 
with people whose work requires 
them to stand on their feet a lot. 
Such people, as well as those who do 
a good deal of walking, should wear 
larger sizes than those who lead 
more sedentary lives. 


“Watch your sizes and pairage 
through the medium of a perpetual 
inventory system. 

“Have all your salesmen trained 
to talk hosiery intelligently.” 


Hosiery Advertising in 
Every Pair of New 
Shoes 


An unusually 

effective adver- 

tising stunt is 

that practiced 

by the Knight 

Shoe Co. of 

Portland, Ore. 

Slips of paper, 
printed with attractive hosiery ad- 
vertising, and quoting prices, were 
prepared and turned over to the 
wrapper at the cashier’s desk. She 
was given instructions to insert one 
of these in every pair of new shoes 
which left the store. There is no 
reason why a similar idea could not 
be worked in any store, no matter 
how small or how large. It isn’t even 
necessary, or even advisable, to con- 
fine the advertising to women’s 
hosiery and place it in women’s 
shoes. Men’s hosiery advertising in 
women’s shoes might easily find its 
way to one of the women’s relatives 
or might stimulate the woman to 
buy hosiery for some of her male 
relatives. Slips advertising women’s 
hosiery placed in men’s shoes might 
well be expected to produce good re- 
sults. Better still would be an at- 
tractive booklet advertising all the 
different kinds of hosiery in the 
store and making club offers of three 
pairs at a reduction in the pair price. 


* 


Show “Hankies’’—Sell 
Hosiery 
Washer Bros., Fort Worth, Texas, 
make many extra sales in their 
hosiery department through the 
showing of women’s handkerchiefs 
in the stocking show case. Just the 
pretty novelties are featured that a 
customer will buy for herself or a 
gift. 
Issue of March 6, 1926 
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AU Callum 


Spring Shopping Concentration 
March 29 to April 10 





Don’t forget these dates 


ARCH 29 to APRIL 10, 

the date of the first 1926 
McCallum concentration. It is 
bound to increase your McCallum 
sales. It will give you even big- 
ger profits on an already fast-mov- 
ing item. Hundreds of merchants 
took part in the two concentra- 
tions in 1925. Many of them 
tripled their sale of McCallums. 
“What is the McCallum con- 
centration?” you ask. “How will 
it increase my sale of McCallums?” 
The McCallum concentration is 
a well-timed combination of 
national advertising in the Ladies’ 
Home Journal, Harper's Bazar, 
and Vogue, local advertising over 
the merchant’s name, displays in 
the merchant’s windows, and en- 
thusiastic selling at the counters. 
Every step leads directly to the sale 
of McCallums in your store. By 
giving yoursupport during the con- 
centration period, you are sure to 
give your McCallum sales a boost. 
Increased sales 40%. In 1925 
the two McCallum concentrations 


were phenomenally successful. The 
extent of their success was surpris- 
ing even to us. In order to find out 
accurately just how much help they 
were to merchants we compared 
the 1925 sales of the merchants 
who cooperated in our concentra- 
tions with their 1924 sales. These 
merchants — and there were hun- 
dreds of them — increased their 
McCallum sales 40% over 1924. 
This remarkable increase in vol- 


ume meant a corresponding n- 
crease in profit. It was due to 
legitimate sales at standard prices. 

March 29 to April 10— mark 
these two weeks on your calendar. 
During that period you have a 
ready-made opportunity to increase 
your profits on McCallums. Write 
us today for more detailed infor 
mation. Let us tell you how 
to make this spring’s concentra- 
tion boost your McCallum sales. 








McCallum Color Supremacy again demonstrated in the Antelope Shades 
Have you seen them? Everyone is talking of them. Paris approves. Foremost 
fashion authorities here endorse them They bid fair to eclipse the tamous 
McCallum success of 1925—the Rose Tint Family 

New — Distinctive — Correct — Ask the McCallum salesman 


Other McCallum Shades for Spring 
This Spring, McCallum announces the following exclusive shades —in the 
famous Antelope Group of stocking colors ; 
Gnu Uribi (matches *Ascot Tan) Kudu 


Other McCallum Shades for Spring Hostery 


Mauve Dove Grey Rose Gray Gold Bran 
Moonlight Zinc Lead Ivory Rachelle 
Light Pink Shadow Mauve Taupe Mellow Fallow 
Silver *Opal Grey Gunmetal Greige *Metal Brown 
Also Black White and Navy 


Rose Shades 


Woodland Rose Rose Blush 
*Official Shoe Shades of the Season 


Oriks Pala (matches *Mauvette) Sero 


*Parchment 
Biscuit 
French Nude 
Almond 


Rose Ash Rose Nude Sunburn Bois de Rose* 














McCallum Hosiery Co., Northampton, Mass 


Philadelphia,1001 Chestnut St Chicago, 36 So. State St. 


New York Sales Office, 417 Fifth Ave. 


7 OD ; i ee 
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Introducing 
Another Color and Quality Triumph 


SILK HOSIERY 


MAUVE ROSE 


That exquisite new French shade which has 
taken fashionable Europe by storm is featured 
for the first time by an American manufacturer. 


In Our New **PEERETTE” Chiffon Hose 


MAUVEROSE is making 
the same instant hit in the 
smartest big city shops as 
did our beautiful shades of 
MAUVE and MAUVE TAUPE 
which we were first to show 
last season. 


BY 





Send Now for a Sample 
Quarter Dozen 
You cannot appreciate the ex- 


treme beauty of HOLYOKE 


Hose in any other way. 











ee GE os 


$2) 20 


Per doz. 


Including — the 
colors as well 


following 


Black 
French Grey 
Gunmetal 
Honey (Champagne ) 
Mauve 
Mauve Taupe 
Mauve Rose 
Morille (Sauterne) 
Rosee (Fr. Nude) 
Rose Beige (Atmosphere ) 
Shell Pink 
Silver 
Taupe 
Tortoise (Bran) 
White 
Zinc 


We also offer a very attractive 
stocking in GUN METAL with 
BLACK FOOT in our NOVEL- 
ETTE number at $24 per doz. 


“PEERETTE’ is_ being 
complimented by the most 
noted buyers in even higher 
terms than our famous 
“GAUZETTE” which we 
originated last year with 
such well known success. 


BY 





It Costs Nothing 
to Try HOLYOKE 


If the Hose you order is found 
unsatisfactory it may be returned 
within 10 days. 











453 Washington St. 
BOSTON 


Ylolyohe Sith Hosiery G 
olyoke. S. 


358 Fifth Ave. 
NEW YORK 
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color card. 





No. 760—Very fine all silk chiffon, 42 


No. 1825—Service weight silk hose with 


$15.50 per dozen 8 inch lisle top and foot .$12.50 per doz. 


No. 757—All silk chiffon with beauti- 
ful shadow clox and new tailored 
$22.50 per dozen 


No. 1926—Fine heavier weight silk hose 
with lisle top and foot. ..$14.00 per doz. 


No. 700—Full fashioned silk chiffon, spe- 


cial 24 inch silk boot, lisle foot and 4 
12 latest colors. 
$13.00 per doz. 


inch fine lisle welt. 
April 1 delivery 


These styles are for immediate delivery in all the 
new leading Spring shades. 


Write for our latest 


H. Hillelson & Son, Inc. 
277 Fifth Ave., New York 


7 ges : ‘ 
Hilson Hosiery Hits 


E specialize on the fastest selling, best wearing and 
most popular types of ladies’ full fashioned silk 
hosiery. Six leading numbers are here listed. 


Illustrating 
the 
GARTERCLOX 


A useful as well 
as ornamental 
feature in  con- 
trasting color, 
acting as a run 
stop and lending 
a colorful touch 
to this beautiful 
all silk chiffon 
hose, 

$21.00 per dozen 


% 














SOO0U 
HOOOU 
Te ffifi 
“ith, 
. ° Tit, 


) » 














A Galaxy of New Spring Patterns! 


This array of new styles is offered to meet the growing demand 
for smart patterns at a popular price. These patterns are indel- 
ibly printed by the Weber process and cannot be washed out. 
A sample order of these splendid wearing novelties will convince 
you and send you back for more. 
STYLES BASE COLORS 
No. 900 Rayon and Mercerized French Tan Fr. Tan Base 
No. 800 High grade Mercerized Grain Grain Base 
No. 700 Combed cotton. Grey Grey Base 


PRICES 


PATTERN HARMONIES 

Blue or Purple 
Blue or Brown 
Blue or Purple 


$3.85 per dozen 
$2.75 per dozen 
$2.15 per dozen 


The Weberknif Company 


3635 North Smedley St. 
Philadelphia, Pa. 


Special Concessions to Case Lot Buyers 
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Woman Who 
Buys 


Centemeri Gloves 


will buy Centemeri Hosiery 


RUST the smartly attired woman to know the inherent values of gloves and hosiery. 
Experience has taught her, and her mother, and her mother’s mother that any mer 


# chandise stamped with the Centemeri name is worthy of consideration. 
National reputations are rare and built up only by years of effort. 


Centemeri’s reputation for quality, however, is an international one—the result of over half 
a century of fine manufacture. 


We carry a large hosiery stock in the latest Spring colors for immediate delivery 


C900—A popular selling hose (semi-chiffon), full C500—12 gauge chiffon, full fashioned with silk 
fashioned with lisle top, per doz............$12.50 plaited sole and lisle top, per 7 
C700—Medium weight service those, heavier than C400—Heavy weight, 42 gauge, full fashioned with 

C900, full fashioned with lisle top, per doz. .$13.75 lisle top, per doz ated $15.85 
C600—12 gauge chiffon, silk from toe to top. Top 
reinforced on inside with lisle, per doz $16.50 


Orders shipped promptly. Terms 2% ten days or net 30 days. 
Send for YOUR copy of our new spring color card. 


P. CENTEMERI & CO. 


334 Fourth Ave., New York 


Manufacturers of the famous Centemeri Gloves—Grenoble, France 
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Boot and Shoe Recorder 


Finding the Best Way of Paying 


Your Salesmen 


has earned her salary and, there- 
fore, any commission which is paid 
must start with $175 a week as a 
quota or base. 

It is apparent that the chief prac- 
tical problem in adopting a method 
of this sort is that of correctly set- 
ting the quota of sales. In the sport- 
ing goods store already cited this is 
handled by taking the average sales 
for the preceding three years and 
using that amount as the anticipated 
sales volume or quota. Other stores 
do not rely so heavily on past aver- 
ages, but readjust the quotas either 
every month or every quarter, using 
the anticipated increase in business 
this year over last year as a basis. 


Advantages 

(a) A definite and scientific rela- 
tionship between selling costs 
and volume of sales is secured. 

(b) It tends to hold selling costs 
down to a proper figure. 


Disadvantages 

(a) It is difficult to establish an 
equitable quota which is satis- 
factory both to employers and 
employees. 
It involves a considerable 
amount of clerical work in com- 
puting total compensation due 
each selling employee. 
For example, a midwestern de- 
partment store which formerly 
had a wage plan based on the 
selling expenses in each depart- 
ment, writes: 
We formerly used the salary and 


(CONTINUED FROM PAGE 157) 


commission basis throughout the 
store but abandoned the plan 
several years ago because we 
believe it to be impractical in a 
city of this size (60,000 popula- 
tion). In large city stores where 
it is a question of rapid handling 
of customers and where there 
are many sales neople in each 
department, this plan will prob- 
ably prove profitable, but in 
smaller stores such as ours, 
where there are only a few sales- 
people and it was necessary for 
them to do stock work in addi- 
tion to selling, it never seemed to 
work out to our satisfaction, and 
for this reason we abandoned it 
entirely. 
6—P.M.’s 
P. M.’s (premium money) is a 
method of compensation in addition 
to straight salary and sometimes 
even in addition to the salary and 
commission arrangement, whereby 
sales clerks are paid an extra pre- 
mium or compensation for selling a 
particular piece of merchandise 
which experience has shown it will 
be hard to sell. P. M. tickets, as they 
are called, are usually attached to 
the individual pieces of merchan- 
dise and the amount of premium for 
each sale varies from 10 cents to $1 
or more. 


Advantages 

(a) It gives sales clerks an extra 
incentive to sell slow moving 
merchandise. 


Disadvantages 

(a) It very frequently results in the 
customer being sold something 
which she does not really want. 
Many stores still make use of 
P.M.’s, or premium money, al- 
though during the last few years 
an increasing number of stores 
of the better kind have come to 
the conclusion that this plan is 
not entirely ethical and that as 
a matter of fact it does not 
really pay in the long run. 

The amount of returned mer- 
chandise, the number of com- 
plaints, the loss of good will in- 
volved, all have helped to dis- 
courage the use of the premium 
system. 


(b) 


Record Attendance Indi- 
cated for Hosiery Show 


Over 700 buyers from all over the 
country have already indicated their 
intention of visiting the National 
Exposition of Hosiery and Under- 
wear, to be held June 9 to 15 at the 
Hotel McAlpin, New York. A spe- 
cial delegation of buyers’ from 
Canada is now being arranged for. 

More than 50 per cent of the 
space available at the exposition has 
now been taken by the leading manu- 
facturers in the industry. 

This exposition is being held with 
the cooperation of the National As- 
sociation of Hosiery and Underwear 
Manufacturers, and exhibitors will 
be confined to representative do- 
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GROPING IN THE DARK 


Time was when the purchase: of advertising space was 
a “blind groping in the dark.” 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
Our records are audited by the Audit 
Bureau of Circulations. 


Advertisers had no 
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Forms for Hostery 
eles — 








u satiieainan a> - er 
Men’s Hosiery Display Form No. 88/2 


for 
Men’s, W omen’s and Children’s Forms 
Metal and Wood Display Fixtures 


Consult 
J. R. PALMENBERG’S SONS, Inc. 


Oreators of Display Equipment for Over 70 Years 
63-65 West 36th Street, NEW YORK 


BOSTON CHICAGO 
26 Kingston Street 204 W. Jackson Blvd. 
SAN FRANCISCO 
11 First Street 


Salesman— 
“Yes, 1 can safely recom- 


mend this C 711 hose 


“The Stocking of the to you—we sell a lot 


99 of it—it’s as good as 
Future our shoes” 


ee eee SS ESSE ESSE OSES SEES SESE SESS ESSE eee 


Customer— 


“All right, you can put 
in that pair—I like the 
color” 

C711 Eiffel Hosiery sales 

DUO-TOE and HEEL quickly made will help 


Reg. U. S. Pat. Off. 
’ ; your store to show a 
It's so much easier to srentes prole~Welte 


sell a stocking with 


real selling features. IRI 
Made in lisle top silks. CARSON P E 
Medium, extra service and chiffon weights. SCOTT & Co. 


Also silk to top chiffon. CHICAGO 


ELLIOTT HOSIERY CO. 
258—5th Ave., New York 
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New Miller Chicago Stock 
Room Makes This Possible 


MALLER $sstock! Quicker 

turnovers! Minimum carry- 

ing capital! Greater profits! All 

made possible by new overnight de- 
livery service. 


The Miller Hosiery Chicago Stock 
Room, just opened in Chicago, en- 
ables you to get instant deliveries in 
any amount, in any size, on any or 
all popular numbers. Color ex- 
changes granted whenever re- 
quested. Forty-one colors on every 
number. 
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Some Special Miller Numbers 


No. 600—Medium weight, pure silk, full fashioned lisle feet and top. 
$12 a dozen. 

No. 550—Chiffon, pure silk full fashioned, lisle feet and top. $12 a 
dozen. 

No. 750—Chiffon, full fashioned, pure silk up to the welt. With short 
skirts, shows silk all the way—twenty-four inches of silk, only 
four inches of fine lisle enough to protect against garter runs. 
$13.50 a dozen. 

. 850—Medium weight, full fashicned, silk up to the welt. $13.50 a 
dozen. 

. 510—Chiffon, atl over silk from top to toe, full fashioned. $15.00 
a dozen. 


Sate Se ee 


Miller Hosiery Company, Inc. 


North American Building 220 Fifth Avenue 
State and Monroe Sts., Chicago, III. New York 
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